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Year after year MultiKopy Carbon Papers and Star Brand Type- 
writer Ribbons gain in popularity. Their dependable quality 
wins confidence for your store. They are nationally advertised 
to bring you more new business. Take advantage of this pro- 
motion by identifying yourself as the store that carries Webster's. 
Feature and display the products — and your profit picture 
will be brighter in the months to come. 
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13 Amherst Street, Cambridge, Massachusetts 


Steadier Profits 

Good Repeaters 

Quality Products 

Consumer Preference 
Nationally Advertised 
Patented Micrometric Feature 
Dealer Franchise Protection 


Special Display Material 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 
* 

ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; ae ger National Stationer, New 

ork, 1909. 


Evan Johnson, President; John A. Gilbert, Secretary and Business Manager; 
C. F. Malatesta, Treasurer; W. S. Lennartson, Associate Editor; Nevin Gage, 
Associate Editor; H. E. Meason, Assistant Editor; H. L. Sime and L. E. 
Eisele, Western Advertising Department; B. C. Wallsten, Copy Department 
Manager; Otto Kney, Service Bureau Manager; H. W. Martin, Special 
Representative for Southern California at Manhattan Beach. 
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Importance of Office Equipment to the Federal Govern- 








ment ....:.. ; Sei sas htianisbeistion 17 
For School Opening Intensify on Student Trad 19 
Methods of Offering Incentives to the Salesmen.......... 21 
Salesmanship Tabloids ........ ope es sant ~ 22 
National Typewriter & Office Machine Dealers Asso- 

ciation Special Convention Section.............. 24 
Demonstration Displays Build Filing Equipment Sales. 42 
Four Point Furniture Program.. ie “. ee 
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National Business Show Postponed to February 3 19 
Yawman and Erbe Celebrates 60th Anniversary emer 2 
Hurlbut Smith Celebrates 75th Birthday... nce bs OO 
Steible Becomes Allen Wales Promotional Director...... 58 
Northwest Travelers Notes........ > 73 
Portland U.E.F. Branch Makes Staff Changes ae 
Victor Factory Opens Branch in New York City 105 
“A Country Stationer Visits the Factory’. 113 
Pioneers of Stationery Field in Spokane........ 118 
Stewart Mimeograph Display Tells Growth of Duplicat- 

ing Machine is a ; 133 

Departments and Classified Vews 

Editorial 46 Passed Away 85 
Excuse Us, Please 59 Weddings .... 102 
Guest Book 57 Adding Machines 149 
Here and There 47 Business Opportunities a 
Meetings, Dinners, Conventions 60 Furniture 150 
New Machines and Devices 49 Other Machines 149 
News and Miscellany 58 Patents ; 28 
Office Furniture, Wood and Steel. 42 Ribbons and Carbons ..150 
Ol’ Doc Stork 102 Stationery 150 


Other Lands, In 54 Typewriters 149 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts cn 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 
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Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Acco Products, Inc. 128 
Ace Fastener Corp. 102 
Acme Staple Co. 135 
Acme Visible Records, Inc. 72 
Adams, Henry T., Mfg. Co. 147 
Allen & Co. 149 
Allen-Wales Add. Mach. Corp...151 
Allied Carbon & Ribbon Corp...154 
All-Steel-Equip. Co. 111 
Alma Desk Co. 123 
Amer. Autmtic. Elec. Sales Co, 123 
Amer. Can Co. 105 
Amer. Number. Machine Co. 143 
Amer. Writing Machine Co. 78 
Ames Supply Company 81 
Anderson-Hickey Co., Inc. 146 
Art Metal Construction Co. . 79 
Art Steel Co. 143 
Artility Metal Products, Inc. 141 
Automatic File & Index Co. 152 
Autopoint Co. 121 
B 
Bankers Box Co. 128 
Barker, Earl M., & Co. 151 
Barkley, C. L., & Co. 148 
Bassick Company 80 
Bentson Mfg. Co. 130 
Bickett, L. M., Co. 148 
Blaisdell Pencil Co. 134 
Boorum & Pease Co. 115 
Bright Chair Co. 133 
Bristow, Stanley R. 52 
British Stationery Exporter 154 
Brown, L. L., Paper Co 151 
Browne-Morse Co. 153 
Buckeye Ribbon & Carbon Co...128 
Cc 
Cel-U-Dex Corp. 152 
Clarotype Co., The 147 
Clemco Desk Mfg. Co. 91 
C'oyes Gear Works 152 
Codo Mfg. Corp. 152 
Cole Steel Equipment Co. 122 
Collier-Keyworth Co. 134 
Columbia Rib. & Car. Mfg. Co. 95 
Columbia Stee] Equipment Co... 85 
Cook, The H. C. Co. 131 
Corona Typewriter 65 
Corry-Jamestown Mfg. Corp.....107 
Cotterman, I, D. 152 
Cramer Posture Chair Co. 135 
Crown Ribbon & Carbon Co. 151 
Cushman & Denison Mfg. Co....154 
D 
Daco Card & Index Co. 153 
Darnell Corp. 148 
Dawn Mfg. Corp., The 145 
Dick, A. B., Co, 63 
Dictaphone Corp. 101 
Doppelt, Chas., & Co. 137 
Downey, C. L., Co. 144 
Duplicopy Co. 148 
E 
Efficiency Equipment Co. 148 
Ehrlich Upholstery Works 136 


Elliott-Fisher 


Back Cover 





offer 


their services in resolving any disagreements 


through the journal. 


F 
Fotocopist Corp. of Amer. 
Friden Calculating Machine Co. 


Fritz-Cross Co. 


G 


General Fireproofing Co. 76, 


Lamps Corp. 
Co. 


General 
Globe-Wernicke 
Graff, Geo. B., Co. 

Guide System & Supply Co. 
Gunlocke, The W. H., Chair Co. 


H 
Hall-Welter Co. 
Hano, Phi'ip, Co., Inc. 
Hanson Scale Co. 
Harding, Milo, Co. 
Harriman-Welts Products Co. 
Harter Corporation, The 
Heyer Corporation, The 
Higgins, Charles M., & Co. 
High Point Bending & Chair 

Co. 

Hileo Corp. 
Hotchkiss Sales Co. 


Hunt, C. Howard, Pen Co. 
I 

Imperial Desk Co. 

Imperial Mfg. Co. 


Imperial Methods Co. 
Irdiana Cash Drawer Co. 
Indiana Desk Co. 

Ink Specialties Co. 

Invincible Metal Furniture Co. 


J 
Jasper Chair Co. 
Jasper Office Furniture Co. 
Jasper Seating Co. 


Johnson Chair Co. 


K 
Kahn, David, Inc. 


Kilian Mfg. Corp. 


128 


90 


116 
106 
147 
120 


7 


143 
100 


96 


117 


127 


L 
Leopo'd Co., The 
Lyon Metal Products, Inc. 
M 
Macey Co., The 
Manifold Supplies Co. 
Markilo Co, 
Mashek, Frank, & Co. 
May, J. L., Co. 
Meilicke Systems, Inc. 


Safe Co. 


Louis, Co. 


Meilink Steel 

Melind, 

Metal Office Furniture Co. 

Metalstand Co. 

Methodes 

Meyer & Wenthe 

Miami Systems Corp. 

Mimeograph, The 

Mitchell Binder Co. 

Mittag & Volger, 

Monroe Calculating Machine 
Co. 

Moore Push-Pin Co. 

Morse, J. S. Typewriter Co. 


Inc. 


Multipost Co. 

Murphy Chair Co. 

Mutschler Bros. Co. 
N 


National Blank Book Co. 
Nat'l Brief Case Mfg. Co. 
National Business Show Co. 
Neva-Clog Products, Inc. 
New England Paper Punch Co. 
New Indiana Chair Co. 
Noiseless Writing Machine 
Service Co. 


Northwestern Art Shade Co. 


0 


Oakville Co. Div. Scovill 


Old Town Ribbon & Carbon Co. 7 


Olsen, O. C. S., Co. 


Oxford Filing Supply Co. 
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WWTHE SERVICE BUREAU 
| 

of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


In the execution 


Ss. 





which result 


119 
154 


104 


150 
142 
148 


150 


149 
127 





from relations established 
P 
Pacific Cb. & Ribbon Mfg. Co..113 
Parker Pen Co, 99 
Peerless Key-Imperial Mfg. Co. 106 
Peer'ess Steel Equip. Co. 124 
Perfect Rubber Seat Cushion 
Co. 147 
Philadelphia Business Show 118 
Prestovac Corp. 132 
Prevue-Radsell Co. 129 
Pronto File Corp. 122 
Q 
Quality Park Envelope Co. 82 
R 
Red Feather Products Ltd. 116 
Rex-O-Graph Co. 152 


Rite-Rite Mfg. Co. 88 
Rivet-O Mfg. Co. 
Roberts Numbering Mach. Co...130 


Rockwell-Barnes Co. 89 
Royal Metal Mfg. Co. 94 
Royal Typewriter Co. 156 
Ss 
St. Johns Table Co. 138 
Seat, Dr., Chemical Co. 151 
Schwab Safe Co., The 132 
Shaw-Walker Co. 135 
Sheaffer, W. A., Pen Co. 71 
Shepherd Chair Co. 150 
Sheppard, C. E., Co. 124 
Sherman-Manson Mfg. Co. 136 
Shipman-Ward Mfg. Co. 86 
Sikes Co., Inc., The 131 
Smith, L. C., & Corona Type- 
writers, Inc. 65 
Speed Key Mfg. Co. 153 
Speed-O-Print Corp. 139, 140 
Speed Products Co. 153 
Storms, H. M., Co. 120 
Sturgis Posture Chair Co. 153 


Sundstrand Back Cover 


T 
Technygraph, The 144 
Toledo Metal Furniture Co. 114 
Triner Seale & Mfg. Co. 35 
Troy Sunshade Co. 147 
U 
Ulrich Planfiling Equipment 
Co. 133 


Underw. Elliott-Fisher Back Cover 
U. S. Tw. Ribbon Mfg. Co. 146 


Universal Office Equipment Co. 155 


V 
Vail Manufacturing Co. 73 
Van Dyke Industries 151 
Varat, Murray, Co. 151 
Victor Adding Machine Co. 93 
Victor Safe & Equipment Co....147 
Ww 
Wabash Cabinet Co., The 109 
Warshaw Mfg. Co. 142 
Webster, F. S., Co. 2 
Wholesale Typewriter Co. 108 
Wiggins, John B., Co. 147 
Y 
Yawman and Erbe Mfg. Co. 92 











LASSIFICATIONS 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordialiy invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 


Amer. Writing Machine Co. 78 
Ames Supply Co. aad ‘ 8i 
Cloyes Gear Works.................... 152 
Shipman-Ward Mfg. Co.......... .. 86 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co . 89 


Adding Machines 
Allen-Wales Add. Mach. Corp 151 
Friden Calculating Machine Co 112 
Monroe Calculating Machine Co 103 


Sundstrand al Back Cover 

Victor Adding Mach. Co 93 
Adding Machines, Rebuilt & Used 

Morse, J. 8., Typwr. Co. 153 

Shipman-Ward Mfg. Co 86 

Univ. Office Equip. Co 155 
Adding Typewriters 

Underwood Elliott Fisher Co 

: ak ‘a Back Cover 
Addressing Machines, Used 

Univ. Office Equipment Co. 155 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clip Board Files 

Amer.-Aut. Elec. Sales Co nee 

Cushman & Denison Mfg. Co. 154 

Globe-Wernicke Co..... 67 

Rockwell-Barnes Co...... — . 

Shaw-Walker Co. sssovch OO 

Yawman & Erbe Mfg. Co. 92 
Autographie Registers 

Hano, Philip, Co., Ine 110 

Miami Systems Corp........... 126 
Ball Bearings for Drawer Slides, etc. 

Kilian Mfg. Corp eaeiat 127 
Banker's Note Cases 

Art Steel Co ...143 

General Fireproofing Co 76, 77 

Globe-Wernicke Co. 67 

Victor Safe & Equip. Co 147 


Billing Machines 
Underwood Elliott Fisher Co 


‘ ° Back Cover 
Binders, Catalogue and Periodical 


Acco Products, Ine..... 128 
Mitchell Binder Co................. 153 
National Blank Book Co. 2-2 60 
Shaw-Walker Co............ 135 
Binders, Permanent Storage 
Adams, Henry T., Mfg. Co..... 147 
Bankers Box Co. ; 128 
Shaw-Walker Co 135 


Binders, String 


Bankers Box Co 128 
Blank Books 
Boorum & Pease Co 115 
National Blank Book Co 150 
Rockwell-Barnes Co 89 
Blue Print and Plan File Cabinets 
All-Steel Equip. Co de 111 
Anderson-Hickey Co 146 
Art Metal Construction Co 79 
Art Steel Co 143 
Browne-Morse Co 153 
Columbia Steel Equip Co. 8&5 
Corry-Jamestown Mfg. Co 107 
General Fireproofing Co. 76, 77 
Globe-Wernicke Co. 67 
Peerless Steel Equip. Co. 124 
Shaw-Walker Co. 135 
Ulrich Planfiling Equipment Co.....133 
Yawman & Erbe Mfg. Co 92 
Bond Boxes 
Art Steel Co 143 
General Fireproofing Co 76, 77 
Globe-Wernicke Co. 67 
Book Cases 
All-Steel-Equip. Co 111 
Alma Desk Co......... owe 33 
Art Metal Construction Co 79 
Browne-Morse (Co. 153 
Corry-Jamestown Mfg. Co. 107 
General Fireproofing Co. 76, 77 
Globe-Wernicke Co 67 
Macey Co., The 104 
Peerless Steel Equip. Co 124 
Shaw-Walker Co 135 
Wabash Cabinet Co., The 109 
Yawman & Erbe Mfg. Co 92 
Book Rings 
Adams, Henry T., Mfg. Co 147 


Bookkeeping Machines 


Underwood Elliott Fisher Co 
Back Cover 
Box Letter Files 
Art Steel Co 43 
Globe-Wernicke Co 67 
Rockwell-Barnes Co 89 


Brief and Zipper Cases 
Doppelt, Chas., & Co. ...........--.0.....137 
Mashek, Frank, & Co as 142 
National Brief Case Mfg. Co. 124 
Shaw-Walker Co. 135 


Business Shows 


National Business Show 74 
Philadelphia Business Show 118 
Calculating Devices 

Meilicke Systems, Inc 150 
Shipman-Ward Mfg. Co 86 
Calculating Machines 

Allen-Wales Add Mach. Co. 151 


Friden Calculating Machine Co.....112 
Monroe Caleulating Machine Co.....103 
Sundstrand " Back Cover 
Victor Adding Mach, Co. .. 93 
Calculating Machines, Used 
Morse, J. 8., Typewr. Co. 153 
Shipman-Ward Mfg. Co 86 
Universal Office Equip. Co ace 


Carbon Papers 
(See Ribbons and Carbons) 

Card index Boxes and Trays 
All-Steel-Equip. Co 111 


Art Metal Construction Co. 79 
Art Steel Co . 143 
Bentson Mfg. Co. e ..180 
Cole Steel Equipment Co.................122 
Columbia Steel Equip. Co. 85 
Corry-Jamestown Mfg. Corp 107 
General Fireproofing Co. 76, 77 
Globe-Wernicke Co. pooh 67 
Guide System and Supply Co. 90 
Imperial Methods Co..... moe” 
Invincible Metal Furn. Co 100 
Metal Office Furn. Co 87 
Peerless Steel Equip. Co. woeee 84 
Shaw-Walker Co. 135 
Warshaw Mfg. Co 142 
Yawman & Erbe Mfg. Co. 92 
Cards, Business (Book Form) 
Wiggins, John B., Co ww 47 
Cash Boxes 
Art Steel Co 143 
General Fireproofing Co. 76, 77 
Cash Tills 
Indiana Cash Drawer Co. 120 
Casters, Caster Bearings, Slides 
Sassick Co . asain = 
Darnell Corp 148 
Kilian Mfg. Corp wee. 
Celluloid Envelopes 
Markilo Co ore BO 
Chair trons 
Bassick Co 80 
Collier-Keyworth Co. 134 
Chairs, Office 
Artility Metal Products, Ine 141 
Bright Chair Co 133 
Cramer Posture Chair Co 135 
Ehrlich Upholstery Works 136 
General Fireproofing Co 76, 77 
Gunlocke, The W. H., Chair Co... 83 
Harter Corp Saaaee: 
High Point Bending & Chair Co...145 
Jasper Chair Co a 96 
Jasper Seating Co 143 
Johnson Chair Co gives ee 
Lyon Metal Products, Ine 154 
Metal Office Furniture Co. &7 
Murphy Chair Co. 138 
New Indiana Chair Co 127 
Royal Metal Mfg. Co 94 
Shaw-Walker Co 135 
Shepherd Chair Co 150 
Sikes Co., Ine., The 131 
Sturgis Posture Chair Co. 153 
Toledo Metal Furn. Co 114 
Troy Sunshade Co 147 
Chairs, Folding 
Lyon Metal Products 154 
Royal Metal Mfg. Co 94 
Chairs (Posture) 
Amer. Aut. Elec. Sales Co 123 
Artility Metal Products, Ine 141 
Bright Chair Co 132 
Cramer Posture Chair Co. 135 
Fritz-Cross Co. 129 
General Fireproofing Co. 76, 77 
Gunlocke, The W. H., Chair Co. &3 
Harter Corp 69 
High Point Bending & Chair Co..145 
Jasper Chair Co oR 
Jasper Seating Co. 148 
Johnson Chair Co. 91 
Murphy Chair Co 3R 
Royal Metal Mfg. Co 94 
Shaw-Walker Co ane 135 
Shepherd Chair Co. 150 
Sikes Co., Ine., The 13 
Sturgis Posture Chair Co 53 
Toledo Metal Furn. Co 114 


Check Protectors & Writers 
Hall-Welter Co. - 
Cheek Protectors & Writers, Used 
Morse, J. S. Typewr. Co 
Checks, Stamped Metal 
Meyer & Wenthe 


Coin Bags, Trays and Wrappers 
Art Steel Co 
Downey, C. L., Co 
Copyholders 
Acco Products, Ine 
Amer, Aut. Elee. Sales Co. 
Dawn Mfg. Corp., The 
Shipman-Ward Mfg. Co 


Costumers 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Troy Sunshade Co 
Cushions and Pads, Chair 
Bickett, L. M., Co S 
Perfect Rubber Seat Cushion Co 
Shipman-Ward Mfg. Co 
Dating Stamps 
Amer. Number Mach. Co 
Melind, Louis Co 
Meyer & Wenthe 


Rivet-O-Mfg. Co 
Desk Lamps 
Dawn Mfg. Corp 


General Lamps Corp 
Northwestern Art Shade Co. 
Van Dyke Industries 
Desk Pads & Tops 
Amer, Aut. Elec 


Desk Pending-Letters Holders 
Acco Products, Inc 


Desk Pen & Ink Sets 

Sheaffer, W. A., Pen Co 
Desk Trays 

Art Metal Construction Co. 
Art Steel Co 

Automat. File & Index Co. 
Cole Steel Equipment Co 
Corry-Jamestown Mfg. Corp...... 
General Fireproofing Co.... 76, 
Glebe-Wernicke Co 

Imperial Methods Co 

Peerless Steel Equip. Co. 
Shaw-Walker Co 

Yawman & Erbe Mfg. Co. 
Desk Work Distributors 

Art Steel Co 

Bristow, Stanley R 
Globe-Wernicke Co 


Sales Co. 


Lyon Metal Products, Ine 
Victor Safe & Equip. Co. 
Desks 

Alma Desk Co 


Art Metal Construction Co 
Art Steel Co 
Automat. File & 
Bentson Mfg. Co 
Browne-Morse (Co 
Clemeco Desk Mfg. Co 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp. 
General 
Globe-Wernicke Co 
Imperial Desk Co 

Indiana Desk Co 
Invincible Metal Furn, Co 
Jasper Office Furn. Co 
Leopold Co., The 

Macey Co., The 

Metal Office Furniture Co. 
Olsen, O<. C. S., Co 
Peerless Steel Equip. Co 
Royal Metal Mfg. Co. 
Shaw-Walker Co 

Troy Sunshade Co 

Victor Safe & Equip. Co 
Yawman & Erbe Mfg. Co 
Dietating Machines 
Dictaphone Corp 
Dictating Machines, Used 
Morse, J. 8S., Typewr. Co. 
Shipman-Ward Mfg. Co 
Display Hooks 
Oakville Co Div 


Duplicating Machines & Supplies 


Index Co 


Scovill 


Amer. Writing Mach. Co 
Barker, Earl M., & Co 

Columbia Ribbon & Carbon Mfg 
Co. 

Dick, A. B., Co 

Duplicopy Co 

Harding, Milo Co 

Heyer Corporation, The 


Fireproofing Co 76, 


147 


145 
141 


132 


151 


Hiiiee COORD, | cccctsicnibaceeee 
Ink Specialties Co. ........... 
Manifold Supplies Co. 
Mimeograph, The idaepvebuin 
Mittag & Volger, Inc...... 





Red Feather Products, Ltd............116 
Rex-O-Grapht CO, ..-.....--cosceneeeeeven se 5B 
Shipman-Ward Mfg. Co............. 86 
Smith, L. C., & Corona Typewr... 65 
Speed-O-Print Corp. ..139, 140 
Technygraph, The pcabpeniions vod 44 
Victor Safe & Equip. Co..... aan 


Duplicating Machines, Used 
Morse, J. S., Typewriter Co 153 
Shipman-Ward Mfg. Co..... 6 
Universal Office Equip. Co. 155 
Envelope Openers 
(See Letter Openers) 


Envelope Sealers 


Multipost Co., Ine............. 1 36 
Envelope Sealer-Cancellers 

Multipost Co., The 136 
Envelopes 

Globe-Wernicke Co. ......... : 67 
Quality Park Envelope Co............ 82 
Envelopes, Celluloid 

Re > SORE: eeiiedanittgorntnnenn a 
Eradicators, Ink. 

Heyer Corp., The > Se mee yi 
Erasers, Rubber 

Blaisdell Pencil Co. osm 134 
Exhibitions, Office 

Nat'l Business Show.................... 74 
Philadelphia Business Show... 118 


Eyelets & Eyelet Fasteners 
Oakville Co. Div. Seovill..............155 
Rivet-O-Mfg. Co. 


Fanfold Continuous Forms 





Hano, Philip, Co., Ine. ........ 110 
File Boxes, Collapsible Corrugated 
Bankers Box Co..... —_ sveneveeee 38 
Barkley, C. L., Co......... 1 48 
Globe-Wernicke Co. ........ wise On 
Guide System & Supply Co............. 90 
Oxford Filing Supply Co............... 154 
File Boxes, Metal 
Adams, Henry T. Mfg. Co... 


Art Metal Construction Co... 
Art Steel Co. 4 
Corry-Jamestown Mfg. Co.............. 









Globe-Wernicke Co., The..... 
Peerless Steel Equi. Co............1%4 
Pronto File Corp. a 
Rockwell-Barnes CO. .ccccccccceeceee 89 
Shaw-Walker Co. icliitcenvianniiaas ee 
Victor Safe & Equip. Co. 147 
Filing Cabinet Ball and Roller 
Bearings 
Kilian My. Corp............ 127 
Filing Cabinets, Insulated 
Shaw-Walkter CO, 2......00:--ccccsceessereeeee 35 
Victor Safe & Equip. Co. , 147 
Filing Cabinets, Metal 


4ll-Steel-Equip. Co, 
Anderson-Hickey Co. hasan 
Art Metal Construction Co... 
Art Steel Co.. is satiilihiiitalinds : 
Automatic File & Index Co. 
Bentson Mfg. Co. 
Browne-Morse Co. .... — 
Cole Steel Equipment Co....... 
Columbia Steel Equip. Co. 
Corry-Jamestown Mfg. Corp... 
General Fireproofing Co. 
Globe-Wernicke Co. . . 
Invineible Metal Furn. Co. 
Macey Ca., TRC...........0c0m 
Metal Office Furn. Co. 
Peerless Steel Equip. Co. 
Pronto File Corp. 
Shaw-Walker Co. . 
Victor Safe & Equip. Co 





Yawman & Erbe Mfg. Co. 
Filing Cabinets, Wood 
Globe-Wernicke CO. 20......0-scccceeme 7 
Imperial Methods Co.......... eaniaioolat 
Yawman & Erbe Mfg. Co. wie. oe 
Filing Supplies 
Acco Products, Ine. 128 
Art Metal Construction Co. . 79 
Barkley, C. L, & Co... 145 
Browne-Morse Co. . ia 153 
Corry-Jamestown Mfg. Co. 107 
Daco Card and Index Co. 153 
General Fireproofing Co. 76, 77 
Globe-Wernicke Co. sncmauaiis 67 
Guide System & Supply Co. 90 
Imperial Methods Co. 147 


THE CLASSIFICATIONS 
(Continued on page 6) 
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THE CLASSIFICATIONS 


Continue 


Macey €o., The 
Metal Office Furr { 
Oxford 1 pt 
Pronto File Cort 
Quality Park Er pe f 
Rockwell -Barne { 

Shaw -Walker 
Victor Safe & Equip. ¢ 
Wabash Cabinet ¢ I 
Warshaw Mfg. ( 
Yawman & Erbe Mf ( 





Filing Tables 

Toledo Metal I t re ¢ 
Finger Pads 

Speed Pr j { 
Folders (See Filing 
Fountain Pens 

Kale David, It 

Parker Pen ¢ 

Sheaffer, W \ Pen ¢ 
Gummed Cloth Rings 

Graff, Geo. B ( 

Warshaw Mfg % 
index Card Signals 

Cook, H. ¢ ( Ir 

Graff, Ge 2S 

Vietor Saf & Equipmer ( 
index Tabs 

tarkley, ¢ I & { 


Le) ! Ss A _ ‘ 

Markilo C<¢ 

Shaw-Walker ¢ 

\ Safe & | ( 
inks, Adhesives, Ete 

Harriman-Wel I’ ( 

Hi it Cl M & { 

k Spe al j r 

Melind Lo ( 

Parker P ( 

K to ME ‘ 


iInkstands 

Cushman & Denison Mf ‘ 
Labels, Folder Strip, Ete 

M The J ] Ce 

Oxford | r Supt ( 

W } Mi ( 
Ladders, Library, Store & Vault 
Cotterman, I. D 


Leads for Mechanical Pencils 


Au ( 
Kal D I 
R KR M ( 
~ af? W \ I ( 
Leather Goods 
Doppelt { & { 
Mashek, Frank, & ¢ 
Nat Brief ¢ Mie ( 
Var M ( 
Leather Upholstered Furniture 
BK ( r « 
I ty Work 
Gunlocke ! W H ( ‘ 
: r ‘ " { 
Ne I ( ( 
Letter 


Openers 
M po: ( I 


Letter Trays (See D 


Letterheads 





Wige B ( 
Library Equipment 

\ Ss I ‘ 

\ M ( ‘ 

Art S ( 

( y-Ja M ‘ 

r } ( 

Giot W ( 

Mace ( I 

P Ss I ( 

Shaw-Walk ‘ 

Yawman & | M ‘ 
Lithographed Continuous Forms 

Hano, PI I ( Ir 
Lockers and Storage Cabinets 

All-Steel-Eq ( 

Anders Hick ( 

Art M ( ( 

Art S { 

Browr M ( 

‘ Mf { I 

(; t i 

Glo Wert \ ( 

I t M I ( 

Ly Metal I 

Ma ( The 

‘fetal Off Fur ( 

Shaw-Walker ¢ 

Yaw & | Mit 


Loose Leaf Books & Systems 
A S iH \ r Mf { 


eppar 


Loose Leaf Sheet Covers, Celluloid 
Mark ( 


Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. C« 
Mail Distributors 


Bristow, Stanley R 
Globe-Wernicke (Cs 
Victor Safe & Equipment ¢ 
Manifold Books & Business Forms 
Hano, Philip, Ce Ine 
Map Tacks 
Graff, George B ( 
Moore Push-Pin Cc 


Matched Office Suites 

Art Metal Construction ¢ 
General Fireproofing ¢ 
Globe-Wernicke Co 
Leopold Co., The 

Macey Co., The 

Royal Metal Mfg. Co 
aw-Walker Co 


rox Sunshade ( 


Memorandum Books 
toorum & Pease ( 
National Blank Book Co 
Rockwell-Barnes Co 

Memorandum Devices 
Autopoint Co 

istow Stanley R 
1e-Radsell Co 





Mending Tape 
Warshaw Mfg. (« 
Moisteners 
Rivet-O-Mfg. ( 
Numbering Machines 
Amer. Numbering Mach. Co 
Melind, Louis, C« 
Roberts Numbering Machine (¢ 


Office Partitions and Railings 
Globe-Wernicke Co 


Pads, Figuring 
Boorum & Pease ¢ 
National Blank Book Co 
Rockwell -f 

Paper 
Brown, L. T 


Rockwell-Barne 





Paper Clamps 
Acco Product Ine 
Cushman & Denison Mfg. ( 
Hunt, ©. Howat Pen (Cc 
Oakville ¢ TP Sco 


Paper Clips 








Ace Products, Ine 

c 

( m Mfg. ( 

( Co 

0 Ss ll 

\ ne ¢ 
P-per Fastening Machines 

Ace Fastener Corp 

Aeme Stan] Co 

Amer. Autr ! Sales ( 

Ww hkiss Sale ‘ 

Ne Cl Ir 

S Pro ts ¢ 

Victor Safe & } p. ¢ 


Paste (See Inks, Adhesives, Ft 
Pencil Sharpeners 


Graff, Georg B ( 


Hunt, C. H rd, Pen ¢ 
Pencils, Mechanical 

Autopoint ¢ 

Kahr Dav I 

Parker Pen Co 

Rit R Mir ( 


Sheaffer, W. A.. Pen C 


Pencils, Paper Wound 
Blaisdell Peneil ( 
Percils, Wood Cased Lead 
B ll Pencil ¢ 
Pens, Steel 
Hunt, ¢ Howard, Pen ¢ 
Photo-Copying Equipment 
Foteroniat Cor _ 
Picture Hooks 
Moore Push-P ( 
Pin Tickets 
M The J T Co 


Pins and Pin Containers 
Oo} e ¢ r S 
\ 1 Mf ( 


Platens, Typewriter 
Amer. Writing Machine ¢ 
Ar Supply ( g 
Ss Wa vir { g 
Postal Scales 
Hanson Seale C F 
Shipman-Ward Mf ( g 
rriner Seale & Mfg ( 
Price Card Holders 
Onk le Co Tt) S 
Publishers 
British Stationery Exporter 
Methodes 
Punches 
A Products. Inc 
Boorum & Pease Co 


Globe-Wernicke Co. 





, B er (Us Cole Ste Equipment Co 
B ( Colur 1 Steel Equiy Co 
Eng r Co ( mestown Mf Corp 
Push Pins : equipment ¢ 
{ P } ( G ral Fi ng Ce 
o ‘ 1) S ( e-Wer I ‘ 
. ( s & S ( 
Ribbons and Carbons ine Met : 
. oi ble Metal | ‘ 
4 ( & R { - * 
on uN ‘ \ ( I 
W M 1 Office I ( 
‘ Sur { a 
- re St Eq ( 
k t n & ¢ ( 
2 . Pr » File Cory 
M I - , Rockwell-Barnes ¢ 
‘ R e ‘ 7.9 
- ~ sty . Walker Ce 
. 3 Yawman & Erbe Mfg. ¢ 
! Mf ‘ 
{ Sur ( Strong Boxes, Fire Protected 
M & \ r I Mie nk Ste Saf ‘ 
oO I Rib. & Carbon ¢ Tables 
, ( & Rib Mr ( Ar Metal g mn 4 
| Key-Imperial M U« Browne-Morse ¢ 
! ryp ( Ir Corry -Jamestow Mfg. Cort 
W Mfg. ( Sf General Fireproofing Co TF 
> I ‘ & Cor Vie G e-Wernicke (« 
Ss il M Co Lyon Metal Pr iets, Ir 
< Ell I Macey Co., The 
Back ( Mu hle Bros. (¢ 
I S rypewr Ril M ‘ Peerless Steel Equipmer Co 
\\ I Ss ( Shaw-Walker (C<¢ 
S ns " le ri 
Rubber Stamps Johns Tal ( 
“I nd. Louis. ¢ \ r Safe & Equipr ( 
M r & Wer Tags 
Safes May The J I ce 
\ M 1 ¢ i ( Telephone Accessories 
G il Firepro ( Victor Safe & Equipment ¢ 
. be-Wer — . Telephone Stands 
: " Art Metal Construct Co 
I k 8S Safe rhe 
Art Stee Co 
~ Saf { The General Fireproofing Co Te 
: Walker ¢ Globe-Wernicke Co 
Safe & Equiy nt ¢ Peerless Steel Equipment (« 
1 n & Erbe Mfg. ( S Walker Cc 


Scrapbooks 


‘ Wer i ( 
Secretary Desks 
A | ( ( 
( } I i 
{ W b ‘ 
S Fx ( 
= \\ Ke { 
\ P ( I 
Shelving 
\ > i} ( 
\ M i 
\ = { 
M ( 
Mf ( 
‘ tT os ry « 
( W k ( 
MI Product I 
\I ( I 
W ( 


Smoking Stands, Office 
, Metal Mf ( 


Sorting Devices 


S RK 
I f Eqiy 
Stamp Affixers, Postage 
7, ( I 
Stamp Pads 
Mi I ( 
1 X W 
t O-M ( 
t B ( 
Saf & Equir ( 
Stands for Office Machines 
\ Ss } , ( 
= { 
} { 
Mf ( 
I x ‘ 
We ( 
i | 
S } ( 
~ M M ( 
s W Mf ( 
‘ ‘ 
. , . 


Staple Extractors 


Staples and Stapling Machines 
4 ee r Cort 
‘4 ~ { ’ 
I Sale { 
p ( Prox I 
Oak ( D s 
_ i { 
\ Mi f ring (C< 
Stenographer’s Note Books 
N r Blank Book ( 
t Rarnes ( 
Storage and Transfer Cases 
4 1 r.. Mf ‘ 
Ss } ( 
\ M y ‘ 
Box ¢ 


Yawman & Erbe Mf ( 
Thumb Tacks 

iraff, George B er 
Moore Push-Pin ( 
Onk ( Di S 


Ticket Holders 


Oakville Co Dis S 
\ Manufacturing ¢ 
Type, Typewriter 
\ ' Wr ! Mac ( 
Ame Supply Co 
> in-Ward Mfg. ¢ 
Typewriter Cleaning Material 
Amer. Writing M ( 
\ Supr ( 
‘ Co 
\ g & Volge I 
rR o-Mf ‘ 
S Dr Che Co 
Shir Ward Mfg ( 
We t } Ss Co 
Typewriter Cushion Keys 
\ r Writir Ma ( 
\ S ~ ppl { 
s Ke I 1 Mf ( 
; ' t ‘ TI 
Shir Ward Mf ( 
Ss Ke Mf ( 
Typewriter Cushion Knobs and Bases 
\ r W r Mact Co 
\ Supply Ce 
Peer Key-Imperiai Mfg ( 
8 s n-Ward Mfg ( 
Typewriter Parts and Tools 
A Writir M ( 
\ Supply ¢ 
g Shir an-Ward Mf ( 
Typewriters, Mfrs. of 
( na Typewriter 
R rypewr ( 
Ss L. ¢ & { a Tw 
I I r { 
sack ( 
Typewriters, Rebuilt and Used 
\ r Writir Ma ( 
M Jl. S. Typewr. ¢ 
‘ N Wr Ma S 
‘ 
Ss \ Ml ( 
W ile Typewriter Co 
Visible Systems Equipment 
Aeme Visil Records Ir 
\ Me tonst t ‘ 
\ File & Index (¢ 
@ & TP ( 
g ( We » { 
‘ Blank Book ¢ 
> Walk ( 
S ( } ( 
S 2 ( 
} & | Mfr ( 
g Waste Baskets 
\ ( ( 
\ s ‘ 
S Eq ( 
tow Mi ( 
( ] pr g ¢ 7 
8 ( W ! ke ( 
Q M on I ( 
l Ss Equipment Co 
1 ~ Walke ( 

















_WANIS AND tOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 
SALESMAN with wide kr: of general sta 
office furniture and files, is available. 20 
40.000) por where operated own busi 
ile executive Interested in 
manufacturer to the trade 


OFFICE 


tionery 


EQUIPMENT 
who has specialized or 
vears experience, first in town 
Has worked 
locating west or southwest—or 
Address H-165 Office Appliances, Chicago 


ness and in store 





care 
OFFICE FURNITURE SALESMAN who learn 
Library Bureau organization and has accon 
several responsible tions 


furniture lines such as desks, chairs, or files Aue 


d the business in the old 
ished first-class results in 
with 
48. Experience 








manufacturer of 


includes 


connec seeks onnection 








both wood and steel, stock lines and spe il Personally acquainted wit! 
most dealers in the eastern half of the Unite States Re nees from 
mportant sources Address H-170, care Office Appliances, Chicago 
SALESMAN WITH EXCEPTIONAL record selling steel furniture to and 
through dealers is open for new connection, Competent to take full care of 
field work for manufacturer, to act as field representative or to manage 
branch office Has heiped dealers land important contracts Especially 
qualified for building new dealer accounts Age 47. Convincing references 
Address H-171, care Office Appliances, Chicago 

YOUNG MAN with six years experience selling typewriters, adding ma 


chines and stencil duplicators is open for new connectior Located at present 


in one of the smaller southern cities. Will be glad to go wherever satis 
factory opportunity is presented Intelligent and capable worker Send 
particulars to H-172, care Office Appliances, Chicagé 

OFFICE MACHINE experience, service 


MECTIANIE 25 vears of practical 





maintenance and utility Seeks tion with a large user. Have shop 
tools. ete References. active ipable and reliable Middle West preferred 
Address H-164, care Office Appliances, ¢ T2) 

ALL AROUND SERVICE MAN ex perie I adding, calculating 
and typewriter equipment. Services immediately available. Address H-168 
care Office Appliances, Chicago 


EXPERT MECHANIC DESIRES POSITLON with reliable concern Address 
11-162 P 0 


ire Office Appliances, C1 g 
SALESMEN WANTED 


machine 


t 


BRANCH OFFICE of a nationally known office 


4 MIDWEST : 
opening Will consider application of 


manufacturer has an man Wi 








experience and proven record as an assistant man: r to take charge 
sales and saiesmen of adding and accountir machine division Salary 
ommission and expense. Give full details in reply Address W-287, care 


Chicago 


Office Appliances, 
IF YOU ARE 
hve a very pr 


territories are 


ckly becomes a major line 
ox W285. Offics Appliances Chicago 





PART-TIME COMMISSION manufac 
rh grade line typewriter 
oper pre 
Box W-284, care 


SALESMEN to represent 
rbor paper 
experience d 


bbons and c¢ Sever 





turer of 





territories isual opportunities for met 


Write 


senting 


Office Appliances, Chicago 


SALES MANAGER AND SALESMAN to build up outside sales Organization 
for established Northern Ohio dealer Large stock and full cooperation 
State Address W-280. care Office Appliances, Chi 


qualifications 


desk 
opportunity for 
Radsell Com 


il office 
Excellent 
Prevue 


SALESMAN WANTED 


seeks salesmen to handle 


Manufacturer of 
product as a sideline 
representatives now calling on commercial stationers 


pany $40) Sout! 


essent accessor\ 


Dearborn Street. ©} ago. Illinois 


4 DESK MANUFACTURER LO 
Tent Miss 
regarding experience 
eare Office Appliances, Chic 


SALESMAN WANTED BY OUTSTANDING 
CATED IN THE MIDDLE WEST for territory comprising Ky 
Ala., Ga., and Fla. Applicant must full details 
and submit dealer references. Address W-279 


give 


EXCLUSIVE TERRITORY covering sale and service of L C Smith Type 
Corona ] Adding Machines Cas 
Combinations ultural enter Ble Illino'’s 


vriters Portable 





Drawer w;mington 





ind adjacent counties x writing giving full particulars 
experience T { Smitt & { [ypew ers | 58 E Washingtor 
Street, Chicago, Illinois 


SALESMAN 





EXPERIENCED WANTED to repre 
ej } or ( ne 











It) ouse with fine reputat stomers I 
stationery and office furniture dealers, Territory includes Michiga I 
liana, Ohi Kentueck Western Pennsvlvani nd New York ind Wes 
Virgini Give complete nf tior ling n¢ r es ow irried 
Address W-277, care Office Appliances, ( ig 
WE WANT TO HEAR fror young outside salesmar now employed 
vho might I the near future desire t move to the Southwest Small 
‘ ‘ } } Need 1 vizard salesm but 
onscie s 1 works of Ss, represent e firn 
th dignity | ke s] ‘ s. Wes 1 like correspond 
vitl Address W-27 iffice Ay i a < ig 
A LEADING MANUFACTURER of full line of Accounting Machines is 
in opening for salesman of at least five irs experience in selling systen 
or accounting machines in territory i 1 I ’ We establishe rof 
table and protected Al] replies w he strictly nfidentia Give ful 
details Address W-286, are Office Apy nees, ¢ ine 


MAN EXPERIENCED in selling steel file boxes e press na facturer 
aking cas boxes transfer files d other e¢ filing e~. ‘ vO 
rritc Address W-27 e Office Apy nee ( ue 

IF YOU ARE LOCATED IN THE NEW ENGLAND TERRITORY and s¢ 
ect ft offices Yor rm sé gh grade typewriter specialty profit 
bl Liberal profit ea sale Protection give Write for details 

g g territor ol ver Address W-274 re Office Appliances, Chicago 


eight cents a word, minimum charge, $1.60. 


PRODUCTION EXECUTIVE WANTED 


RARE OPPORTU NITY—Old and well established company manufacturing 
inked ribb nd carbon paper has opening for experienced engineer to 
manage te ical department. Give full particulars—education—experience 

present employment Address W-278, care Office Appliances, Chicago. 














REPRESENTATIVES AVAILABLE 
SOUTHERN CALIFORNIA office appliance sales agency, established twelve 
years in Los Ang has complete sales and service staff who can handle 
one more device, in addition to several now being sold. Owner expects to 
he East in Fall \ddress H-166, care Office Appliances, Chicago. 
SPECIALTY SALES ORG 
and branch in Los 


with headquarters in San Francisco 
handle one additional line through 


ANIZATION 


Angeles available to 


ut California or for portion of the state including one of the two prin 
cipal ities A\ccustomed to intensive direct selling. Equipped to give 
mechanical service Address 11-167, care Office Appliances, Chicago 

SALES ORGANIZATION, excellent World Wide Dealer Distribution, seeks 


ne additional meritorious spe« 


ire Office Appliances 


ialty, office equipment line. Address H-168, 


Chicago 


WE ARE LOOKING for an additional line to be sold to dealers on fobber's 
basis. We cover Eastern States and will carry stock and accounts. The 
Apella Ce 15 East 17th St New York City 
ESTABLISHED STATIONER in Philedelphia is interested in unusual items 
for sale to business houses for Christmas gifts and promotion Ad 

ances, Chicago 


Office App 





Sules 


dress H-169, care 


REPRESENTATIVES WANTED 
REPRESENTATIVES WANTED, various open territories coast to coast by 
manufacturer unique line fast-moving office appliances that sell daily at 
big unit profits: thousands nationally known corporations and smaller firms 
already our customers. Prefer financially responsible established Specialty 
Men or Dealers now selling similar article direct to consumer. Write for 
full interesting details and present setup Address 
W-283, care Office 


State sales 


Chicago 


please 
Appliances 


DISTRICT DISTRIBUTORS for selling Typewriter Renovation Compound. 


which cleans type, polishes enamel and nickel parts: and renovates rubber 
platens rhis compound is recommended by the Scientific American Cyclo 
peda Samples submitted for approval Durant Chemical and Rubber 


Product O7 W Madison St Chicago 


BUSINESS OPPORTUNITIES 


WANTED MAN ABLE TO INVEST $5000 or more as partner of an estab 





lished stationery d office supply business located in the second largest 
ty in the east Applicant must be experienced and capable of taking full 
harge Replies must bear details as to past experience and present con 
nectior Address W-276, care Office Appliances, Chicago 
INTEREST FOR SALI n good typewriter business in South Florida 
Experienced mat preferred Business established over ten years, good 
reputation Have one leading typewriter agency, another nationally adver 
tised office machine agency, also four dealerships. Need capital to expand 
ind help in management Box W-2S81. care Offi-e Appliances, Chicago 


RETAIL BUSINESS FOR SALE 


al stationery and office supply busiress in a New 
desired. Write giving credentials, Box W-282 
Chicago 





SALES LETTERS 


WILL BUILD SALES—For 


vears I 


LETTERS 
sales You need them 
essful 
Address H. M. Goldtl 


have built letters that pull 

than ever Send me your data for new 

letters for reshaping Particulars on request 
1659 Broadway, Denver, Colo 


more now 
etters or unsu 
vait 


FOUNTAIN PEN REPAIRING 


Desk 
Welty 


Sets. ete 


Pen & 


usually 12 to 24 
38 So. State St 


tepaired 


ALL MAKES Pens. Pencils 
s tepair Co., 


hour service tandard prices 


ADDING MACHINE PARTS. TYPE, ETC. 
parts now available. New low prices on 
Write for prices now. I. A. Dehn 


NEW 


iddins 


PRICE LIST of Marchant 
g machine feed rolls by the dozer 
Ir 1643 101st Ave Oakland. Calif 


DICTATING MACHINE PARTS 





When you need 
Western Ave., Chicago 


order too small 


COMPLETE AND VARIED STOCK No 
: t 32 N 


write Centra Dictating Service 26. 


parts 


Management G Koe] 


DUPLICATING MACHINE PARTS 


rts for the Mimeograph machine now available 


NEW PRICE LIST I 

Special attra e | es on all rubber parts for the Mimeograph. Write 
for italogu ine | e list Mimeo Repair Co 395 Broadway New 
York Cit 


FOR SALE AND WANTED TO BUY 


MACHINES—Burroughs--Moon 


I Hopkins—-Adding Ma 
and sold. Ch 


ELLIOTT-FISHER 
hi lenlat Office Appliance 


Ca ng M ! es hough 
Wells St... ¢ ie 





wago 


ELLIOTT-FISHER Machines 


ind Monroe Calculators, Ty 
sold. Teeter-Warsh Ci 


Adding Macl Comptometers, Burroughs 
pewriters and all office machines bought and 
849 North 3rd Street, Milwaukee, Wis. 


ines 





WANTS AND FOR SALE—Continued on page 8 








OFFICE APPLIANCES 


WANTS AND FOR SALE—Continued from page 7 DICTAPHONES EDIPHONES— parts and cylinders—rough or rebuilt. Also 


——-- sdding and aleculating machines bho and sold Wholesale or retail 
\ Tyvpes Office Equipment Ce 415 tate St Chicago 





BURROUGHS MOON-HOPKINS Elliott-Fisher Remington Accounting 
Machines, and everything in the office machinery line State model, serial 

number and we will quote highest cash prices. International Office Appli LDDRESSOGRAPHS, Duy itors, Dictapho Multigraphs, S alers, Fold 
ances, In 326 Broadway, New York City s, Typewriters, Adding Machines Write for FREE Money Making Cir 

r Pruitt, 527 Pruitt Bldg., Ch g 

BURROUGHS— Duplexes, Moor Hopkins Bookkeeping Machines Kardex. WANTED Addressing equipment frames—-machines—graphotypes—Cabi 
All types office machines boug! and sold. Fort Pitt Typewriter C¢ 644 ets, Caleulators, Comptometers, Mimeographs, Kardex. Multigraphs, all 
Liberty Avenue Pittsburg? Pa Siva machines Federal Office Equij ro “% 1120 Pine St.. St. Louis, Mo 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Mac es KARDEX, ACME, all makes user e filing equipment. Thousands of 
Comptometers, all makes calculators Bought and Sold Dorrell-Markel, % econditioned thinets, panels, books AVS ¢ and. Special service and 
Ss, llth, Minneapolis, Minn rices © dealers for purchase ¢ ‘ rer 

' Tic M48 Broadway, New York 





lotatiorn Chas s 


office equipment bought and sold W | Crowley Companys 434 ( s £ 
s field and offer full cooperation to 


ELLIOTT-FISHER machines, calculating machines, adding machines 
‘ KARDEX ACME OSTINDEN, ¢ sible filis ecuipment of all types 


1’ 
ind sold We specis 


Bldg Milwaukee Wis 


le ers Commercial Card Syste ’ Broadwa New York City 
> S , NES. SUPP : cadquarters—t! hines bought ' | 
sce ype Ft a ee ee te eee ec nee te HEBREW AND YIDDISH TYPEWRITERS—Remington rebuilt with new 
ag we fetal ‘ ilcago l iting a“ pes for prices and sample ke 4 j te Atlas Type riter Ce 20 W 
endl a pe md St., New York, N. ¥ 


DICTAPHONES— EDIPHONES — established 19238 Largest stock-—all mo« 
els Write for prices of macl es and our Cleartone Cylinders Amer i bor Estal 
Dictating Machine Co 25 Fift Ave New York, N ) } VW St e St Milwaukee \W 


MULTIGRAPH RIBBONS ret f re Duplicator inks and typewriter 
} yer 


ished o te vear Write us save mone. Lewis Co 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, foldera and other publicity 
material recently released) 





All-Steel-Equip Company.—A new envelope enclosure, done attractively 
in color and stressing the firm’s line of A-S-E filing equipment in the 
Commercial-Utility grade, has been issued to the trade by the All-Steel 
Equip Company, Aurora, Ill. This enclosure is available free to dealers 


with their imprints upon request. 


The Ames Supply Company.—Containing more than 19,000 listings, a new 
and comprehensive catalogue for dealers has been announced by the Ames 
Supply Company, 564 West Randolph street, Chicago. Included in the 
large number of listings are typewriter and adding machine parts, platens 
tools, ribbons, carbons, equipment, supplies and accessories used by office 
machine dealers. Many of the items are illustrated for identification and 
complete instructions and indexing are provided for each group of listings 
which are in either numerical or group order to facilitate location of the 
desired article Bound in an attractive, durable blue and orange cover 
the book is in loose leaf form to make easy additions and replacements 
which may be furnished from time to time Copies are available or 


reque st 


Imperial Desk Company.—A series of folders, tastefully decorated and 
made up in color and featuring several desk lines of the firm have been 
made available to the dealer by the Imperial Desk Company, Evansville 
Ind. Among the lines pictured and described are the Series Nos. 900-M 
100-M, 4000, 2900, 2300, 1700 and 2400-M. These include flat top desks, 
executive desks and period desks of every description and size. At the 
same time the company announced that many of its dealers throughout 
the country are following an example recently set by the Southern Office 
Furniture Company, 1320 Polk avenue, Houston, Tex. This progressive 
firm, which is the exclusive local representative of Imperial, ran a large 
advertisement in a Houston paper, featuring and illustrating the Imperial 
Chancellor office suite 


t school 


Indiana Desk Company.—Featuring the firm's line of modern 
furniture, a new, twenty-page catalogue has been issued to the trade by 
the Indiana Desk Company, Jasper, Ind. Almost every page contains two 
or more illustrations of the various items manufactured by the company 
including school desks of different types and sizes, typewriter tables 
chair and desk sets, grade tables, library tables, charging desks, dictionary 
stands, magazine racks, book trucks, atlas cases, book cases, library 
chairs, costumers and numerous other pieces. The catalogue, which !s 
available to dealers on request, also includes a new price list. which 
became effective June 1 


The J. L. May Company.—A new and attractive seasonal “condensed 
catalogue”’ illustrating the line of Maco tags, labels, pin tickets and 
stationers’ specialties, has recently been distributed to dealers by the 
1. L. May Company, 111 West Nineteenth street, New York City. Among 
the new items illustrated are the Maco folder roll labels and the folder 
strip label 


The Norcor Manufacturing Company.—A twelve-page catalogue printed 
on high-grade glossy paper and enclosed in a handsome three-color cover 
has been issued to the trade by the Norcor Manufacturing Company 
Green Bay, Wis. Featuring the company’s lines of bridge sets, camping 
chairs and kitchen stools, the catalogue is well-illustrated with extra large 
pictures which clearly reveal many of the details of construction of the 
various offerings. Two new numbers are especially featured. They are the 
No. 1800 series of lighted card table sets which are equipped with two 
detachable table lamps, and the No. 1900 line of round table bridge sete 
Copies of the catalogue are available to dealers on request to the Norcor 
home offices 


Pruitt._A new, pocket-size dealers’ office machine catalogue by the use 
of which dealers can sell machines without having them in stock, has just 
been announced by Pruitt, 425 North La Salle street, Chicago. The booklet 
which includes within its pages prices on typewriters, addressing machines 
Multigraphs, stencil duplicators. dictating machines, letter folders, en 
velope sealers, lettet openers, checkwriters, adding and calculating ma 
chines, is available to dealers so they may equip each of their salesmer 
if desired. It is only necessary for the dealer to communicate with the 
Pruitt organization, stating how many copies of the catalogue he desires 
The catalogue was ready for distribution on August 1 


Webster-Chicago.—Covering the company’s lines of inter-ofice communicat 
ing systems trade-named Amplicall, a new sixteen page catalogue has beet 
issued by Webster-Chicago, 5622 Bloomingdale avenue, Chicago The book 
let is unusually well illustrated, showing several Amplicall units in actual! 
operation as well as a large number of accessories and parts. The variou 
units as well as the list of accessories and parts have their separate pri 
lists Copies of the catalogue are available to dealers on request 


> 


Current Corporation Reports 
Addressograph-Multigraph Corporation and its Canadian subsidiary report 
for five months ended May 31 net profit of $386,006 after depreciation, 
interest, federal income taxes and deduction of $76.735 reserve for unrealized 
foreign exchange losses at the New York rates. This was equal to 51 cents 
each on 758,813 common shares Net profit for the latest reporting peri 
does not include the net profit of the company’s three European sub 
sidiaries which (based on cable reports, etc.) amounted to $47,792. converted 
at average New York rates of exchangé For five months ended May 
1939, net profit on the same basis as above amounted to $346,631. or 4f 
cents a share. During this period net profit of the three Euronean su 
sidiaries totaled $58,592. (New York Herald-Tribune. July 3. 1940.) 


A reduced dividend of 25 cents was declared last month by the 
Addressograph-Multigraph Corporation. The company said the reductior 
was made to conserve cash in connection with the national preparedne 
program. The disbursement was ten cents less than the payments mad 
January 10 and April 10 of this year : 


Dennison Manufacturing Company For six months ended June ( 
timated earnings $248,000 These earnings, the company states, were 


mputed by charging against monthly billings the costs of handling such 


OFFICE APPLIANCES 


business as estimated by applying to six months’ billings the yearly 
estimated ratio of cost to sales. Sales for the six months ended June 30, 
440, were $5,262,000 against $5,384,000 in the first half of 1989. (New York 


Herald-Tribune, July 23, 1940.) 


General Fireproofing Company.—Six months ended June 30, net profit 


$494,551, equal to $1.54 a share, compared with net profit $240,272, or 
I t half of 1989. (New York Herald-Tribune 


ents a common share, in fir i 
July 20, 1940.) 


Directors of Marchant Calculating Machine Company have declared an 
extra dividend of 12%4c cents per share in addition to the regular quarterly 
dividend of 25 cents per share on the 226,642 shares of common stock 

itstanding, payable July 1 1940, to stockholders of record June 30, 1940. 
In a statement referring to the action of the board, Edgar B. Jessup, 
president of the company, said the action was taken pursuant to a policy 
f declaring extra dividends during the year, if and when conditions 
warrant, instead of delaying the payment of all extras until the end of 


the year AK 


its pamphlet report for the fiscal year ended 
idated net profits of $2,505,176 after ail 
$1,750, 391 in the year 


Remington Rand, Ine., in 
March 31, 1940, announces consol 
harges, interest, taxes, etc., as compared with 
ended March 31, 1939. Earnings last year were equivalent, after preferred 
dividends, to 94c a share on the 84,895 outstanding common shares, as 
compared with 59c a common share in the previous fiscal year. Consolidated 
sales for the year amounted to $44,030,526 as compared with $42,671,740 for 
f ) per cent Sales in the United States 


the previous year, an increase of 
ncreased 8.1 per cent and foreign sales stated in terms of United States 


currency, decreased 7 per cent as compared with the previous year. The 
decrease in foreign sales was largely due to lower foreign exchange rates 
during the year. A preliminary report issued May 2, 1940, showed net of 
$2,232,000, or 88c on common for the 1989 fiscal year 


\ dividend of 1% per cent, amounting to $1.75 per share, on account 
the current quarterly dividend period ending July 31, 1940, has been 
declared payable July 15, 1940, by the Royal Typewriter Company, Inc 


m the outstanding preferred stock of the company to holders of preferred 


tock of record at the close of business on July 1, 1940. A dividend of 
$2 per share has been declared payable July 15, 1940, on the outstanding 

mmon stock of the company to holders of common stock of record as 
the close of business on July 1, 1940. The company’s previous payments 


this year were $1 each on January 15 and April 15. (New York Herald 
lribune, June 27, 1940.) 








BUSINESS OPPORTUNITIES 





Alaskan Dealer Seeks Stationery Manufacturer Contracts._—Roscoe Town 
send, who recently moved from Tacoma, Wash., to Anchorage, Alaska, is 
the owner of an office machine and equipment business which he has ex 
panded to include stationery and supplies. For this reason he desires to hear 
from manufacturers of stationery and stationery items and to receive their 
catalogues and price lists. The address is Anchorage, Alaska. Mr. Town 
end's organization at present handles Underwood typewriters and other 
products, Marchant calculators and Paymaster check protectors 


Firm Seeks Stationery Catalogues.—The Rogers Printing Company, 1258 
Lafayette avenue, Terre Haute, Ind., has recently developed a new 
tationery department as an addition to its large printing establishment 
As a result the company desires to receive catalogues and price lists from 
firn handling wholesale stationery and office supplies of all kinds 


Dealer Seeking Manufacturer's Catalogues._A. M. Klein, owner of a 
stationery and office supply store recently opened at 109 East Main street. 
Muncie. Ind., desires to receive catalogues and price lists from manufac 
turers of office supplies, stationery and filing equipment and systems 


Catalogues Sought by Dealer Developing Stock._.The Floyd German 
Printing Company, 318 East McDaniel street, Springfield, Mo., is developing 
the office supply and equipment branch of his business and for this reason 

ires to receive from manufacturers their catalogues and price lists of 


tationery items 


Dealer Wants Catalogues and Samples from Manufacturers.—.John K 
Howe, who recently opened the Atlas Office Supply Company at 1401 Elgin 
avenue. Houston, Tex wishes to receive catalogues and samples of office 


pply specialties and novelties from manufacturers in the trade. 


Lines Wanted for Porto Rico.—Sales representative in Porto Rico due to 

rive in New York soon, desires to negotiate for the representation of a 
few selected direct manufacturers lines in general distribution throughout 
the Island. Letters address to Sem. 85, care Office Appliances, will be re 
to New York concern for whom this party now sells 


erred 


Lines Wanted for Eastern States...The Apella Company, 15 East 17th 
Street, New York, manufacturers and distributors handling desk lamps 
ind smoking stands, are looking for an additional line to be sold to dealers 
na jobbing basis. They state that they cover the eastern states and will 


arry stock and accounts 


Catalogues Wanted by Providence Stationer.—The Benj. Franklin Press 


printers and stationers, 91 Broadway, Providence, R. I., report a lack of 
recent catalogues of commercia tationery lines. Manufacturers and whole 
ilers are requested to send late issues together with price information 


irked for the attention of A. R. Lioce, vice-president 


New Business Forming in Kansas City.—E. M. Cummings, whose home 
iddress is 5401 Euclid, Kansas City, Mo., writes that he is opening his own 
office Supply and stationery business and would like to receive catalogs 
price lists and discount sheets from manufacturers. He has been engaged 

ffice management and purchasing for a number of vears He indicates 


that a business address will be established before long 


New Business in Dorchester...Quality Stationery Company is the name 
f a new business established by B. Roberts at 49 Kingsdale Street, Dorces 
ter, Mass. Mr. Roberts would like to receive catalogs and circular matter 


from the manufacturers. 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





Morris Abrams, Brook. 


2,205,709. Stapling Device. 
1939, Serial No. 


lyn, N. Y. Application June 2i!, 


280,323. Granted June 25, 1940. 

2,205,824. Attachment for Filing Cabinets. Albert 
E. Shallish, Oakland, Calif. Application March 14, 
1938, Serial No. 195,792. Granted June 25, 1940. 

2,205,903. Filing Cabinet for Drawings, Plans, 
and other like. Karl Mobus, Berlin, Germany. Appli- 
cation August 6, 1938, Serial No. 223,385 in Germany 
August 9, 1937. Granted June 25, 1940. 

2,206,004. Typewriter Table. Charles A. Ford, 


Newark, N. J., assignor to Charlies A. Ford Co., tnc., 
Newark, fs + @ corporation. Application January 
17, 1939, Serial No. 251,305. Granted June 25, 1940. 


2,206,017. Case Shift Mechanism for Typewriting 
Machines. Henry Allen Avery and Joseph P. Barkdoll, 


Groton, N. Y., assignors to L. C. Smith & Corona 
Typewriters, Inc., Syracuse, N. Y., a corporation of 
New York. Original application February 3, 1939, 
Serial No. 254,362. Divided and this application 
March 15, (939, Serial No. 261,880. Granted July 2, 
1940. 

2,206,103. Posting Tray. Daniel K. Michael, 
Chieago, Illinois, assignor to Wilson-Jones Company, 
Chicago, I1!., a corporation of Massachusetts. Appli- 
cation December 27, 1937, Serial No. 181,791. 
Granted July 2, 1940. 

2,206,317. Loose Leaf Binder. Herbert H. Behn, 
Chicago, It. Application December 9, 1938, Serial 
No. 244,778. Granted July 2, 1940 

2,206,460. Tacking and Stapling Machine. Augie 
L. Hansen, Chicago, IIl., assignor to A. L. Hansen 
Mfg. Co., Chicago, Ill., a corporation of Illinois. 
Application March he 1938, Serial No. 195,802 
Granted July 2, 1940 

2,206,583. Tyeseritios Machine Jesse A. 


Smith, Stamford, Cong., assignor to Underwood Elliott 
Fisher Co., New York, N. Y., a corporation of Dela- 
ware. Application September {4, 1937, Serial No 
163,738. Granted July 2, 1940 

2,206,681. Fountain Pen. Paul Sztranszky, Vienna, 
Austria, assignor to s . Katzenstein, Jackson 
Heights, N. Y. Application December 10, 1937, 
Serial No. — in Austria, April 21, 1937. 
Granted July 2, 
2,206,724. pl 
Arlington, Va., assignor 
chine Co., Orange, N. J., 
Continuation ef application Serial No 
24, 1935. This application November (2, 
No. 240,257. Granted on July 2, 1940. 


2,207,014. Filing Device. James R. Jones, Lake- 
wood, and Carl L. Elofson, Jamestown, N. Y., as- 
signors to Art Metal Censtruction Company, Jamestown, 
N. Y. Application June 15, 1939, Serial No. 279,296 
Granted July 9, 1940 

2,207,209. Desk Calendar. Martin E. Trollen, St 
Paul, Minn., assignor to Brown & Bigelow, St. Paul, 
Minn., a corporation of Minnesota, Application April 
28, 1937, Serial No. (39,564. Granted July 9, 1940. 


2,207,296. Refillable Typewriter Eraser. Albert D. 
Lee, Lodi, Calif. Application March t!, 1940, Serial 
No. 323,280. Granted July 9, 1940. 

2,207,377. Tacking Machine. Augie L. Hansen, 
Chicago, IIl., assignor to A. L. Hansen Mfg. Co., 
Chicago, Ill., a corporation of Application 
September 7, 1939, Serial No. Granted 
July 9, 1940 

2,207,501. Card 
Los Angeles, Calif., 
porated, Los Angeles, 
fornia. Application June 7, 
Granted July 9, 19 


Stuart Hilder, 
to Monroe Calculating Ma- 
a corporation of Delaware 
3,088, January 
1938, Serial 


Machine 


293,696. 


Index System. Harry A. Wardy, 
assignor to Add-A-Guide, Incor- 

Calif., a corporation of Cali- 
1937, Serial No. 146,884. 


2,207,756. Rubber Hand Stamp. Charles B. Parker, 
Washington, D. C. Application June {, 1939, Serial 
No. 276,839. Granted July 16, 1940. 

2,207,810. Pencil. Charles T. Link, Chicago, Il. 
Application March 20, 1937, Serial No. 132,127. 
Granted July 16, 1940, 

2,207,922. Duplicating Means. Hubert Jagger, 
Maywood, IIl., assignor to Ditto, Incorporated, Chi- 
cago, Ill., a corporation of West Virginia. Applica- 


Granted July 


tion July 15, 1939, Serial No. 284,597. 

16, 1940. 

2,208,062. Compass. Edgar Warner, Dayton, Ohio. 
Application January 1{0, 1938, Serial No. (84,140. 


Granted July 16, 1940. 


2,208,203. Line Indicating Device. Paul 0. Unger. 
Eimhurst, Iil., assignor to Wilson-Jones Company, 
Chicago, Ill., a corporation of Mass. Application 
September 3, 1937, Serial No. 162,259. Granted July 
16, 1940. 

2,208,226. Loose Leaf Binder William Nelson, 
Chicago, Ill, assignor to Wilson-Jones Company, 
Chicago, Ill., a corporation of Mass. Application 
January 29, 1938, Serial No. 187,647. Granted July 
16, 1940, 

2,208,231. Loose Leaf Binder Mounting. Alfred R. 
Russell, Detroit, Mich., assignor to The Burkhardt 


Application May 


Company, a corporation of Michigan. 
1940 


22, 1939, Serial No. 274,884. Granted July 16, 


2,208,561. Chair. Frank L. Jungbauer, St. Paul, 
Minn., assignor to A. E. Fritz, St. Paul, Minn. Appli- 
cation June 13, 1938, Serial No. 213,413. Granted July 
23, 1940. qj 

2,208, 588 Ball Fountain Pen Jean Laforst, Co- 
lombes, France. Application July 21, 1939, Serial No 
285,797 in France July 28, 1938. Granted July 23, 1940 

2,208,794. Typewriting and Like Machine. Henry A 
Heinrich, Middletown, Conn., assignor to Remington 
Rand Ine., Buffalo, N. Y., a corporation of Delaware 


December 5, 1938, Serial No. 243,976 


1940. 


Application 
Granted July 23, 
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2,209,042 121406 
2 208,981. Stencil Sheet. Shinjiro Horii, Kandaku, 
Tokyo, Japan. No drawing. Application June 21, 1939, 
Serial No. 280,381. In Japan May 16, 1939. Granted 
July 23, 1940. 


2,209,042. Fountain Pen. Nikolaus Simkovits, Vienna, 
Germany, assignor to Eugen Wetzel, Stuttgart, Ger- 
on. Da wr May 18, 1938, Serial No. 208,599 
enewe pril 1 1940. In Germany May 20, {937 
Granted July 23, 1940. Svcypcabgeat ove 

2,209,222. Typewriting Machine. William A. Dob- 
son, Wethersfield, Conn., assignor to Underwood Elliott 
Fisher Company, New York, -» @ corporation of 
Delaware. Application November 23, 1938, Serial No 
242,013. Granted July 23, 1940. 


2,209,284. Loose Leaf Structure. John Schade, Holy- 
oke, Mass., assignor to National Blank Book Company, 
Holyoke, Mass., a corporation of Massachusetts. Appli- 


5 


eation February 25, 1939, Serial No. 258,377. Granted 


July 23, 1940 


CESIGN PATENTS 


Design for a Combination Adhesive Tape 
Holder and Dispenser. Albert Frederic Saunders, 
Syracuse, WN. Y. Application November 6, 1939, 
Serial No. 88,085. Granted July 9, 1940. 

121,406. Design for A Fountain Pen or Similar 
Article. John N. Whitehouse, Camden, N. J. Appli- 
cation —— 22, 1939, Serial No. 88,417. Granted 


July 9, 1 

121,424. Design for A Calendar Desk Pad Unit. 
William B. Petzold, Pittsfield, Mass., assignor to 
General Electric Company, : corporation of New York. 
Appileation March 26, 1940, Serial No. 91,250. 


Granted July 9, 1940 


121,400 
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N.T.O.M.D.A. Executive Staff, 1940-1941, Elected at Detroit 


Seated: 
Floyd Ketcherside, Buckland- 
VanWald Company, Detroit; A. H. Witte- 
kind, New York, secretary; Irwin Vincent, Western 
Typewriter Company, Topeka, Kans., vice-president; 
Marian Farrell, Whitlock's Book Store, New Haven, Conn.; 

John Loser, Noiseless Writing Machine Service Company, New 
York, president; Leo Adler, Cleveland Calculating Company, Cleve- 
land, treasurer; W. R. Shilling, Fort Pitt Typewriter Company, Pittsburgh; 
Albert Schlecht, Typewriter & Supply Company, Cleveland. Standing: 
James P. Ward, Reliable Typewriter & Adding Machine Company, Chicago; 
|. R. Ritchie, International Office Appliances, Inc., New York; J. J. Sheehan, 
The Office Appliance Company, Providence; Jack Dean, Dean Typewriter 
Company, Detroit; O. A. Olson, Typewriter Service Shop, Detroit; R. H. 
Preston, Preston Typewriter Company, Knoxville, Tenn; Elmer Young, Young 
Office Equipment Company, Chicago; Samuel Hutter, Check Writer 
Company, New York; O. D. Morrill, Ann Arbor, Mich.; John 
Lahif, J. E. Albright & Company, New York; A. E. Glassman, City 
Typewriter, Rochester; Stanley Stemp, Stemp Typewriter Company, 
Madison, Wisc. All not otherwise indicated are directors. 
Two”are omitted—Lamont Wood, Midwest Typewriter 
Company, Kansas City, Mo., former president, 
unable to attend, and Jack Doyle, 

Kansas City, temporarily not 
present. 


(Convention report starts on pege 24) 
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WEEK PLANNED FOR OCTOBER 14-19 
Wianm acturers fo Pantie sDiakewe Weh Material 


HE movement started for es- 

tablishment of National Office 
Furniture Week is meeting with 
great enthusiasm. Reactions from 
many who have indicated their 
views are expressed in substance 
by such phrases as the following: 
“Fine idea,’ “splendid,” “we’re 
one hundred per cent for it,” “has 
real possibilities,” “would help all 
concerned in the manufacture and 
sale of office furniture,” “all man- 
ufacturers whose major output 
consists of office and school fur- 
niture should unite solidly behind 
such a plan,” “a good starting gun 
for the fall,” “we'll help,” “we'll 
cooperate.” 

On first thought the impulse 
may come to some that the spe- 
cial “week” idea is prosaic and has 
lost its appeal, because of the 
many observed during the year. 
These members of the industry 
may therefore be slow in warming 
up to the suggestion for National 
Office Furniture Week. But care- 
ful consideration will reveal merit 
in the proposition. 

As a trade journal editor in 
contact with some industries in 
which special “weeks” have been 
sponsored, the writer has studied 
the week idea from both inside 
and out; or, to be more explicit, 


By NEVIN I. GAGE 


¥ 


NOTE.—About a year ago, C. H. 
Everly, eastern manager of Office 
Appliances, reported a suggestion 
by G. D. Emtage of Columbia Steel 
Equipment Co. that a national 
office furniture week be estab- 
lished. It was not until June 24, 
however, that we presented a pro- 
posal to the office furniture manu- 
facturers to learn the majority 
opinion. 

Replies to the first letter not 
only discovered enthusiasm for the 
idea, but disclosed that a national 
office furniture week had been 
talked of in several quarters. R. J. 
O’Malley of the Murphy Chair 
Company reported a conversation 
with the late D. C. Miller of Office 
Appliances upon the subject about 
two years ago. The Leopold Com- 
pany wrote of having several times 
discussed it. The idea has prob- 
ably been in the minds of many 
others, waiting only for initiative 
to give it motion. 





from the position of the industry, 
the individual manufacturer, the 
wholesaler, the retailer, and the 
consumer. He has sat in industry 
discussions on the subject, talked 


with manufacturers and retailers 
before, during, and after the 
“weeks” to obtain and report in- 
formation as well as draw con- 
clusions. 

More enthusiasm for the week 
idea will come with appreciation 
of the fact that the special “week” 
is but a sales campaign under 
another name; a period during 
which many sales campaigns are 
held simultaneously throughout 
the industry. Although promoted 
as an industry project, in which 
manufacturers and retailers are 
participants, in practical effect a 
“week” is simply a time designat- 
ed for marshalling all the forces 
for a sales campaign under 
another banner. Executives, sales- 
people, ideas, and promotional 
media are organized to advance 
toward the one objective. Each is 
allocated to the performance of 
certain functions; all are coodrdi- 
nated in the movement of mer- 
chandise. 

As sales campaigns have long 
proved sound and productive, no 
one thinks of declaring himself 
opposed to them on the grounds 
that the idea of a sales campaign 
is commonplace. On the contrary, 
a good sales campaign is a thing 
in which everyone engaged in 
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selling is interested. Then, since 
the trade sales week is but a sales 
campaign, the “week” must be a 
lively, potent idea. Which it has 
been proven to be by those who 
have really put themselves into it. 


From the Industry’s Viewpoint 


A “week” offers great sales stim- 
ulating possibilities. But the bene- 
fits to each manufacturer and 
dealer depend wholly upon the 
efforts expended by his own or- 
ganization—from the top down to 
the newest salesman. National 
trade sales weeks have proved this 
conclusively. Observation has re- 
vealed that while some dealers 
and manufacturers have profited 
handsomely from a “week,” others 
in the same business may have 
benefited little. The difference in 
results has been due entirely to 
their own attitudes and endeavors, 
or lack of effort. Those who have 
been optimistic and determined to 
make the most of the opportunity 

-who have planned ahead, pub- 
licized the idea in their stores and 
in newspaper advertising both in 
advance and during the “week;” 
who have stocked up for the event 
and arranged special features; in 
short, have gone after the busi- 
ness, — those firms have OB- 
TAINED A SUBSTANTIAL VOL- 
UME OF EXTRA BUSINESS BY 
PROMOTION OF THE “WEEK.” 


Thus, the conclusion grows that 
the commonness of the week idea 
has no real bearing on its effect- 
iveness. Some industries are fea- 
turing a sales week with marked 
success. Some have tried the ex- 
periment, dropped it, and then 
concluded that after all it was a 
good idea arid have taken it up 
again. 

The keys to success in this or 
any type of sales promotion cam- 
paign are vision, preparation, and 
work. 

The writer recalls numerous in- 
quiries from merchandise men 
eagerly seeking the date and other 
information on a given industry’s 
next annual sales week. Year after 
year, they have made a profitable 
event of it. With the right atti- 
tude, earnest planning, and sales 
effort any retailer and manufac- 
turer can make a success of it. 
Most essential is the conviction 
that it can be done. 


From the Consumer’s Viewpoint 


If one is reluctant to take hold 
of the week idea because of doubt 
that it will be sufficiently appeal- 
ing to prompt the business com- 





AS OFFICE APPLIANCES goes 
to press, the following manufac- 
turers have reported intention to 
participate in National Office Furni- 
ture Week. Doubtless others will 
be heard from as the movement 
grows. 

All-Steel-Equip Company 

Artility Metal Products, Inc. 

Art Metal Construction Co. 

Automatic File & Index Co. 

Browne-Morse Company 

Columbia Steel Equipment Co. 

Corry-Jamestown Mfg. Corp. 

Cramer Posture Chair Company 

Domore Chair Company, Inc. 

The Fritz-Cross Company 

The General Fireproofing Co. 

The Globe-Wernicke Co. 

The W. H. Gunlocke Chair Co. 

Gunn Furniture Company 

The Harter Corporation 

Imperial Desk Company 

Invincible Metal Furniture Co. 

Jasper Chair Company 

Jasper Office Furniture Co. 

Johnson Chair Company 

The Leopold Company 

The Macey Company 

The Marble & Shattuck Chair Co. 

Metal Office Furniture Company 

Murphy Chair Company 

Mutschler Brothers Company 

The Shaw-Walker Company 

Shepherd Chair Company 

The Sikes Company, Inc. 

Sturgis Posture Chair Company 

Yawman and Erbe Mfg. Co. 





munity to purchase more office 
furniture and allied equipment 
and supplies, let him realize that 
in this sales campaign—like in all 
others—the initiative must be tak- 
en by the dealer and his sales- 
men. It is not necessary for the 
prospective buyer to become in- 
terested in the “week,” for it is 
but the means to the end. The 
purpose is to get him interested 
in the merchandise and serve him. 

National Office Furniture Week 
will provide the stimulus for ag- 
gressive Sales effort by the indus- 





OFFICE APPLIANCES 


try and render invaluable service 
to many users. There are in every 
community numerous business and 
professional offices that should be 
remodeled or replenished. Perhaps 
the local dealer has been trying 
to impress the executives of some 
of them with the advantages to 
be gained by improved installa- 
tions. Possibly the psychology of 
this additional emphasis, gained 
from publicity throughout the 
community by all dealers, together 
with personal solicitations intelli- 
gently planned, will break down 
resistance and open the way for 
some of these sought-for sales. 

In the words of one enthusiastic 
office furniture manufacturer, “If 
a week is designated during which 
the various factors of the industry 
and their dealers all push the fea- 
turing of our products, there is 
every reason to believe that the 
consumer will observe the effort. 
Certainly this is a worthwhile 
work. Many thousands of offices 
throughout the country are in 
need of modernization. Conditions 
in the last ten years have not 
encouraged the purchase of this 
class of equipment. An effort such 
as recommended could accomplish 
a lot in the way of bringing this 
need to the attention of consumer 
executives.” 


National Office Furniture Week 
Opportunity for Added Sales 


Among the characteristics of 
the American business man is his 
tremendous capacity for getting 
things done. Yet under the pres- 
sure of his responsibilities he does 
at times put off things he knows 
should be done. And usually they 
are the things to which he is not 
impelled to give immediate atten- 
tion. They include conditions in- 
volving problems to be thought 
out, which take time and often 
council with someone specializing 
in a given field. Also problems in- 
voiving the outlay of money— 
even though the expenditure 
might be justified by the resultant 
economy, efficiency, and comfort. 


Improvement and replacement 
of office furnishings and equip- 
ment are commonly delayed by 
this procrastination. But here lies 
the office furniture industry’s 
great opportunity: Many a busi- 
ness office will be remodeled as 
soon as “the boss” gets around to 
it. He has already made up his 
mind to that, but he is putting off 
the day until he gets time to “have 
it done right.” By the same token, 
many a professional person’s office 
is waiting to be done over. Many 
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This is a reduction of the poster design for National Office Furniture Week. The posters will 
be printed in two colors, flashing red and blue, mounted on stiff board with an easel and 
hanger for window and store display. The size will be 22 x 33 inches. 
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a desk, chair, filing cabinet and 
other article will be purchased 
when the one with the power to 
say “yes,” stops putting off the de- 
cision to buy. 

In other words, all these orders 
are waiting for an enterprising 
salesman to come along, who spe- 
cializes in helping busy executives 
solve their problems of office re- 
juvenation, interior decoration, 
efficient layout, or providing the 
right equipment to fit the needs 
and tasks at hand. 

UNDER THE STIMULUS OF 
NATIONAL OFFICE FURNITURE 
WEEK, MANY OF THESE DE- 
LAYED ORDERS CAN BE 
TURNED INTO SALES. Providing, 
of course, the salesman is pre- 
pared to give the council and serv- 
ice needed. He should know his 
lines, their suitability for various 
purposes, and he should be pre- 
pared to offer planning service. 
But above all, the salesman should 
present his appeals from the pro- 
spective customer’s viewpoint. He 
Should at once dissipate any 
thoughts he may have of basing 
his appeals on the announcement 
that “this is National Office Fur- 
niture Week.” As indicated in 
foregoing paragraphs, the prospect 
may not be interested in the 
“week.” The salesman must re- 
member that while the “week” 
has sales appeal for the industry, 
it does not necessarily have buy- 
ing appeal for every prospective 
customer. 


But even the prospect who is 
disinterested in the “week” is 
likely to be very receptive to what 
the well informed, interesting 
salesman can do for him in en- 
hancing the appearance, conven- 
ience, and efficiency of his general 
or private office. 


October 14-19 Suggested Dates 


So much for the arguments fav- 
oring the adoption of a National 
Office Furniture Week. Now for 


the points favoring its establish- 
ment this fall. The autumn seems 
the most logical time, as it would 
give a special emphasis for the 
fall opening. When commerce and 
industry swing into full activity 
their operating needs increase, 
and buying is stimulated all along 
the line. Being the source of many 
of the tools and supplies upon 
which business management de- 
pends, the season brings a natural 
pick-up for the office equipment 
business. Purchasing agents, of- 
fice managers, and other execu- 
tives are in the buying mood, pre- 
paring for the office activity of 
the coming months—including the 
increasing details attendant to 
closing the business year and 
starting the new. 

An old proverb vivifies the 
point: “When folk’s ready to buy, 
ye can want to sell.” 

The favorable conditions in the 
fall season, therefore, make this 
time of the year opportune for 
the office furniture trade’s unified 
sales campaign under the banner 
of National Office Furniture Week. 
In favor of launching the idea this 
particular fall, instead of waiting 
until later to allow more time for 
preparation, is a strong point re- 
lated to current conditions: The 
industry would be striking while 
the economic iron is hot, by cap- 
italizing on the current business 
upswing. 

Then, the National Stationers 
Association convention, which 
comes in September, provides 
another favorable factor. As one 
member has said, “A good many 
will be going home from the Chi- 
cago convention with new en- 
thusiasm for business.” Another 
declared, “After the N. S. A. con- 
vention is just the time, and may 
give the dealers a chance to put 
into practice new ideas received 
at the convention.” 


The week of October 14 to 19 
has been suggested, as it would 
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give the dealers two weeks after 
returning home from the N. S. A. 
convention to complete prepara- 
tions for their individual sales ac- 
tivities. 


Mechanics of Promotion—What to 
Do to Participate 


Promotion of the “week” need 
not take on the aspect of compli- 
cation. It can be done on a sim- 
ple scale. No campaign contribu- 
tions for national advertising are 
necessary. The advertising can 
be done locally, by each dealer 
in the manner in which he is 
accustomed to advertising a spe- 
cial sales campaign. 

There should be nothing man- 
datory about the whole thing. De- 
cision as to participation should 
be left to the choice of the individ- 
ual dealer and manufacturer. 
Many manufacturers and their 
dealers would, of course, wish to 
work together to make the most 
of the opportunity. 

The manufacturers could supply 
posters for display in the stores 
and their windows. These could 
be obtained from some designated 
printer or lithographer. Litera- 
ture on their various products 
could also be supplied for con- 
sumer distribution. 

It is suggested that an emblem 
of some sort be adopted for use 
in the posters, newspaper adver- 
tisements, and other printed mat- 
ter. This would tie them together 
and afford the value of repetition 
and accumulative advertising em- 
phasis. Newspaper mats of the 
emblem could be provided. Stick- 
ers bearing the emblem and dates 
of National Office Furniture Week 
could also be obtained from desig- 
nated sources for advertising use 
on letterheads, invoices, mailing 
literature, and store packages both 
in advance and during the “week.” 

Someone once gave the good ad- 
vice, “When fortune smiles on 
thee, take the advantage.” 


In addition to the two-color poster for National Office 
Furniture Week, reproduced on page 15, there will be a 
standard streamer for use in the store and window. Sugges- 
tions for the streamer and reductions of the emblem shown 
on page 14, which will be available for use in newspaper 


advertising, are being prepared. 


Stickers for letterheads, 


mailing pieces, and packages may also be obtainable. Prices 
will be submitted to the participating manufacturers early 
in August, and reproductions will appear in the September 
number. 
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Department Commerce Building, Washington, home of Experimental Laboratory, Division of Machine Tabulation, Bureau Census 


mportance of Nice Equipment 


TO THE FEDERAL GOVERNMENT 


HE Agricultural Department 

possibly may have more office 
appliances than any other section 
of the Federal Government. The 
fact, however, is difficult to deter- 
mine because this equipment is 
purchased with money taken from 
many different funds. Often it 
comes from the contingent fund. 

When you wander through the 
far flung corridors of the vast 
stone edifice sheltering the myriad 
businesses of Agriculture — which 
building is more like your dream 
of a palace than anything in 
Europe—the hum from the maze 
of mills, bakeries, laboratories, 
model dairies, livestock pens, poul- 
try roosts, dog kennels, offices, 
assembly rooms, school rooms, and 
banks makes you think there 
could not be assembled anywhere 
in the world more office machinery 
under one roof. 

The Department of Agriculture 
includes the AAA, which as a 
credit agency keeps accounts and 
distributes checks to one-third of 
the homes of the United States 
It has the Agricultural Market- 
ing Service, the Bureau of Agri- 
cultural Economics, the Bureau of 
Home Economics, the Division of 
Marketing and Marketing Agree- 
ments, the Weather Bureau, the 
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Food and Drug Administration, 
the Commodity Credit Corpora- 
tion, the Commodity Exchange 
Administration, the Federal Crop 
Insurance Corporation, Federal 
Surplus Commodities Corporation, 
the Farm Security Administration, 
the Rural Electrification Admin- 
istration, and the Farm Credit 
Administration. They comprise a 
huge web of sociological, scientific, 
technical, professional, commer- 
cial and economic units; including 
banks, credit associations, loan 
companies and mortgage unions 
In Washington alone, these agen- 
cies employ more than 30,000 per- 
sons and use all known types of 
calculating machines, adding ma- 
chines, unit tabulators, bookkeep- 
ing machines, checkwriters, dupli- 
cators, adding machines, mailing 


machines, and every other kind 
of office appliance you may imag- 
ine. The Census Experimental 
Laboratory makes many of the 
great unit business machines; and 
the Department of Agriculture 
operates a business college, some- 
thing like the Harvard School of 
Business, open not only to its own 
personnel but to anyone who can 
qualify and who will pay a mod- 
erate fee. Some of the finest 
minds in Washington and else- 
where lecture and instruct the 
classes. 


Navy and Army Office Equipment 


Across the Mall, in a ram- 
shackle temporary structure 
stretching along three or four 
blocks of Constitution avenue, is 
the Navy Department, which, as a 
traditional policy, looks upon in- 
formation about its office appli- 
ances as military intelligence, to 
be guarded as zealously as in- 
formation about its most secret 
weapons. But it is familiar public 
knowledge, visible to him who has 
eyes, that its offices have the usual 
complement of typewriters — sev- 
eral hundred of them—duplicating 
appliances, calculators, adding 
machines, addressing equipment, 
and, especially, various types of 
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teletypewriting machines. In its 
business offices it has machines 
30 Clear checks and to prove 
vouchers and invoices. 

They carry duplicators, type- 
writers, calculators, mailing ma- 
chines and other appliances on 
the fighting ships and auxiliary 
ships of the Navy. It is whispered 
that even the great fighting 
bombers carry an amazing cal- 
culator that can tell them how to 
drop a package of explosive ac- 
curately on the target’s nose, 
despite speed, dive, wind, and 
other more obscure forces. 

The Navy has developed a fac- 
simile machine for radio trans- 
mission of documents, pictures, 
papers—anything that can be fac- 
similed—which is expected to be 
an extraordinary utility among 
office appliances, for innumerable 
purposes. It was recently demon- 
strated effectively to the President 
while he made his cruise in the 
Caribbean. Every morning, noon, 
and evening the main news pages 
of the New York papers were 
transmitted to the ship by wire- 
less. 

The pages were transmitted in 
segments 84 by 7 inches in size, 
and after reception of the several 
segments on various machines the 
several sections were swiftly put 
together and handed to the Presi- 
dent, who read his New York news 
comfortably, and had it practically 
more quickly than it was avail- 
able to the people who bought it 
on the streets of New York. 

The machine is approximately 
the size of a typewriter and 
weighs 25 pounds. It is both re- 
ceiver and transmitter. It has 
been used in planes to transmit 
photos taken in the air and has 
received photos in the air taken 
while the plane was in flight. For 
military purposes, or for any other 
purposes to protect secrecy, the 
transmission may be scrambled so 
that only attuned synchronized 
instruments may receive an in- 
telligible picture. It is anticipated 
the machine will be invaluable in 
offices for instantaneous reception 
of important documents and 
papers whose actual physical ap- 
pearance is important in various 
transactions. Simultaneous voice 
transmission has been made pos- 
Sible, and is expected to give 
added legal value to facsimile 
transmission. 

The Army, traditionally less 
secretive and less aloof, courte- 
ously exhibits its office appli- 
ances with frank pride. The best 





show is offered by the Corps of 
Engineers and the Army Finance 
Division. In Washington and in 
the fifty-seven offices scattered 
around the United States “and its 
territories and possessions,” the 
Finance soldiers have bookkeeping 
machines, typewriters, duplicators, 
addressing machines, and other 
familiar business machinery. 

In the twelve regional head- 
quarters they have check print- 
ing machines, check numbering 
and signing machines, unit tab- 
ulators, and many other appli- 
ances. In Washington they have 
the check inserting and envelop- 
ing machines which place three 
enclosures in an envelope at the 
rate of seventy operations or 210 
Separate enclosures per minute. 
They also have the check listing 
machines which identify checks 
by number and unit, and other 
machines that print the check, 
write the payee’s name and print 
the amount in numbers and let- 
ters; as well as the machine that 
signs the checks at the speed of 
10,000 signatures per hour. They 
apparently teach the soldiers to 
treat them tenderly, for Maj.-Gen. 
Frederick W. Boschen, Chief of the 
Finance Division, says some appli- 
ances are replaced only every 
twenty years! 


State Department Machines 

The State Department, with 
thirty-four bureaus and sections, 
has the most extensive variety of 
foreign language typewriters, writ- 
ing machines, and type dupli- 
cators in America. Many are made 
solely for the State Department. 
Caution is the keynote of the 
State Department. Therefore, you 
chiefly receive information unoffi- 
cially. Off the record, a State 
Department official has said that 
the Department has separate 
pieces of machinery with which 
it may write communications in 
fifty-six different languages. The 
characters range from letters like 
these, to those strange symbols 
used by oddments of people in 
Asia and Africa. French may be 
the language of diplomacy, but it 
has been found that good-will 
follows the use of native idiom. 
Foreign weights, measures, and 
financial arithmetic and mathe- 
matics are expressed in terms and 
combinations that are different 
from each other and different 
from ours. The State Department, 
therefore, requires calculators and 
bookkeeping machines and other 
office appliances that record tab- 
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ulations in terms of our system 
and also in the terms of the vari- 
ous systems used by the principal 
business groups of the world. 
Most business machines are found 
in the State Department’s Division 
of Communications and Records, 
the Division of Accounts, the Divi- 
sion of International Communica- 
tions, Office of International Eco- 
nomic Affairs, and the Office of 
Budget and Fiscal Affairs. The 
type and stencil duplicators prob- 
ably are kept busier in the State 
Department than in any other 
part of the Federal Government. 
It turns out an enormous quantity 
of publicity. 


Duplicating Machines 

The type and stencil duplicating 
machines are by all odds the ap- 
pliances most widely used in 
Government offices. The Post 
Office Department reports 970,- 
000,000 separate pieces of mail 
were sent out collectively by all 
departments and agencies last 
year, and that the postage cost 
the Government $18,789,000. The 
paper cost the Government $37,- 
000,000. No one has estimated how 
much was spent on the services 
of those who prepared and trans- 
mitted the releases and other 
matter. Even the White House 
has several duplicators, and two 
dozen typewriters, including those 
provided for the White House 
press rooms. Near the President's 
desk there are several dictating 
machines, and in the office of the 
chief clerk there are various elec- 
trical calculating machines. The 
Commissary and the Housekeep- 
er’s Offices have adding machines 
and other tabulating and account- 
ing machines. In the White House 
offices and in the living quarters 
there are teletypewriting ma- 
chines; and wherever you go in 
the White House and the White 
House offices you find at hand, 
inconspicuously, pencil sharpen- 
ing machines and other familiar 
and convenient devices. 

Everything you find in the most 
modernly equipped bank and in 
the most scientifically organized 
office is used in the national head- 
quarters of the Post Office De- 
partment. The Postal Savings 
System and the Money Order 
Division use all known mechanical 
bank devices and have some ma- 
chines built by the Census Experi- 
mental Laboratory for their 
unique uses. The Division of Cost 
Ascertainment has the finest as- 

(Turn to page 74, please) 
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INTENSIFY ON STUDENT TRADE 


AAMRACH fall we go after the 

trade of the students inten- 
Sively,” said R. A. Tiernan, dealer 
in typewriters and office supplies, 
at Santa Ana, Calif. “Typewriting 
is taught in practically all of the 
high schools now, and students 
need a home practice machine,” 
he continued. “Even if a student 
does not take the commercial 
course, themes done on a type- 
writer are far more legible, and 
are written with far less time and 
effort. 

“Our sales promotion activities 
begin with mail campaigns. We 
secure a list of all pupils entering 
high school; of all in the sopho- 
more, junior, and senior classes; 
as well as of all the graduates. 
These are divided into two groups 
—the commercial students and the 
others. To the latter is sent a 
little note, such as the following: 

Dear Mr. Blank:— 

Every student needs a_ typewriter. 
Typewritten themes command higher 


marks in school work. These are modern 
days, and every student has to meet 


competition. 

Therefore rent a Tiernan rebuilt ma- 
chine at special student rates. Or, bet- 
ter yet, buy a typewriter on terms to 
suit. 

Yours, for better school work, 


“We put forth our greatest ef- 
forts on the commercial students, 
however, as they are potential 


NOTE.—A profitable volume of 
business is obtained each year 
from the sale to students of many 
supply and equipment items aside 
from typewriters. They include 
such utilities as leather goods, 
desk sets, files, notebooks, foun- 
tain pens, pencils, ribbons, car- 
bons, other writing materials, and 
so forth. Supplies represent 
smaller units of sale but the po- 
tential volume justifies the extra 
effort necessary for the dealer to 
draw student trade. 





buyers not only of typewriters but 
of all kinds of office supplies and 
equipment. To them we send a 
somewhat longer note: 


Dear Mr. Blank:— 

We have always enjoyed the confidence 
of typewriting students, because we have 
helped hundreds to become expert typ- 
ists. This year it is more important than 
ever to keep in touch with us. Things 


are going on in the typewriter world— 
stream-lining, new features, new feel to 
the new typewriters—and you will be 


using these new models when you get 
a job. 

We invite you to visit our salesroom 
and find out about these things. We 
will be glad to help. 

“The mail campaign to these 
students is continued after school 
has started. Many students at 
first do not realize the importance 
of having a home machine, but 
they do Jater; so the latter part 


of September we send them an- 

other message: 

YOU WILL LEAVE THE TYPEWRIT- 
ING CLASS BEHIND 


We will tell you how to get ahead of 
the typewriting class. Here’s the tip: 
Rent a rebuilt typewriter, at special 
student rates, and get in some secret 
practice at home. 

Also consult with us about how to make 
progress in typing. We have been help- 
ing students for years. Don't tell anyone 
—but come to see us. 


“In every letter we enclose a 
rate card stating both rentals and 
purchase price.” 

The Tiernan salesroom is very 
conveniently arranged. Along the 
left side are a number of type- 
writer chairs and tables. On each 
table is a typewriter of different 
make, so that prospects can try 
whichever they prefer; or if they 
have no preconceived choice, de- 
termine which they like best. The 
majority of the stock of type- 
writers is kept in glass cases front- 
ing the tables, impressing visitors 
with the magnitude of the stock. 

On the opposite side of the room 
is the supplies department. The 
majority of supplies are arranged 
on low, open shelves, so that pa- 
trons can select for themselves the 
items they desire. 

In the rear is the repair depart- 
ment, and above it, with only a 
railing around it, is the office. 


National Business Show Postponed to February 3 


HE THIRTY-SEVENTH annual 

National Business Show, orig- 
inally scheduled for the week of 
October 28 in the Grand Central 
Palace, New York City, has been 
postponed to the week of Feb- 
ruary 3, 1941, according to word 
received from Frank E. Tupper, 
president of the National Business 
Show Company. 


“The change in date was de- 
cided upon,’ Mr. Tupper ex- 
plained, “after careful delibera- 
tion with many executives of both 
large and small office equipment 
manufacturers as well as users. 
The general opinion is that there 
will be better opportunity to serve 


the needs of the nation after, 
rather than during, the first phase 
of the inevitable industrial ex- 
pansion resulting from the vast 
defense program directly ahead. 
The requirements for administra- 
tive equipment can then be more 
definitely known and at the same 
time the office equipment industry 
will be more thoroughly prepared 
to meet the unprecedented need 
for efficiency in all business and 
industrial operation.” 


Exhibitors at the National Busi- 
ness Show believe with Mr. Tupper 
that in view of the trend of world 
affairs, which have already 
speeded up the American national 


rearmament and defense pro- 
grams, the thirty-seventh annual 
show will be the most significant 
in office equipment history. Fore- 
most, he said, is the desire of the 
exhibitor to serve the consumer 
and thereby through him, the 
nation. 

“In these critical times,” Mr. 
Tupper concluded, “users of busi- 
ness administration equipment 
more than ever before need to 
know without hesitancy exactly 
what equipment is best fitted for 
each specific and general opera- 
tion and we are planning the Na- 
tional Business Show to be a yard- 
stick for them.” 
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4i HAT’S Right With 

the Stationer!’’ 
Around this slogan the pro- 
gram of the thirty-fifth 
annual convention of the 
National Stationers Asso- 
ciation is being built. When 
the great gathering takes 
place in Chicago September 
22 to 25, the psychology of 
the positive approach will 
be used at the various ses- 
sions. Instead of dwelling 
upon the unsolved prob- 
lems of a dealer and spend- 
ing time relating what is 
wrong with the stationer, 
emphasis will be given to 
what is right in his tech- 
niques and procedures. 
What is right for one dealer 
can become right for another 
dealer by adaptation and applica- 
tion. 

In a recent announcement, 
Charles P. Garvin, general man- 
ager of N. S. A., said, “There is 
much right with the stationer. 
The matter of fact is the stationer 
who is most right is the most suc- 
cessful. Therefore, the slogan of 
this convention can subdivide: 
first, What's Right With the Sta- 
tioner and Why He Is Right; sec- 
ond, Our Market—America. This 
is going to be an American meet- 
ing from the beginning to the 
finish. A third slogan will be, What 
You Do Today Determines What 
Tomorrow Will Do to You.” 

Now in the process of final de- 
velopment, the business program 
will include discussions on the fol- 
lowing subjects: Budget, Manage- 
ment Programs, Researches, Sales 
Programs, Training and Treat- 
ment of Salesmen, Progress of the 
Stationer, and others. An out- 
standing feature will be the Court 
of Industrial Opinion, where ques- 
tions will be asked and answers 
given upon subjects of current 
interest. 

The fifth presentation of the 
Five Centuries of Progress Exposi- 
tion and Merchandise Fair will 
highlight the periods between 
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ties. It will consist of 20,000 square 
feet of exhibits, comprising dis- 
play of the newest products of 
leading manufacturers of commer- 
cial stationery and office equip- 
ment. 


Chicago Invites You 


Make your plans now to attend 
the convention. Most of those 
who will come are familiar with 
Chicago’s attractions and its de- 
lightful climate in the latter part 
of September. Winds from the 
northeast journey four hundred 
miles down the broad reach of 
Lake Michigan and invest the city 
with the blessing of cool weather. 
Parks, ballgrounds, golf courses, 
riding stables, theatres—these and 
many other Chicago features of 
entertainment stand behind the 
hearty invitations from Chi- 
cagoans in the trade to attend 
the convention and visit the city. 


Golf Tournament on Sunday 


Sunday, September 22, will be 
the day of the annual N. S. A. golf 
tournament this year. Play will 
be on the No. 3 course at Olympia 
Fields, just south of Chicago. The 
change from Thursday following 
the convention to the Sunday pre- 
ceding was prompted by a desire 
to cater to the conveniences and 
inclinations of the greater number 


of conventionites. Many 
delegates arrive on Sunday 
and then feel they cannot 
stay through Thursday. 
Conducting the tournament 
on Sunday will save a full 
business day, an advantage 
much appreciated by dealer 
and manufacturer alike. 
The change of date was 
made after careful consid- 
eration by the committee, 
whose members decided 
that Sunday would be the 
best day for the largest 
number of golfers. 

In charge of the tourna- 
ment will be a committee 
headed by Russell Car- 
penter of the Sanford Man- 
ufacturing Company. Mr. 
Carpenter served in the same 
capacity at a previous conven- 
tion with signal success. His 
assistants are Clark Roland, Mar- 
shall-Jackson Company; Gordon 
Kickels, The Globe-Wernicke Com- 
pany; Ralph Maneval, A. W. Faber, 
Inc., and Hy Linden, Ace Fastener 
Corporation. 

To facilitate preparations for 
the tournament, golfers are asked 
to send their reservations by mail 
to Mr. Carpenter, care the San- 
ford Manufacturing Company, 
Congress & Peoria streets, Chi- 
cago. Tee off will start at 10:00 
a. m. 





Chicago Convention Committee 


Personnel of the Chicago con- 
vention committee to service with 
Chairman Harry Balch of the Qual- 
ity Park Envelope Company in- 
cludes the following: A. R. Skibbe, 
Associated Stationers Supply Com- 
pany; William Weber, Ace Fas- 
tener Corporation; G. O. Stevens, 
Stevens, Maloney & Company; 
G. J. Aigner, G. J. Aigner Com- 
pany; Evan Johnson, OFFICE AP- 
PLIANCES; Eldon Just, Just & Son; 
George Hermann, Heyer Corpora- 
tion; Oscar Modene, Marshall- 
Jackson Company; Thomas Emer- 
son, Eversharp, Inc., and Fred 
Tracht, University of Chicago 
Bookstore. 
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INCENTIVES TO THE SALESMEN 


HERE are four ways which 

have been used successfully to 
stimulate salesmen to greater ef- 
fort. One is contests. Another is a 
system of bonuses. A third is con- 
structive assistance in the nature 
of advanced training. A fourth is 
money rewards for useful ideas 
turned in by salesmen. 


Sales Contests 


Some sales managers do not 
think favorably of contests be- 
cause they seem to be unsuccessful 
in getting satisfactory results with 
them. But careful study of plans 
and methods may reveal need for 
improvement, which may lead to 
ways of making them more ap- 
pealing and resultful. 


Handicaps, for instance, should 
be given thoughtful attention. As 
a matter of fact, unless the indi- 
viduals are given handicaps that 
will place all participants on an 
equal footing, contests are likely 
to resolve around the higher pro- 
ducers on the sales force. There is 
difficulty in setting handicaps 
which will satisfy everybody. 

This may be gotten around by 
dividing the sales staff into two or 
more teams, depending on the 
number of salesmen employed; the 
members of the teams being se- 
lected on the basis of their past 
records, so that the producing or 
selling capacity of each team is as 
nearly equal to the others as pos- 
sible. 

Publicity may play a far more 
important part in making a con- 
test a success than many realize. 
If a story and pictures of the win- 
ners are to appear in the local 
newspaper or in a trade paper— 
even in a company house organ— 
there is almost certain to be a 
greater effort to make an out- 
standing record than would be the 
case if there were no such pub- 
licity. Just what happens in some 
cases is indicated by the case of 
one salesman. 

His sales manager encouraged 
him, as well as the other members 
of the department, to enter a con- 
test which was being staged by a 
trade paper. This salesman knew 
that if he won a prize he would 
have his picture in that paper, 
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with a story about the work he did 
to win the prize. During the period 
of the contest his sales were double 
his normal volume. He*‘worked so 
hard to build up this volume that 
his sales continued to be above 
normal after the contest ended. 


The sales manager who is able 
to gain considerable publicity for 
the winners of his contests will 
have better results with them than 
he would if he did not have this 
flair for getting publicity. This is 
true because contests may be said 
to be in the “grand stand” field of 
business getting. A good contest 
takes on the enthusiasm of a 
game. And, under favorable con- 
ditions, each participant wishes to 
make a creditable showing before 
the spectators—including his fel- 
low salesmen. 


Bonus System Based on Study 


The bonus system is coming to 
be used widely both as a sales 
stimulator and an incentive for 
commendable performance by all 
employes. More and more, com- 
panies are adopting it in the shop 
as well as in the sales department. 
Primarily, it is a form of profit 
sharing which secures immediate 
results. 

The essentials in an effective 
bonus system include determina- 
tion of what is normal or average 
in regard to the results which may 
be expected. A base wage, salary, 
or commission is established; be- 
ing that which is paid to the per- 
son who is considered just about 
good enough to hold his job. If he 
does not come up to that base, he 
is dismissed or transferred to some 
other department. For the in- 
crease over the base results, he is 
paid a bonus. 

Since regardless of what the 
man may be doing, whether he is 
selling the product or operating a 
machine, any increase in results 
per hour worked or day worked 
means more profit to the company, 
a truly scientific system provides 


for higher and higher rates for 
each increase. It costs no more to 
supervise a salesman who sells 
twice as much as some other sales- 
man than it does to supervise the 
other man. It may not cost as 
much. 

Many bonus systems have been 
worked out arbitrarily, not being 
based on a detailed and accurate 
cost study. When such a system 
results in a salesman earning two 
or three times what is thought 
possible for any man to earn, the 
management usually doubts its 
soundness and makes changes. 
These changes almost invariably 
turn the system into a failure. 
When the men get the idea that 
the company will not pay them 
more than a certain maximum, 
they are not apt to earn more than 
that maximum, regardless of how 
much effort is put forth to enthuse 
them. 

A scientific bonus system is one 
which shares the extra profits 
from extra efforts with those who 
put forth the efforts. No bonus 
system will bring the best results 
unless it is based upon a detailed 
study of the selling costs, with 
special attention given to increased 
sales per salesman upon the total 
cost of selling. 


Constructive Assistance 


Assisting salesmen in closing 
sales may be made somewhat of a 
post graduate course in salesman- 
ship. One sales manager who has 
made an extremely good record 
makes it a practice to analyze with 
the salesmen their special selling 
problems. He finds this is much 
more effective than going out with 
each man and closing the sale. 


The salesman tells the complete 
story of his efforts made to date. 
Each of the steps taken are 
studied individually by the sales- 
man and his sales manager, with a 
view to determining if any errors 
were made. Then, and not till 
then, future steps are planned. 
After the manner in which the 
previous steps have been gone 
over, the salesman is likely to have 
gotten an idea himself. In any 
case, this practice is likely to re- 
sult in the salesman not only clos- 
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ing the sale under consideration 
but closing other sales he would 
not have been able to close with- 
out this assistance. 

When a sales manager goes out 
with a salesman to close a sale, 
that sale does not always close. If 
he misses too many closings con- 
* secutively, his standing in the esti- 
mation of the salesman falls. But, 
if he analyzes in the office what 
the salesman has already done 
and discusses with him what can 
be done, the salesman gets a new 
Slant, has a higher opinion of the 
Sales manager and goes out and 
closes the sale himself without any 
other assistance. 

Anything which encourages the 
salesman to think helps him to in- 
crease his volume of sales. That is 
why offering money awards for 
good selling ideas provides an ef- 
fective way of increasing sales vol- 


ume. It is not so much the actual 
face value of the idea that counts 
as the fact that everybody is likely 
to do a lot more thinking. 

The difficulty lies in determin- 
ing a satisfactory value of the 
ideas submitted. A solution of this 
problem is to let the salesmen vote 
on the ideas. All the ideas sug- 
gested during the month are pre- 
sented in typed form to each sales- 
man in the department. The 
names of those who made the sug- 
gestions are not given. Each sales- 
man is asked to indicate his first, 
second, third, and other choices. 
If there are three prizes, the votes 
may be weighted by having first 
choice count as three points, sec- 
ond as two and third as one. If 
there are more than three prizes 
the system is changed to suit. The 
man whose idea receives the most 
points in the secret ballot is 
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awarded first prize, the one who 
gets the next highest receives sec- 
ond prize, and so on. A series of 
money prizes may be offered. 


In this article two direct meth- 
ods of stimulating physical effort 
and two methods of stimulating 
mental effort have been men- 
tioned. Sales departments which 
are most successful are those in 
which there is the maximum of 
mental effort as well as of physical 
effort. 


It is one of the easiest things to 
reduce almost any kind of work to 
a routine duty. The longer a sales- 
man sells any one thing in any 
one territory, the easier it is for 
him to get into a rut. He may just 
stop thinking and go on by routine. 


Unless the salesmen can be kept 
thinking, they will fail to close a 
lot of prospects they should close. 


hm esmanship Tabloids 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The sixth of a series of twelve articles being on 
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APPROACH 


usually 


ence and psychology of salesman- 
ship” was told he was adept at the 





, and before a word has been spoken, 


lasting. Alert salesmen will 
guard against making wrong im- 
pression which is difficult to over- 
come. Buyers from experience are 
shrewd observers of men. At a 
glance as the salesman approaches, 


the buyer unconsciously from habit 

sizes him up; first by his clothes and general 
appearance, then by his opening remarks, 
and at once takes either a favorable or 
unfavorable impression, or puts him down 
as “just another salesman.” 

If the impression is favorable, the sales- 
man’s way is easy if the buyer has an order 
to place. If unfavorable, the salesman is at 
disadvantage with the buyer disinclined to 
listen. If put down as just another salesman, 
then the salesman has to spend valuable 
time trying to sell himself into the good 
graces of the buyer before he can sell his 
product. 

No standardized procedure of approach 
can be followed because the situations vary 
but the enterprising salesman will learn to 
adapt himself to the conditions of each case. 
And always with the same good manners 
and pleasant countenance; not assumed for 
the occasion (always apparent) but genuine; 
part of his personality. 

An old salesman, spoofing the terms “sci- 





very thing, but called it by another 
name. For proof the friend at- 
tempted to describe the old sales- 
man’s procedure of approaching 
buyers in two companies. “A pretty 
good picture,” remarked the old 
salesman; and added “but Hell! 
That’s only common sense.” “And _ that,” 
observed his friend, “is the ‘other name’ I 
had in mind.” 

A salesman’s clothing is an important fac- 
tor in the approach. The well groomed sales- 
man has better chance for a hearing than one 
carelessly clothed with garments wrinkled, 
flecked with cigar ashes, dandruff and those 
other markings of the untidy man. A re- 
proach in all times. Evidence—Shakespeare 
in Henry V: “Self love, my liege, is not so 
vile a sin as self neglect.” Good dressing 
combined with good manners indicates some 
measure of success and gives the buyer con- 
fidence. 

To dress like a fashion plate is inappro- 
priate, of course. Alexander Pope suggested: 
“In words, as in fashions, the same rule will 
hold; alike fantastic, if too new, or old. Be 
not the first by whom the new are tried, nor 
yet the last to lay the old aside.” But the 
clothes, shirt, tie, hat and shoes should be 
in good taste. 
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Yawman er ‘4, Chelovitis 60th Anniversary 


S part of the Yawman and 

Erbe Manufacturing Com- 
pany’s celebration of its sixtieth 
anniversary this year, the firm’s 
house organ, “The Y and E Idea,” 
contains an interesting and in- 
triguing history of the organiza- 
tion from its founding in 1880 to 
the present day. The article is 
interesting because it is the life 
story of one of the oldest com- 
panies in the industry, and in- 
triguing because few in the field 
today know that Y and E once 
made and dealt in such items as 
fishing reels, bottling machinery, 
cigarette cases and curling iron 
heaters. 


Y and E in the beginning was 
Philip H. Yawman and Gustav 
Erbe, two enterprising young men 
with but little money, a combined 
mechanical ability and a keen 
desire to manufacture something. 
When the partnership was formed 
the idea was to manufacture qual- 
ity products for distribution 
through other concerns. 


A list of articles made by the 
partners during the early years 
reads like a catalogue from a nov- 
elty house. There were, in addi- 
tion to the items listed above, stu- 
dent microscopes, scientific instru- 
ments, an electric battery used in 
the treatment of rheumatism and 
other muscular ailments, bicycle 
luggage racks, metal match boxes 
and other similar pieces. A varied 
but profitable business. 


In 1883 came the first definite 
step toward the goal achieved by 
Y and E today when the partners 
signed several contracts for addi- 
tional business, chief among those 
being an agreement with the Cut- 
ler Company to manufacture all 
of the latter organization’s Cutler 
mail chutes. This contract stayed 
in force until 1908. Another agree- 
ment concerned the newly-formed 
Eastman Kodak Company and in 
this the partners agreed to make 
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Y AND E SECOND GENERATION 
AND THE PLANTS TODAY 


film holders and four early models 
of Kodak cameras. This agree- 
ment was in force until 1895 when 
George Eastman erected his own 
plant for the manufacture of these 
items. 


To record the beginning of what 
is known today as Y and E system 
equipment, the following two 
paragraphs are lifted bodily from 
the pages of the Y and E Idea 


“The Shannon Arch File for fil- 
ing bills, letters and other papers 
had been invented about 1877 and 


was sold to the Schlicht and Field ° 


Company, of Rochester in 1883. 
Since this was entirely a sales or- 
ganization they turned the manu- 
facture of these arches over to 
Yawman and Erbe. At the outset 
only two or three hundred arches 
were made, but by the end of the 
year production has increased to 
thousands of units each month. 


“The year 1884 found the four 
year old concern expanding their 
lines of office equipment to in- 
clude interiors for vaults, bank 
buildings and court houses. In 
1888 the Schlicht and Field Com- 
pany was reorganized as the Office 
Specialty Manufacturing Company 
and the business was conducted 
under the same plan as formerly 
except that the line was somewhat 
increased. During the following 
year the Rapid Roller Copier was 
patented and placed on the mar- 
ket. This method of duplicating 
letters won instant approval and 
proved to be one of the best sell- 
ing items in the years that fol- 
lowed.” 


In the nineties the Y and E 
activities had swerved from the 
manufacture of numerous small 
items and had begun to embrace 
larger and more intricate jobs, 
including the making of mechani- 
cal voting machines and complete 
bottling machinery. So far as 
the last item is concerned, its 


(Turn to page 145, please) 
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MEMBER 


Wheenth Annual Assembly of 


N.T.0.M.D.A. STAGED AT DETROIT 


HE Book Cadillac hotel in De- 

troit was the scene of the 
fifteenth annual convention of the 
National Typewriter and Office 
Machine Dealers Association, 
which was held July 22 to 24 
inclusive. A program not so full 
of serious discussion as to inter- 
fere with a well planned social 
schedule provided a profitable and 
enjoyable three days for a dealer 
attendance substantially larger 
than usual. The large registra- 
tion and the keen interest which 
lasted through all sessions served 
as a tribute to the national offi- 
cers, particularly President John 
Loser and Secretary A. H. Witte- 
kind, and to the Detroit commit- 
tee of which O. A. Olson, the gen- 
eral chairman, Floyd Ketcherside, 
assistant general chairman and 
chairman of the program commit- 
tee, and Ed Snyder of Wholesale 
Typewriter Company were among 
the most active members. 

As usual, many of the manufac- 
turers were represented with dis- 
plays of their merchandise. The 
exhibits were located along the 
walls of the ballroom in which the 
sessions were held. Thus the ex- 
hibits automatically were open 
when the convention was not in 
session and closed just as surely 
when the meetings were called to 
order. Recognizing the difficulty 
of having a full attendance early 
in the day, the committee ar- 
ranged for each day’s program to 
open with visits to the displays. 
Thus, when the speaking started 
at eleven o’clock the manufactur- 
ers had had an opportunity to 
demonstrate their equipment. The 
dealers were ready to listen to the 
addresses and participate in the 


discussions. 


Titer Hee-thactall be 
Presidency — Vext 
er: am in Chicago 
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The convention rode in on a 
heat wave which lasted through- 
out the week. Notwithstanding 
temperatures in the nineties and 
over, the enthusiasm of the visit- 
ors never wilted. No sergeant-at- 
arms was necessary to round up 
the visitors. 

The novel system of getting 
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CALL TO SESSIONS BY BUGLE.— 

Jack Abramson, Boy Scout bugler, 

who sounded the call to each morn- 
ing’s session for the delegates. 


everyone in the right humor at 
the opening of the sessions which 
has been used during recent years 
was followed at Detroit. A Boy 
Scout bugler sounded the call to 
assembly. Then Irwin Vincent of 
Topeka led in community singing, 
with Ray W. Anders of Ames Sup- 
ply Company furnishing the ac- 
companiment. 

The principal addresses of the 
convention were five in number. 
Four were made by men within 
the industry, one without. The 
outsider was J. L. Flint of the De- 
troit Citizens’ Committee. The 
others were Clyde Jungbluth of 
Underwood Elliott Fisher Com- 
pany, William Metzger of Royal 
Typewriter Company, Gordon 
Laurence of Allen Calculators, 
Inc., and J. M. Hackney of Rem- 
ington Rand, Inc. The addresses 
appear elsewhere in this issue. 
The startling finish of Mr. Hack- 
ney’s address was such as to cause 
a large amount of comment. Mr. 
Metzger’s talk as usual was educa- 
tional, with practical suggestions 
for improving the dealer’s busi- 
ness. At its conclusion a motion 
was Made and carried instructing 
the secretary to distribute copies 
of it throughout the membership. 
Mr. Jungbluth got over the neces- 
sity to the dealer of getting a 
reasonable price for his merchan- 
dise and not giving away his profit 
in discount. Mr. Laurence showed 
possibilities for profit in the sale 
of adding and calculating ma- 
chines and cash registers, and 
ventured forecast as to the growth 
of the sale of portable computing 
machines as compared to portable 
typewriters. 

The first session was called to 
order by O. A. Olson, president 
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of the Detroit Typewriter Dealers 
Association and general chairman 
of the Detroit committee. He in- 
troduced E. H. Kennedy, com- 
misser of purchases and supplies 
for the City of Detroit, who ex- 
tended an address of welcome on 
behalf of the mayor, Ed. J. Jef- 
fries. The mayor was suffering 
from a cold. 

President Loser of the National 
Association introduced Floyd Ket- 
cherside and John Stifter, chair- 
men of the program and exhibit 
committees respectively, and ex- 
pressed his appreciation for their 
good work. 

Mr. Olson then asked the as- 
semblage to stand silently for a 
moment out of respect for those 
who passed away during the year. 

Mr. Loser followed with his re- 
port. He told something of the 
difficulties in establishing Dealers’ 
News and building up a mailing 
list which he now has as the prop- 
erty of the association. He told 
of various accomplishments and 
thanked the officers, directors and 
members for their cooperation 
and help. 

Mrs. Jessie Taylor read her re- 
port as treasurer, saying that the 
finances of the association were 
healthy, with a substantial bal- 
ance on hand. 

The next report was by A. H. 
Wittekind, executive secretary. He 
told of the work on Dealers’ News, 
a booklet on the aims and pur- 
poses of the association which 
was distributed to prospective 
members, a trade-in allowance 
schedule, an opinion by the asso- 
ciation’s counsel relative to the 
effect of the wage and hour law 
upon the industry which was 


mailed to dealers throughout the 
country, a pamphlet prepared 
through the codperation of Leo 
Adler outlining in detail the duties 
of the convention committee. 

Charles F. Krause, Jr., was 
called upon for some comments on 
the wage and hour law, which 
were made extemporaneously but 
were practically the same as his 
letter referred to in Mr. Witte- 
kind’s report. 
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James P. Ward of Reliable 
Typewriter & Adding Machine 
Corporation was introduced as 
chairman for the day. He stated 
that he had been listening to the 
reports of the officers and knew 
that they had been doing a large 
amount of work. He himself was 
president of the association for 
two years. He introduced John 
LaHiff, president of the New York 
Association. 

A. E. Glassman of Rochester 
asked that something be said 
about the new association in Kan- 
sas City. He told of attending a 
Corona dealer meeting in that city 
and of urging that a local be 
formed. Mr. Loser also went to 
Kansas City and with the help of 
Jack Doyle, local dealer, one was 
started. 

At this point Mr. Ward an- 
nounced the gift of a wrist watch 
to the member who had brought 
in the largest number of new 
members during the year. It was 
presented to I. R. Ritchie of New 
York. Second prize went to Mr. 
Doyle. It consisted of a gold 
fountain pen and pencil set. 


Mr. Flint Warns Against 
Racketeers 


Following luncheon there was a 
distribution of some of the razors 
furnished by Mr. Hackney of Rem- 
ington Rand, Inc., after which the 
first address of the convention 
was given by Mr. Flint. It was a 
warning to the visitors to be par- 
ticularly careful in making dona- 
tions to be sure that they went to 
worthy recipients. He had infor- 
mation showing how many well 
intentioned people were sold by 
fake organizations and_ that 
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Resolutions 


Adopted at the Fifteenth Annual Convention of the National 
Typewriter & Office Machine Dealers Association 


Whereas the present market for 
portable typewriters is definitely af- 
fected by the credit and department 
stores, and other like outlets using 
such machines as loss leaders, and 

Whereas the dealers of the nation 
are desirous of protecting their 
markets and competing with such 
outlets on an equal basis, 

BE IT HEREBY RESOLVED: 
That the N. T. O. M. D. A. support 
that or those manufacturers who 
will price fix all its or their portable 
typewriters, including all discon- 
tinued models, by contacts in ac- 
cordance with the respective State 
Fair Trade Acts, and 

BE IT HEREBY FURTHER 
RESOLVED: That no such type- 
writer be so priced at a sum which 
will afford the retailer less than a 
reasonable dealer profit and a mini- 
mum of ten dollars on any machine, 
and 

BE IT FURTHER RESOLVED: 
That a copy of this resolution be 
mailed to the president of each 
manufacturer of such machine, and 

BE IT FURTHER RESOLVED: 
That unless the manufacturers so 


price fix all such machines under 
the Fair Trade laws, this associa- 
tion requests that all machines be 
removed from Fair Trade price 
fixing contracts by the manufac- 
turers. 

A similar resolution will be of- 
fered covering factory rebuilts by 
manufacturers, and duplicating and 
adding machines. 

* * &* 

Whereas this association has been 
informed that there exists through- 
out the nation misleading and 
evasive advertising by many whole- 
salers in the office machine industry, 
and that this association is desirous 
of correcting such conditions, 

BE IT RESOLVED: That a com- 
mittee be appointed by the president 
to investigate such condition and 
take such steps as it deems neces- 
sary to bring such advertisers be- 
fore the proper authorities. 

* * * 

BE IT HEREBY RESOLVED: 
That all office machines which are 
the subject of premium sales by the 
manufacturers, be marked as “pre- 
mium machines” by such manufac- 


turers, and that such machines be 
sold under contracts prohibiting the 
purchaser from reselling same to 
other retail or wholesale dealer 
outlets. 

* * & 

BE IT HEREBY RESOLVED: 
That this association request the 
manufacturers to enforce their fair 
trade contracts in the various states 
in which such contracts have been 
executed by them. 

* * * 

Whereas each and every dealer, 
manufacturer, their friends and 
wives attending this convention have 
enjoyed greatly the hospitality of 
the Detroit dealers and the ladies’ 
committee and have further enjoyed 
the grand times arranged for them, 

BE IT HERE RESOLVED: 
That the entire membership of the 
convention assembled, extend sin- 
cere thanks to the members of the 
Detroit Dealers Association for 
their untiring efforts in making this 
convention such a huge success, and 
that this resolution be spread upon 
the permanent records of this con- 
vention. 








checks solicited in the names of 
churches and other charitable 
organizations actually went to 
fakers or confidence men who 


cashed them in some convenient 
saloon. 

The next address was that of 
Mr. Jungbluth. It is printed in 
full elsewhere. 

Mr. Krause was called upon for 
comments on the Fair Trade Act. 
They are printed an another page 
of this report. 

Before the second day’s program 
was under way a fine large Royal 
clock and a display stand were 
given away by Royal Typewriter 
Company. The clock went toC. S. 
Ferniak of Mansfield, Ohio, the 
stand to F. C. Waltz of Cincinnati. 

Mr. Olson read telegrams from 
L. P. Naylor of Victor Adding 
Machine Company, Joe Mills of 
L. C. Smith & Corona Typewriters, 
Inc., and Lamont H. Wood of Kan- 
sas City, expressing regret at in- 
ability to attend and best wishes 
for a successful convention. 
Metzger Discusses Sales Building 

Methods 

Hazen Ames of Ames Supply 
Company was installed as chair- 
man of the day. He called upon 
William Metzger of Royal Type- 


writer Company who gave a talk 
having mostly to do with methods 
for building up sales and for 
evening up the sales chart so as 
to lessen the depth of the valleys 
or, in other words, to have a more 
uniform volume of _ business 
throughout the year. After some 
interesting comment on the ad- 
dress its distribution among the 
membership was ordered. 


The chairman for the third day 
was I. H. Dawson of The Dawson 
Company, Cleveland. He an- 
nounced the program for the day 
and before the first scheduled 
speaker was called upon asked 
Joe Waedekin, president of the 
Milwaukee Association, to tell 
something of activities in his city. 
He reported that some ills of the 
trade were removed by forming 
the organization, that the results 
were highly satisfactory and that 
all the Milwaukee dealers had 
joined. 

Gordon Laurence of Allen Cal- 
culators, Inc., was called upon to 
deliver his address, which follows 
this general report. 

The next address was by J. M. 
Hackney of Remington Rand, Inc., 
which will be found on another 


page. It had to do with a sug- 


gestion of registering all of the 


company’s portable models under 
Fair Trade. The applause indi- 








cated that his words reached a 
very responsive audience. Time 
did not permit a discussion period 
but a number of informal discus- 
sions were held a few minutes 
later over the luncheon tables. 

Before adjournment Mr. Daw- 
son called upon M. S. Bandoli, gen- 
eral sales manager of Victor Add- 
ing Machine Company, and A. C. 
Buehler, president of the com- 
pany, for a few remarks. Mr. 
Bandoli expressed his apprecia- 
tion for the opportunity of meet- 
ing the visitors and for the con- 
tacts he had made during the 
convention. He expressed the de- 
sire of his company to participate 
as much as possible in the associa- 
tion’s annual gatherings. Realiz- 
ing the hour was late, Mr. Buehler 
reduced his remarks to a warm 
greeting in two words, “Hello 
Folks.” 


Collections Commented Upon 
Briefly 


The final afternoon — session 
opened with a talk on collections, 
by Charles Krause, attorney of the 
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New York group. He spoke briefly 
on the advisability of having some 
centralized body to which mem- 
bers could send their overdue 
claims for collection. He felt that 
the benefit of some such service 
would be worth much more to the 
dealer than the modest annual 
dues paid the association. 

Then followed the report of the 
resolutions committee. After a 
long discussion the _ resolutions, 
which are shown elsewhere, were 
adopted practically as the com- 
mittee presented them. 

Following the adoption of the 
resolutions, R. H. Preston of 
Knoxville offered one from the 
floor to the effect that the office 
of secretary become an elective 
position instead of appointive as 
at present, that the present sec- 
retary be continued at present re- 


muneration with the possibility 
of increase as the result of addi- 
tional membership secured. O. A. 
Olson of Detroit also spoke in 
favor of a permanent secretary, 
stating that such a person would 
have been of benefit to him in 
making arrangements for the con- 
vention. His idea was a pay-as- 
you-go proposition, the secretary’s 
salary to be determined by the 
membership, the present pay for 
part time work not being con- 
sidered. The idea was received 
favorably but the question of 
financing a full time man to some 
was a drawback. A majority de- 
cided to leave the matter over 
until next year. 


Another decision of the as- 
sembly was to authorize the board 
of directors to change the fre- 
quency of issue of Dealers’ News, 
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the association’s magazine, from 
monthly to four times or more in 
a year. 


Election of Officers and Directors 


President John Loser, Noiseless 
Writing Machine Service Com- 
pany, New York, and Vice-Presi- 
dent Irwin Vincent, Western 
Typewriter Company, Topeka, 
Kansas, were re-elected. Leo 
Adler of Cleveland Calculating 
Company was elected treasurer to 
succeed Mrs. Jessie Taylor. A. H. 
Wittekind was re-appointed secre- 
tary. The membership of the new 
board of directors will be found on 
page twelve. 

Four cities were presented for 
the 1941 gathering. These were 
Baltimore, Milwaukee, Kansas 
City and Chicago. Lamont Wood 
of Kansas City, one of the most 
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RANDOM SHOTS TAKEN IN AND AROUND THE CONVENTION HEADQUARTERS AND OUTING 


. A deck view during the cruise. Behind the rail are Irwin 
Vincent, Western Typewriter Co., Topeka; R. V. Schliebner, 
Remington Rand Inc.; S. J. Graff, Speed-O-Print Corp.; Frank 
Cooper, Codo Mig. Co.; Irvin Dawson, The Dawson Co., 
Cleveland; Jacob Penn, The Melior Co., New Rochelle, N. Y. 


. Sign outside the hotel headquarters proclaiming the con- 
vention to the city. 


. The association's officers after a busy (and hot) day. Irwin 
Vincent, Western Typewriter Co., Topeka, vice-president; 
Leo Adler, Cleveland Calculating Co., treasurer; John Loser, 


Noiseless Writing Machine Service Co., New York, presi- 
dent; A. H. Wittekind, secretary. 


. Seated: W. H. Banning, Wolverine Typewriter Co., Lansing. 


Mich.; Jack Mitchell, Pontiac, Mich.; Mrs. Mitchell; A. W. 
Peters, Battle Creek, Mich. Standing: F. C. Waltz, Waltz 
Typewriter & Adding Machine Co., Cincinnati; C. W. Neilson, 
Nelson Typewriter Co., Lansing, Mich. 


. Tom Stack. Stack Typewriter & Supply Co., Chicago, chat- 


ting with J. E. Grady, former president of the Rebuilt Type- 
writer Company who sold out and left the industry twenty- 
five years ago. 
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constructive presidents the asso- 
ciation has had, made an impres- 
sive presentation by mail. It was 
thought best, however, to return 
to Chicago. The Palmer House in 
that city was chosen as conven- 
tion headquarters. 

The convention adjourned after 
the choice of the city for next 
year was made but the annual 
banquet was the wind-up of the 
three day program. It was a thor- 
oughly enjoyable affair. A first- 
class orchestra furnished music 
for dancing during the dinner. 
Afterward special entertainment 
was provided by well known radio 
performers. The final number on 
the program was extemporaneous 
and was provided by Elmer 
Young. It is referred to under 
the heading “Convention Notes.” 


Ladies’ Entertainment 


About twenty to twenty-five 
women braved the heat Monday 
morning, leaving by bus for Ford’s 
plant, a distance of about eight 
miles. The first point of interest 
was the Rotunda, which was 
brought back from the Chicago 
Century of Progress and reas- 
sembled. Special guides were pro- 
vided so that all the most interest- 
ing highlights were covered. One, 
perhaps enjoyed as much as any, 
was the most modern air condi- 
tioned lounge used by Henry Ford 
when entertaining his special 
guests. A Ford bus then took the 
group to the Assembly building 
where each employe does his own 
little job, turning out a car a min- 
ute. Unfortunately, they were not 
souvenirs. 

Following a lovely luncheon at 
the beautiful, cool Dearborn Inn, 
inspection of the grounds, picture 





taking etc., the busses transported 
the ladies to Greenfield Village, 
which occupied the afternoon. 
Most of the courageous souls with- 
stood the ninety-five degree tem- 
perature and made quite a com- 
plete tour, wishing that they had 
had a week to devote to this inter- 
esting spot instead of a few hours. 

Mrs. Tom Riendl and others of 
the Ladies’ Program Committee 
directed the group, sparing no de- 
tail which would add to the com- 
fort and enjoyment of their guests. 

Tuesday morning saw the ladies 
again on the bus, this time bound 
for Belle Isle, under the direction 
of Mrs. Marjorie Monahan of De- 
troit. While going through the 
city, and on the island, Mrs. Mona- 
han pointed out spots of interest 
with data concerning them, which 
added to the pleasure of the ride. 
On the Isle many picnickers had 
already sought refuge from the 
heat and were enjoying the beauty 
and calm of the natural surround- 
ings. 

Bus returned in time for lunch 
at the Book Cadillac, after which 
followed the delightful boat trip 
on Lake St. Clair, with dinner 
aboard. 

The ladies, who on Wednesday 
morning were still “game” for an- 
other tour, boarded the bus short- 
ly before noon for a trip to the 
Shrine of the Little Flower. Be- 
fore arriving at that point, a 
sumptuous chicken dinner was 
served to them at a nearby res- 
taurant, after which the time was 
spent inspecting this national 
shrine and its surroundings and in 
buying souvenirs. Father Cough- 
lin was present, and a priest 
served as guide, explaining the 
Significance of the various ap- 
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pointments. There was much of 
inspiration to one of any faith. 

Bus returned at 3:30 P.M., leav- 
ing the ladies free to rest up for 
the banquet or enjoy shopping in 
Detroit’s air conditioned depart- 
ment stores. 


The Boat Trip 


The Detroit committee char- 
tered the City of Detroit III, a 
large passenger boat, for the 
afternoon and evening of the sec- 
ond day. Practically the entire 
convention party took the trip. 
After luncheon in the hotel the 
guests were hurried to the boat 
by taxicab. Afternoon entertain- 
ment was left up to the individual. 
Some preferred to sit out on deck 
to enjoy the breeze and the scen- 
ery. The trip was made up the 
Detroit river into Lake St. Clair. 
Because the freight traffic was un- 
usually heavy, with a steady suc- 
cession of boats, mostly south 
bound apparently carrying ore, 
there was much to see in addition 
to the natural scenery furnished 
by the water, the land adjacent 
and the islands. Music was fur- 
nished for dancing practically all 
afternoon. Some did a bit of cram- 
ming in the hope of passing the 
examination into the Order of the 
Cardinals. Others roamed around 
the large vessel, partly out of curi- 
osity. At six o’clock dinner was 
served. It was followed by a musi- 
cal program and other forms of 
entertainment in which some of 
the visitors participated. Mrs. 
Jessie Taylor sang; Mrs. Marjorie 
Monahan gave some piano num- 
bers; Gordon Laurence doubled in 
brass as a pianist, and Elmer 
Young provided some terpsicho- 
rean feats. 


SLIGHTLY NIGHTMARISH. —This trio 

startled many a jittery delegate who 

came upon it unexpectedly. If the masks 

were withdrawn one would recognize 

Elmer Young, Floyd Ketcherside and 
O. A. Olson. 
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A PAGE OF N. T. O. M. D. A. CONVEN- 


1. 
2. 


10. 
. W.A. Metzger and J. J. Konrath, Royal 


13. 


14. 
15. 


16. 


TION PICTURES. 


O. A. Olson, chairman Detroit com- 
mittee. 

James P. Ward, Reliable Typewriter 
& Adding Machine Corp., Chicago; 
John Loser, Noiseless Writing Ma- 
chine Service Co., New York, presi- 
dent, N. T. O. M. D. A.; R. H. Preston, 
Knoxville, Tenn.; Elmer Young, 
Young Office Equipment Co., Chi- 
cago. Standing: Loren E. Spiece, 
Loren E. Spiece Co., Bucyrus, Ohio; 
I. J. Nestor, Nestor Typewriter Ex- 
change, Detroit: W. R. Shilling, Fort 
Pitt Typewriter Co., Pittsburgh, Pa. 
J. L. McDonough, Royal Typewriter 
Co.; S. E. Durand, Reliable Type- 
writer & Adding Machine Corp.; J. J. 
Konrath, Royal Typewriter Co. 
George McKee and L. G. Buchholz, 
L. C. Smith & Corona Typewriters; 
Frank Jones, Jones Typewriter Co., 
Madison, Wisc. 

Earl DeGroot, DeGroot Typewriter 
Co., Kalamazoo, Mich.; George Carr, 
Carr Typewriter Exchange, New 
York; Sam Hutter, Check Writer Co. 


. L. A. McCaffrey, Royal Typewriter 


Co.; S. E. Durand; Floyd Ketcherside, 
Buckland-Van Wald Co., Detroit, 
Mich. 


. Jacob Penn, Melior Co., New Ro- 


chelle, N. Y.; Mrs. Jessie I. Taylor, 
Globe Typewriter Co., New York; An- 
ton P. Pohl, Jr.; Jim Lafferty, Under- 
wood Elliott Fisher Co. 

E. F. Hancock, Remington Rand, Inc.:; 
Mrs. I. J. Nestor, Detroit; Mrs. A. W. 
Peters, Battle Creek, Mich.; James P. 
Ward; Mrs. Thomas Conn, Cleve- 
land; Mrs. Stifter, Detroit; I. J. Nestor, 
Nestor Typewriter Exchange; J. M. 
Hackney, Remington Rand Inc. 


. J. J. Konrath, Royal Typewriter Co.; 


Marcus Harwitz, Regal Typewriter 
Co. 

Hank Schroeder, Remington Rand, 
Inc.; W. G. Hackney; J. M. Hackney. 


Typewriter Co.; Dick Shay, Whole- 
sale Typewriter Co.; John P. Hoffman, 
McTaggart-Hoffman Co., Port Huron, 
Mich. 


. R. H. Preston, Knoxville, Tenn.; C. I. 


Whitmer, The Typewriter Exchange, 
Columbus, Ohio; James P. Ward; J. J. 
Sheehan, The Office Appliance Co., 
Providence, R. I. 

J. J. Ferary, Typewriter Store, Inc., 
Syracuse, N. Y.; Leo Adler, Cleveland 
Calculating Co., Cleveland. 

S. M. Bandoli, Victor Adding Machine 
Company. 

W. J. McCormack, Cloyes Gear 
Works; A. F. Bakewell, Victor Add- 
ing Machine Co.; W. J. Rehm, Wol- 
verine Typewriter Co., Detroit; S. J. 
Graff, Speed-O-Print Corp.; J. J. 
Sheehan, The Office Appliance 
Co., Providence, R. I.; A. C. Buehler 
and H. S. Dunn, Victor Adding Ma- 
chine Co.; Bill Tough, Highland Type- 
writer Co., Detroit, Mich. 

Seated: A. W. Schlecht, Typewriter 
& Supply Co., Cleveland; Mrs. Robert 
A. Novak, Cleveland; James O’Con- 
nor, Regal Typewriter Co.; Ed Pfahl, 
Adding Machine Sales & Service, 
Cleveland. Standing: J. A. Burns, 
Goldsmith Bros., New York; Robert 
A. Novak, Ohio Business Machines, 
Cleveland; J. O. Wilcox, Alliance, 
Ohio; Fred Fenske, Fenske Business 
Equipment Co., Bay City, Mich.; John 
F. Karle, Dawn Manufacturing Co. 
Don T. Hostettler, Hostettler Type- 
writer Company, Inc., Ashland, Ohio. 
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1. Mrs. Hazen Ames, Chicago; Mrs. R. W. Anders, Chicago; 4. Mrs. McKeag, Pittsburgh; Mrs. Alice Knapp, Detroit; Mrs. 
R. W. Shilling, Pittsburgh; Miss Shilling, Pittsburgh. 
Miss Retz, Pearl River, N. Y.; Miss Diviaczky, New York; Miss 


Mrs. Marin, Detroit. 


2. Mrs. Tom Riendl, Detroit; Mrs. Floyd Ketcherside: Detroit. 


-% 
Bogdanffy, Rockville Center, R. I. 


3. Mrs. J. O. Waedekin, Milwaukee; Mrs. Thomas Conn, Cleve- 6. Mrs. Goodchild, Salem, Ohio; Mrs. T. Burns, Mansfield, 


land; Mrs. Alice Knapp, Detroit; Mrs. A. H. Wittekind, New 
York: Mrs. John Loser, New York; Mrs. J. J. Ferary, Syra- 


cuse, N. Y. 


While most of the entertain- 
ment was planned well in advance, 
part of it was spontaneous, parti- 
cularly that furnished by Elmer 
Young. Elmer joined in with the 
paid entertainers at Club Royale 
where dinner was served the first 
evening. He also put on several 
stunts on the boat trip and at the 
banquet, not to mention a show 
he put on with masks for props 
the day preceding the convention. 
His crowning achievement was a 
Strip tease act put on during the 
boat ride and repeated with em- 
bellishments by request as the 
final entertainment number after 
the banquet. 

* * * 

Mrs. Marjorie Monahan proved 
to be a musician of real ability. 
Some of her friends persuaded her 
to play several numbers on the 
boat. They were classical music 
presented in excellent style. 


* * * 


Another musician aboard was 
Gordon Laurence. His versatility 
was demonstrated when he took 


Convention Sidelights 


Rambling Pick Ups from the 
Reporter's Notebook 


the place of the pianist of the 
orchestra on a difficult number 
and came out even. 


* * * 


Loren E. Spiece of Bucyrus, Ohio, 
had to step on it. En route to 
Detroit he was delayed, and ar- 
rived Tuesday with just two min- 
utes to leave his belongings in the 
hotel and get into a cab to take 
him to the boat. His first day at 
the convention was spent on the 
Detroit river and Lake St. Clair. 


* * * 


Knox Armstrong of Victor Add- 
ing Machine Company likes to 
know what makes the wheels go 
around. During the boat trip he 
went down into the engine room 
and helped fire the boilers. He 
enjoyed himself down in the hold 
just as much as others did up on 
deck. 


Ohio; Mrs. Holzer, Alliance, Ohio; Mrs. D. L. Burns, Mans- 
field, Ohio; Mrs. Tom Riendl, Detroit. These pictures were 
taken on the trip to the Ford plant and Greenfield Village. 


Perhaps the fact that Windsor 
is south of Detroit proved a bit 
confusing. At any rate a party of 
convention visitors from New York 
coming by boat, including Jim 
Lafferty and John LaHiff, had a 
discussion as to which side of the 
river was the United States. The 
principal spokesman was ready to 
claim Windsor and give Detroit to 
Canada until he saw some unmis- 
takable landmarks. 

* * * 

An old timer who made use of 
the convention as the means of 
renewing past acquaintances was 
J. E. Grady, an active operator in 
the typewriter field years ago as 
president of the Rebuilt Type- 
writer Company of Chicago. He 
has been out of the industry 
twenty-five years but a number of 
those who were in the business 
while he was selling typewriters 
were at the convention and en- 
joyed reminiscing with him. 

* - * 

At most conventions over a 

period of seven or eight years Jim 
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Ward has offered to all who were 

interested an opportunity to join 

the Order of the Cardinals. The 

ritual proved a bit too difficult 

for most candidates, but a few 

came through with colors flying. 
a * + 


At one of the business sessions 
a straw vote for president was 
taken. The result was reported as 
ninety-four for Willkie to twenty- 
one for Roosevelt. 

* x x 

Tom Conn of Cleveland was a 
fortunate recipient of one of the 
Remington Rand dual shavers. 
Just why he was so anxious to win 
it is a mystery, since he has six 
little shavers at home already. 

* * * 

To see C. S. Ferniak carrying 
the Royal clock which was award- 
ed to him at the opening of the 
second day’s session reminded one 
of a story told by Bill Hoge of The 
General Fireproofing Company. A 
family was moving to a new loca- 
tion only three blocks away from 
the old. Everything was entrusted 
to the movers except the tall 
grandfather’s clock which the 
owner decided to carry personal- 
ly. At the end of the first block 
when he had set down the clock 
to get his wind and wipe off the 
perspiration, a little girl stepped 
up to him and said, “Say Mister, 
wouldn’t it be better if you carried 
a watch?” 

* ~ * 

Chairman Olson worked long 
hours for weeks before the con- 
vention—so hard that in the two 


weeks immediately preceding he 
lost seventeen pounds. 
* ” + 

The manufacturers were liberal 
with their donations which in- 
cluded both advertising novelties 
and some of their own merchan- 
dise. 

Remington Rand, Inc., donated 
twenty-seven of their dual shave 
razors which were distributed un- 
der supervision of J. M. Hackney. 

The Royal Typewriter Company 
donated a large clock with the 
name Royal on it, which is parti- 
cularly valuable for a dealer’s 
store both for its practical value 
as a timepiece and as an excellent 
medium of advertising. This com- 
pany also donated a display stand. 

Regal Typewriter Company do- 
nated a clock somewhat similar to 
that of Royal. 

Victor Adding Machine Com- 
pany donated one of the attractive 
new Victor portables. 

Speed-O-Print Corporation do- 
nated two Speed-O-Print duplica- 
tors. 

Peerless Key-Imperial Manufac- 
turing Company offered twelve 
sets of Peerless rubber keys, which 
found their way to John Loser, 
president of the association. 

Both Ames Supply Company 
and Shipman-Ward Manufactur- 
ing Company presented attractive, 
modern tool kits, ideal for office 
machine mechanics. 

The Dawn Manufacturing Com- 
pany presented everyone at the 
convention with an American 
Beauty boutonniere. In order to as- 
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sure coverage they were presented 
at the one luncheon at which the 
men and the ladies ate together. 
On the other two days the ladies 
were on outings, having lunch one 
time at Dearborn Inn and on an- 
other occasion at a restaurant 
near the Shrine of the Little 
Flower. 

The American Writing Machine 
Company distributed a supply of 
thermometers, small and compact, 
and mounted on a rubber suction 
cup so that by slight pressure they 
could be fastened on desk top, 
window, or any other convenient 
places. One guest hit upon the 
novel idea of wearing his on top 
of his badge. 

Wholesale Typewriter Company 
distributed to the rooms of the 
visitors a booklet entitled “The 
Story of the Master Grade Under- 
wood,” enclosed with which were 
blotters, a Master Grade decal- 
comania sign and a handsome 
card case in which were enclosed 
erasing shields and the current 
price list of Master Grade ma- 
chines. 

Ames Supply Company distrib- 
uted a key chain attached to a 
small cylindrical device in which 
was enclosed an_ identification 
blank. One dealer in a jovial mood 
remarked that this souvenir 
reached its ultimate value when 
you lost it, particularly if the 
identification blank were used. 

Probably there were other sou- 
venirs which should be mentioned 
but they did not come to the re- 
porter’s attention. 


Exhibitors at N. T. O. M. D. A. Convention 


ALLEN CALCULATORS, INC., New 
York. Products shown were the R. C. Allen 
adding and calculating machines in hand and 
electric models, including the cash register 
machine. Gordon Laurence, assistant to the 
president, and Glenn B. Farrell were on hand. 

AMERICAN WRITING MACHINE 
COMPANY, New York. In this exhibit were 
shown the Monarch portable adding machine 
in hand and electric models, rebuilt typewriters, 
both standard and noiseless, as well as a line 
of typewriter parts and duplicating machine 
supplies. M. D. Swain and R. A. Brabant 
were in attendance. 

AMES SUPPLY COMPANY, Chicago. 
One of the principal features at the Ames 
booth was the Ames Paper Grip feed roll which 
was demonstrated with a glass platen. Other 
products were packaged typewriter specialties, 
tools, and an excellent tool kit grip. In at- 
tendance were Hazen R. Ames, president of the 
company, also Ray W. Anders, John Mooney 
and Bud Marin. 

CHECK WRITER COMPANY, New 
York. In this exhibit were a check signer which 
the company makes, also check writer parts 
for various makes of machines, and rebuilt 
check writers, adding machines, calculators 
and other mechanical office equipment. Samuel 
Hutter was in charge. 

CLOYES GEAR WORKS, Cleveland. 
Here were displayed a line of parts for various 
types of adding and computing machines. 
W. J. McCormack was on hand to greet the 
dealers and explain the company’s story. 

DURABLE TYPEWRITER STAND 
COMPANY, Detroit. Metal typewriter stands 
and tables for general office use were dem- 
onstrated at this booth. C. A. Langlotz was 
in charge. 


MILBURN & COMPANY, Detroit. Here 
was demonstrated a product known as Hek, 
for the removal of hectograph ink, stains, copy- 
ing ink, etc. It was shown in liquid and cream 
forms. Other products were Kleertype type- 
writer cleaner and Panama cleansing cream. 
Sam Tomane and Joe Stifter were present. 

PARAMOUNT DICTATING MACHINE 
AND RECORD COMPANY, New York. 
The products shown included rebuilt dictating 
machines and an extensive line of dictating 
machine parts. J. M. Rice presided. 

REGAL TYPEWRITER COMPANY, 
New York. A number of Regal typewriters 
were shown at this booth. Marcus Harwitz, 
general manager of the company, and James 
O’Connor were in charge. 

REMINGTON RAND, INC., Buffalo, ex- 
hibited new lines of Remington Rand portable 
adding machines and Remington portable type- 
writers, also the Remington typewriter in 
standard and noiseless models. In charge at 
this exhibit were J. M. Hackney, George 
Fotis, R. V. Huff, R. V. Schliebner, S. J. 
Hiles, Ernie Hancock and Hank Schroeder. 

ROYAL TYPEWRITER COMPANY, 
New York. A full line of Royal portables, also 
Roytype ribbons and carbon paper were shown. 
Among those present were William Metzger, 
W. H. Lewis, R. A. Langlois, J. J. Konrath 
and Mr. Hendershot. 

SHIPM‘N-WARD MANUFACTUR.- 
ING COMPANY, Chicago. A full line of 
typewriter tools, parts for typewriters and 
adding machines, and rebuilt adding machines 
and calculators were shown. Also other spe- 
cialties. Luis de Olazarro, assisted by J. G. 
Coumbe and Alexander (Buddy) Johnson, was 
on hand to greet the visitors. 

L. C. SMITH & CORONA TYPE- 


WRITERS, INC., Syracuse. At the L. C. 
Smith booth were shown a full line of L. C. 
Smith and Corona typewriters and the Corona 
adding machine. John J. McCormick, vice- 
president of the company, was in attendance, 
also Harold Rodeker, George McKee, W. 
Buckland and L. G. Buchholz. 

SPEED-O-PRINT CORPORATION, Chi- 
cago, demonstrated the Speed-O-Print duplica- 
tor in hand and automatic feed models, also 
the Speed-O-Scope, the company’s Pulpit dis- 
play stand, stencils, inks and other duplicator 
supplies. S. J. Graff was in charge at this 
booth. 

UNDERWOOD ELLIOTT FISHER 
COMPANY, New York. The products fea- 
tured were Underwood portable models in- 
cluding noiseless. Clyde Jungbluth, Jim Laf- 
ferty and Dick Shay were in attendance. 

VICTOR ADDING MACHINE COM- 
PANY, Chicago. In this active and attractive 
exhibit were shown the Victor Adding Ma- 
chine Company’s wares, ranging from portable 
to larger models including electric. A display 
showed a section of the Victor mechanism in 
action. Beside it were one of the first ten Elgin 
watches made, still keeping accurate time, one 
of the new Lord Elgin models, a picture of a 
new streamlined automobile, a model of the 
United Airlines plane, all being examples of 
modern engineering. Among those in attend- 
ance were A. C. Buehler, president of the 
company; M. S. Bandoli, sales manager; also 
Knox Armstrong, Alvin Bakewell, J. L. Jack- 
son and H. §. Dunn. 

WHOLESALE TYPEWRITER COM- 
PANY, New York. Featured in the Whole- 
sale booth were Master Grade rebuilt Under- 
woods. Among those in charge were Frank 
Rooney, Ed Snyder and Pete Healy. 
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The President's Report 


I was given the honor of being 
elected president of this associa- 
tion, and upon my arrival back in 
New York, I called in the secretary 
to check over the resolutions on 
what we were supposed to perform 
for the coming year. 

I then called upon the secretary 
to start producing the “Dealer 
News,” and was advised that he 
had no equipment to do such a 
job. I wrote to the former secre- 
tary asking him to forward the 
property of the association. It 
consisted of a hand addressing 
machine and a twenty-drawer cab- 
inet. There were no plates and no 
mailing list. 

This gave usa bad start. I found 
it necessary in order to build up a 
strong and lasting association, to 
get modern equipment. I called 
upon each one of the members of 
the Board of Directors for ap- 
proval of the purchase of an elec- 
tric Addressograph, 5,000 frames, 
and 5,000 name plates—but we 
still had no mailing list. 

A few days later, I was in Radio 
City, where I have a store. I 
passed one of the public telephone 
Stations and there I saw in the 
racks the classified red books from 
almost all of the large cities of the 
United States. I arranged to se- 
cure a copy of the books listing 
the typewriter, adding machine, 
and office equipment dealers’ 
names and addresses. 


l’ IS almost a year ago today that 
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This gave us a mailing list. Soon 
after we completed the list, we 
published the November “Dealers’ 
News,” and if you will look around 
the hall you will see samples of 
the magazines we have published. 
We then found it necessary to 


have a Convention Organizing 
Manual, which is now in our 
possession. 

After completing this we de- 
voted our time to increasing the 
membership of the National As- 
sociation and found it essential to 
publish a small book entitled, 
“Why You Should Join Our Asso- 
ciation.” We then published an 
“Allowance Book,” for members, 
and you will note that this book 
is very much improved over the 
previous books. 

Following this, we published a 
Book of Rules and Regulations, 
which we felt was important to 
have. I still find it necessary, in 
order to increase the membership 
of this association, to publish a 
Book of By-Laws. It has been im- 
possible for me to do so prior to 
this convention. 

I must confess that I have had 
to conduct the organization for a 
whole year without having a copy 
of the By-Laws. The only response 
I could get to inquiries was, “No 
one knows where it is.” I hope 
you will encourage the Resolutions 
Committee to discuss this matter 
and approve it. 

In closing, I wish to say that it 
has been my desire at all times to 
promote the best interests of the 
association, and I thank the offi- 
cers, directors, and members, for 
their codperation and help, which 
made it possible for me to com- 
plete my year in office. 


The Secretary's Report 


land passed several resolutions 
ich your offieers have faithfully 
tried to carry out. 

The first, that the Dealers’ News 
be continued; the second, that 
every effort be made to increase 
the membership. In the past year 
we have mailed over 35,000 copies 
of the Dealers’ News at the rate of 
approximately 5,000 copies each 
month. We have tried to improve 
its appearance and its content, to 
the point that we have received 
many favorable comments upon it. 

Using the Dealers’ News as a 
medium, a membership campaign 
was started. As a result of this 
method of advertising and through 
the codperation of our directors, 
especially Mr. Ritchie of New 
York; Mr. Glassman of Rochester, 
and Mr. Doyle of Kansas City, we 
have increased the membership of 
the National Association by over 
fifty new, or reinstated members, 
retaining at the same time all but 
a very small fraction of our 1939 
membership. Our paid member- 
ship today is at the highest peak 
in the association’s history. 

A twelve page booklet describing 
the aims and purposes of the asso- 
ciation has been printed and dis- 
tributed to over 2,000 prospective 
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members throughout the United 
States. 

A Trade-In Allowance Schedule 
this year has been greatly im- 
proved not only in appearance but 
in its contents. 

An opinion by the association’s 
counsel relative to the effect of 
the Wage and Hour Law upon our 
industry has been printed and 
mailed to over 5,000 office machine 
dealers and many questions of a 
legal nature have been answered 
by our counsel without cost to our 
membership. 

We have under consideration at 
the present time a nationwide col- 
lection service, whereby the deal- 
ers’ collections can be handled by 
one central collection agency. 

The 1934 convention appointed 
a committee to formulate Rules 
and Regulations for the control of 
local affiliated associations. We 
were unable to find any report of 
this committee. Authority having 


been granted for this work—a 
twenty-seven-page book has been 
prepared and distributed to the 
Board of Directors for considera- 
tion and recommendations. 

Through the codperation of Mr. 
Leo Adler, national director from 
Cleveland, a _ thirty-two-page 
pamphlet has been prepared and 
is being used for the first time at 
this convention. This book out- 
lines in detail the duties of the 
convention committee. It sets 
forth in detail budget control over 
income and expenditures. It dele- 
gates to your national president 
the final decision on all questions 
in dispute, so that a financial 
profit may be realized from each 
convention. 

Through the efforts of President 
Loser, a mailing list of over 5,000 
names and addresses has been 
compiled, and is now the property 
of the National Association. 

All of the foregoing has been 
accomplished in addition to the 
regular duties and routine work of 
your executive officers. An exam- 
ination of the books will show that 
your association has operated dur- 
ing the past year with a reduction 
in expenditures which are twenty- 
five per cent lower than the pre- 
vious administrations. 








A CONVENTION CHAIRMAN WORKS.—Irvin Dawson of the 





Dawson Company, 
Cleveland, chairman of the day, types his program while J. T. Boyce, S. L. Ewing 
Company, offers advice. 


Citizens Vs. Racketeers 


OU very seldom hear of the 

Detroit Citizens’ Committee— 
we don’t hunt ducks with a brass 
band. We have to keep plugging 
away against these gentlemen who 
are attempting to take your 
money. 

We have an awful lot of people 
who are going around over the 
country attempting to cheat and 
they are trying to take money 
away from you on every kind of 
pretext without giving anything 
in return. The popular name for 
that kind of humanity is, “rack- 
eteers.” And that name has be- 
come quite generally used today, 
so that even among business men, 
when they meet each other on the 
street, they say, “Well, Bill, what 
is your racket?” We call them 
“slick scheme artists,” and we call 
that kind of racket—‘‘mercenary 
crime.” 

We have a committee composed 
of some seventy-two different as- 
sociations of business men in the 
City of Detroit, which comprise 
the Citizens’ Committee. It sprang 
into being some fifteen or sixteen 
years ago when Detroit was over- 
run with a vicious type of rack- 
eteer. We never knew when we 
eame into our offices in the morn- 
ing, how many children had been 
kidnapped, or how many husbands 
had been killed. It was an unlaw- 
ful element that took control of 
the City of Detroit from that par- 
ticular standpoint. Some groups 
of business men got together and 
said, “This thing has got to stop.” 
Naturally, when there is anything 
to be done in any community, it is 
the business men who have to get 
behind it and doit. So, they called 
this group together, and asked me 
to serve. I had just sold my fac- 
tory, so I told them that I would 
take it for a year and get the or- 
ganization functioning to try to 
chase these bad boys out of the 
city, or lock them up where they 
belonged. That happened sixteen 
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years ago, and I am still there. It 
is a one-man job. We issue no bul- 
letins. We can’t talk about our 
work, except before groups such as 
this. So, we enjoy coming over to 
let you know some of the advan- 
tages that the City of Detroit en- 
joys over other cities. 

We were perhaps the first city 
to establish a committee of this 
type, and at the present time there 
are quite a few other cities which 
have done likewise. 


Job a Cooperative One 


But our job is very simple, ladies 
and gentlemen,—all we have to do 
is to stop racketeering. Very easy. 
Very simple. We can’t do it alone, 
naturally. We have got to have 
help from every citizen, every 
housewife, every club member, all 
of the police agencies of the city, 
the state, and the nation. Be- 
cause, you will find that as your 
means of transportation increase 
in speed that the state lines do not 
count. There may be a kidnaping 
in Oklahoma City, and the ransom 
may be paid in Kansas City, while 
three or four hours later the 
money may be exchanged in Min- 
neapolis, or St. Paul. There is only 
one law enforcement agency that 
can take care of that,—the F. B. I. 
Then when you come within the 
state, you have the state police. 
and coming on down to a local 
proposition. you have the local 
police. Your state and local police 
form the two sides of your law 
enforcement triangle. And, unless 
you have the cooperation of the 
citizens, the third base of that tri- 





angle is lacking. That is the most 
important base in law enforce- 
ment. We have established here 
in Detroit, that third base of law 
enforcement of that triangle, 
known as the Citizens’ Committee 
of Detroit. We cooperate, and act 
as an auxiliary to all the law en- 
forcement agencies. We attempt 
to gather information which is 
confidential, of course, from our 
members. 


When these kidnappers over-ran 
Detroit and killed a number of our 
business men, and our children, 
we got busy with all the law en- 
forcement agencies—we caught 
them and brought them in. Well, 
that was a major crime, but when 
we stopped to consider what had 
started those young fellows off on 
their criminal careers, we had a 
few questions that we wanted to 
ask them. So, I in particular 
would ask each one of these kid- 
nappers, or as they call them now 
“No. 1 Enemies,” I would ask them 
how they started their criminal ca- 
reer, and every single one of those 
boys—those men, told me that 
they had started by selling fake 
magazine subscriptions; by selling 
advertising in non-existent maga- 
zines; by soliciting for some char- 
itable proposition that was non- 
existent. All those things which 
come to your door, both at home 
and at the office every day—that 
is what started them off. They 
would say, “We could see how easy 
it was to take $25.00, $30.00 or 
$50.00 a day away from the saps. 
Naturally, we led a very fast life, 
had to have a lot of booze, night 
life and automobiles, and every- 
thing else, so we had to go to work 
about every third day in order to 
keep going. We soon graduated 
up into the $5,000.00 class of ex- 
tortionists.” (That is where they 
threaten to blow up your place of 
husiness unless you put up $25,- 
000.00 in a tin can.) 

The last one of those boys that 
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was caught was up here extorting 
$5,000.00 from a paker; and one 
of the three men involved in it 
was the baker’s own brother-in- 
law. I suppose he wanted to keep 
the money in the family. 

When they found the going too 
recarious, they would go into the 
250,000.00 class of kidnappers. 

That is where people are mur- 
dered, and children are murdered, 
and families are split up. 


Organized Action Reduces Toll 
of Racketeers 


If we are going to eliminate that 
vicious type of criminal, and that 
vicious type of major crime we are 
going to have to go back to the 
breeding ground of crime—this 
particular type and kind of crime, 
racketeering, if you want to call it 
such. 

We started in and investigated 
this thing and we found that De- 
troit was over-run with that type 
of solicitors of all kinds, and all 
kinds of racketeers, even job 
racketeers—affecting the daily life 
of all housewives as well as busi- 
ness men. 

We started after that. And, 
with the cooperation of all of the 
membership of the seventy-two 
different organizations that con- 
stitute our committee, we were 
able to get reports from them 
whenever they were asked for a 
contribution of a dime or a dollar 
for any purpose or cause with 
which they were not familiar. 

We found that possibly the 
greatest amount of money that 
these racketeers were taking at 
the time we started was about 
three and a half to four million 
dollars a year in Detroit: and it 
has now been reduced to less than 
one hundred thousand a year, 
through the codperation of the 
citizens and business men. 

We found that the greatest 
amount of money was being 
wasted on so-called charitable so- 
licitations. We started in on that, 
to see if we could pass the neces- 
Sary laws and ordinances, both 
local and state, to cope with that 
situation, and we have that pretty 
well under control. 


Specific Examples Cited 


Let us go back and take some 
concrete illustrations, I have some 
checks here. These happen to be 
from an undertaker. Undertakers 
are very susceptible to ministers, 
a might die, you can’t 
ell. 

Oh, yes, there is a little larceny 
in all of us, ladies and gentlemen, 
and don’t forget it. So, I find that 
Father McQueen got a check from 
this undertaker for $15.00, and it 
was cashed at Andy Needham’s 
blind pig; I find that the Rev. J.C. 
Dillon got his cashed in Andy’s 
Saloon. And, so on, I could go 
on at great length because there 
are any number of checks, a great 
number of them that we pick up 
from the business men of Detroit. 
You might ask, “How do they do 
it?” Well, they operate from the 
back end of a saloon, or blind pig, 
or something of that sort, over a 
pay station. When we see the 


number of slugs in a pay station 
increase, they never use nickels, 
of course, we immediately put a 
spotter there to find out what par- 
ticular racket is being worked over 
that telephone. 

When the “runner”. comes back 
with a check, he throws it on the 
table, and one of the boys says, 
“TI am Father McQueen,” then he 
says, “Give me a couple of 
scratches. A couple of you fellows 
put your names on there.” Which 
they do, and they hand it to the 
bartender, who cashes it at a fif- 
teen per cent discount, and a 
round of drinks. When he puts it 
in the bank, the only good name, 
after we trace it back, is the bar- 
tender’s. We say, “Whom did you 
cash that for?” He will say, “I 
don’t remember. We cash so many 
checks.” And, we are stymied, we 
can not prosecute. So, we have to 
catch him coming out of a place of 
business with the check on his 
person. 

We try to build up our system 
so that people will report in, and 
the information can clear through 
our particular office. We have es- 
tablished a solicitation department 
in the Detroit Board of Commerce, 
and we are establishing this so- 
licitation department in every 
chamber of commerce in the state 
of Michigan, so that they will all 
be clearing through one central 
agency. At the present time that 
information is being passed back 
and forth over the state as rapidly 
as possible. 


* Thumb Printing for Check 
Identification 


I have distributed to each one 
of your places this little folder. 
They placed me in charge of the 
State Racket committee, and the 
state police came to us and asked 
us to give them all the support 
we could for the establishment of 
thumb printing of checks for iden- 
tification. You know, there are 
places where people can go and 
buy any kind of credentials that 
they want, and Social Security 
numbers are easy to get. 

Also, handwriting is not the 
easiest means of convicting crim- 
inals. As to identification by card, 
the person who cashes the check 
would have to go to court to iden- 
tify the criminal in person. So, 
we found out a few things about 
our own business first, and then 
jumped onto this proposition as 
being the only way of stopping 
forgeries. 

A short time ago we had forty- 
three American Railway Express 
orders forged here in Detroit, and 
out of the forty-three business 
men who had been fleeced by this 
particular type of racketeer, there 
were only three who would pros- 
ecute the case, and two of them 
are hotels. So, that left us just 
one man who was in a commercial 
line of business. 

Now, if there is a thumb print 
on that check, we do not need the 
business man—we don’t need him 
at all. We have over 40,000 thumb 
prints out of the general finger 
print file at Lansing. That is of 
40,000 known forgers. The minute 
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a check comes back, with a thumb 
print, we send it to Lansing, and 
we know at once whether a known 
forger has been at work, and we 
convict him without taking the 
business man’s time. 

If that practice is established in 
all commercial organizations cash- 
ing checks for strangers, we can 
reduce the forgeries in the State 
of Michigan at least ninety per 
cent, right off the reel. 

I recall that a forger at Jackson 
Prison told me, “Why, sure, Flint, 
do you think we are going to be 
fools enough to put our print on 
a check, when we know that you’ve 
got our prints in Lansing? No, 
we are not.” 

Now, no business man, no hon- 
est business man or anybody who 
has a right to cash a check will 
refuse to put his thumb print on 
it. Refusal means he is crooked 
or there is something wrong. 


Even the Dead Are Racket Victims 


You would think they couldn’t 
get you after you were dead, 
wouldn’t you? But, it is easy. Easy 
as can be. 

Well, the boys working the vital 
statistics read in the papers each 
day the number of people who are 
born, and the number of people 
who have died, and their names 
are right there. So, if I die today, 
my name will appear tomorrow, 
and the racketeers sitting in their 
little room, say, “Lou Flint, he 
wasn’t worth a nickel alive, but 
now he is worth $7.50.” He takes 
a little cheap fountain pen, and 
he wraps it in a nice C.O.D. pack- 
age, and about ten days after the 
notice appears, he rings the door 
bell, in my home, and he says 
“C.O.D. package for Mr. Flint.” He 
is told that Mr. Flint is dead, and 
he says, “Why, I have known Mr. 
Flint for years,” and the tears 
come to his eyes, and he puts up 
a great story. The folks are very 
upset and they give him the $7.50, 
for a nice cheap fifteen cent pen. 

You might say that you haven’t 
any sympathy for the _ sucker, 
whatsoever, but we are interested 
in the major crime angle of these 
things, in cleaning out this breed- 
ing ground of crime. 


Now, whenever you give money, 
and this is going to be a kind of 
a hard thing to say to you, never- 
theless I am going to say it, when- 
ever you give money to one of 
these racketeers; whenever you 
give money for any cause what- 
soever and you do not know that 
that particular cause is absolutely 
straight and honest, you may be 
contributing to a crime. Get away 
from this larceny in your heart, 
the idea that you are going to 
get something out of it, because 
that is what the racketeers prey 
on. But every single time that 
you do give and it goes into the 
hands of this type of man, you are 
unconsciously financing the edu- 
cation of a major criminal, who 
is going to shoot you, or your chil- 
dren later on. 

It will only take five or six 
years. The greatest crime racket 
in the world today is just nineteen 
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years of age. There are more crim- 
inals nineteen years old, than in 
any other age bracket. And it 
is gradually going down. Soon it 
will be eighteen years. If we can 
stop those young boys and young 


girls from entering into the field 
of crime, by appealing to you peo- 
ple all over the United States to 
set up the machinery to check 
all of these so-called subscriptions 
to magazines, and solicitations of 
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all kinds, so that you will know that 
you are not financing a criminal, 
you are going to leave your com- 
munity a little better place to live 
in, for your children to grow in, 
than your community is today. 


Cut-price Portables Eliminate Profits 
SPs ‘Buying Cheap ound Selling Cheap ” Hopeless Poltcy 


VER a period of years the 
outstanding comment in 
various conventions has been: 
“Portable typewriters are loss 
leaders! We make no profits! We 
are always in the red!” And, the 
manufacturer has always been 
criticized for his part in cheap 
prices. Maybe the manufacturer 
is to blame in a certain sense; but, 
if so, it is only because he is 
guided by dealer demands made 
upon him for cheap merchandise. 
As far as we are concerned in 
our company, we believe that we 
are entitled to a fair margin of 
profit, and, therefore, we lay our 
goods down in the market at a 
price that will give us a profit, 
—with a sincere conviction, how- 
ever, that the dealer, too, is in- 
terested in a fair and sufficient 
margin that will assure continued 
operation of his business to the 
point of continued natural expan- 
sion. 

A rumor has come to my ears 
that some dealers would like to 
support any company which would 
guarantee a $10.00 profit per port- 
able typewriter! What a change 
in the interpretation of business 
profits! Is this a definite sales 
policy desired by dealers? Or is 
it but a weak, desperate, com- 
promise? 

I know that anyone here who 
has attended previous conventions 
recalls the many stormy meetings 
regarding making money on port- 
able typewriter sales—demands 
for making a fair, sizable and 
legitimate profit. Just contrast 
that with this thought now pre- 
sented — that any manufacturer 
setting up a guaranteed profit of 
$10.00 per machine will be fu'lv 
and gratefully suvported by the 
typewriter dealers! 


Fallacy of the Practice 


Now, gentlemen, it is not mv 
thought to come before you and 
prove that you can make more 
money by selling Underwood port- 
able typewriters, but to demon- 
strate to you the dangerous fal- 
lacy of buying cheap and selling 
cheap—regardless of whose port- 
able tvpewriter you are selling. 

Let’s face the facts concerning 
the principle of operating a busi- 
ness. I don’t have to show actual 
figures, or recall to your mind the 
disastrous results of operating a 
business on a $10.00 profit. But I 
want to sav to you with all the 
force that my voice can present 
and with all sinceritv at mv com- 
mand. that it is absolutely impos- 
sible to stay in business and sell 
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portables at a $10.00 profit! We 
both know of the many, many, 
cases, happening year in and year 
out, of “swell” fellows who have 
lost their shirts trying to do it! 
This portable business is a two 
way street—not a one way Street 
for the dealer alone, or the manu- 
facturer alone. There must be 
cooperation between the two. 


Breakdown of Fair Trade 


A few years ago, your worthy 
president, Lamont Wood, spent 
time and energy in convincing our 
company that, to secure the full 
and loyal support of the dealers, 
we must price fix our typewriters. 
Lamont Wood brought this story 
to our attention very forcibly, and, 
I believe sincerely, and I believe 
he radiated the collective convic- 
tion of a substantial number of 
dealers throughout the United 
States. As a result of his sales- 
manship, our company was first 
to place machines under Fair 
Trade in New York and New Jer- 
sey. California came shortly after. 
And, believe me when I tell vou 
that price fixing your merchandise 
in the biggest market in the coun- 
try—New York City—is like taking 
the bull by the horns. 

We did it because we, too, were 
sincere in our belief that you deal- 
ers wanted to make money. We 
knew in advance when we signed 
the price maintenance agreements 
with the dealers in the states of 
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New York and New Jersey, that 
we would lose a certain amount 
of business—and we did! But our 
concern was not for the imme- 
diate result, but rather for the 
future benefit of the dealer. 


Now, we still believe in Fair 
Trade, because we still think the 
dealer wants to make money— 
and we want him to make money. 
On the other hand, it is impos- 
sible to justify price fixing mer- 
chandise, and then deliberately 
turn around and manufacture dis- 
continued portable typewriters— 
special models—as an evasion of a 
noble purpose to protect one’s sel- 
fish interest with certain favored 
outlets, at the expense of the 
other dealers. 

Our company is totally unsym- 
pathetic with the manufacture of 
stripped models. But, I ask you 
in all fairness, if you were in the 
manufacturer’s position and the 
dealer demanded cheap merchan- 
dise, just what would you do? Of 
course, you would give the dealer 
what he wanted, although you, 
yourself, might be entirely unsym- 
pathetic with his idea of buying 
cheap and selling cheap. 


Decision Needed 


After approximately ten years 
of attending these conventions, it 
seems to me it’s about time you 
arrived at some definite conclu- 
slion—and I’m only speaking for 
the Underwood Elliott Fisher 
Company—as to whether or not, 
at this particular crossroad, we 
are going to proceed along the 
way to profits and the joys that 
profits will bring. Or, are you go- 
ing to continue buying cheap and 
selling cheap? 

A practice advocated has been: 
“Advertise cheap, and sell plenty.” 
Maybe it works temporarily, and 
you satisfy the demand in your 
community for a period—but what 
happens after that? You impress 
on the minds of other prospects 
a conglomeration of prices, de- 
veloping confusion and doubt. The 
hesitant buyer then asks himself, 
“Shall I buy now, or shall I wait 
for lower prices?” 

Even after the cut-price sale is 
made, the time-old questions 
arise: “Did I get a good buy? Did 
the dealer give me a square deal? 
Did I get a brand new machine 
at that price, or was I stuck?” 

The same questions are asked by 
the dealer after he buys low- 
priced merchandise. How often do 
vou ask yourself: “I wonder, did 
I make the best buy?” 

I have indicated our experience 
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in price fixing typewriters in three 
states. You may well ask, “Why 
did you not proceed into other 
states?” We were approached 
forcibly by many states to price 
fix our typewriters, but we could 
not help believing we would have 
the same results if established in 
other states. 

The one reason for its failure, 
or, let’s say, lack of dealer sales, 


in these three states was not that 
basically our point of view was 
incorrect, but that we refused dur- 
ing that period to manufacture 
discontinued model merchandise 
to protect a possible loss with 
profit-getting mechandise price 
fixed under the statutes of the 
various states. 

As far aS we are concerned, 
there are no advantages to us, 
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dollar-wise, in being interested in 
price fixing portable ty~ewriters. 
At the time that our typewriters 
were price fixed in the states of 
New York, New Jersey, and Cali- 
fornia, not one single discontinued 
model portable typewriter was 
manufactured by us. By so doing. 
it would defeat the very objec- 
tive that we were trying to ac- 
complish. 





N. T. O. M. D. A. CONVENTION DELEGATES AND VISITORS BEFORE THE CAMERA 








. Seated: Mrs. L. J. Rugers, Portage Typewriter Service. 


Akron; Mrs. H. H. Rodecker. Standing: Knox Armstrong. 


Victor Adding Machine Company; J. J. McCormick, L. G. 


Buchholz and Harold Rodecker, L. C. Smith & Corona Type- 
writers, Inc. 
. J. O. Waedekin, American Writing Machine Company. 


. Seated: Jack Dean, Dean Typewriter Company, Detroit: 


Bill Purvin, Superior Typewriter Company, N. Y. Standing: 
J. M. Hackney, Remington Rand Inc.; Tolman Burns, Mans- 
field Typewriter & Office Supply Company, Mansfield. 
Ohio; E. F. Hancock, Remington Rand, Inc.; D. L. Burns, 
Mansfield Typewriter & Office Supply Company. 


. Seated: Frank Rooney, Wholesale Typewriter Company; 
Walter Bret, International Office Appliances, Inc., New 
York; Luis de Olazarra, Shipman-Ward Manufacturing Com- 
pany, Chicago. Standing: W. J. McCormack, Cloyes Gear 
Works; Ed Snyder, Wholesale Typewriter Company. 


. W. E. Bret, International Office Appliances, Inc., New York: 
Mrs. Jessie I. Taylor, Globe Typewriter Company, New 
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York; Mrs. Tom Riendl, Detroit; W. J. McCormack, Cloyes 
Gear Works. 

J. J. Ferary, Typewriter Store, Inc.; Mrs. Ferary; A. W. 
Peters, A. W. Peters Company, Battle Creek, Mich.; Thomas 
J. Conn, Hanna Typewriter Company, Cleveland. 
Charles F. Krause, attorney; Mrs. Krause; I. R. Ritchie and 
W. E. Bret, International Office Appliances, Inc., New 
York; W. R. Shilling, Fort Pitt Typewriter Company, Pitts- 
burgh; Mrs. E. M. Stratton, New York; Mr. Stratton. 


Mrs. Katz, Cleveland; Mrs. Glassman, Rochester, N. Y.; 
H. C. Katz, Cleveland Typewriter Company, Cleveland; 
Rona Glassman: A. E. Glassman, City Typewriter, Roches- 
ter, N. Y. 

W. J. Bulmer, Bulmer Typewriter Company, Windsor, Ont. 
Seated: Mrs. J. O. Waedekin, Milwaukee; Mrs. J. A. Gilbert. 
Glen Ellyn, Ill. Standing: Harry Katz, Cleveland Type- 
writer Company, Cleveland; J. O. Waedekin, and Marvin 
Swain, American Writing Machine Company; Bill Tough, 
Highland Typewriter Company, Detroit. 
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I readily recognize that this 
good old country of ours is a coun- 
try of change. Maybe the Miller- 
Tydings Law will be changed. 
When it was enacted, everybody 
was most enthusiastic about its 
possibilities. Maybe because it was 
new and different, but it was the 
one thing that gave the manu- 
facturer the opportunity to fix 
prices on his merchandise, and 
thereby assure the dealers a legit- 
imate profit on sales energies ex- 
pended; the very thing that the 
dealer has asked for—MORE 
PROFIT! Dealer discounts today 
are approximately 40 per cent off 
list—that’s high in any man’s 
language—that’s MONEY. 

Our belief is, however, that the 


Miller-Tydings Bill is here to stay; 
that it offers an opportunity for 
manufacturer and dealer cooper- 
ation; that it not only enhances 
the ability of the manufacturer 
to give more dealer support, but 
also to give the dealer enough 
profit to enable him to employ 
more sales promotion in his busi- 
ness, and thereby increase his 
earnings. 

I am honest in saying to you 
that our point of view is Selfish. 
Our success in making profits is 
directly dependent upon your se- 
curing a just profit on your mer- 
chandise, for it enables you to 
pay for your goods. Giving us 
a profit enables us to put part 
back into this business of ours, 
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in the form of national advertis- 
ing, sales promotion, and dealer 
help. 
I fully believe there are many 
here who agree with this line of 
thinking, and that are willing to 
work in a way that we know is 
mutually advantageous to all of us. 

I say to you gentlemen in clos- 
ing that our policy for 1940, and 
from now on, is predicated on 
the selling of new model merchan- 
dise, at right prices to the dealer, 
and full value to the consumer; 
not on a policy of stripped model, 
obsolete model, and low priced 
merchandise that can be bought 
for less and sold for less, afford- 
ing a profit insufficient to stay in 
business. 


Leveling the Typewriter Sales Curve 
Successful Methods of Boosting 5 in Dull P. eriods 


WANT to talk to you about a 

problem common to us all, as 
manufacturers, typewriter dealers, 
and salesmen. That probiem is 
leveling out our seasonal curves 
in sales. If you look at the sales 
chart of a typical typewriter 
dealer—and I have had occasion 
lately to examine quite a number 
of them—you will see that there 
are certain definite peaks and val- 
leys. The sales curve is very high 
around Christmas time, while in 
the fall and summer it drops to 
very low points. 

If we look at the possibilities for 
the next year or two, I think that 
regardless of what happens in 
Europe, there is going to be a 
tremendous amount of money 
spent on industrial development 
in this country, which is going to 
make a great many more jobs. 
And any legislation passed in Con- 
gress which places further bur- 
dens upon business, and upon you 
as dealers, will not to any great 
extent hinder the development of 
this boom business. We may have 
a falling off of our export mar- 
kets—and I am looking at the 
broad picture as it applies to all 
industry—but those falling offs 
are going to be taken up by our 
own businesses in this country. 


We want to take advantage of 
this boom development, and the 
way to do that is not to wait until 
our regular seasons come along, 
but to get that business during the 
slack times. 

I was listening to a radio quizz 
program the other night when 
they asked the question as to 
what was the best month of the 
year for sales in fur coats, and the 
answer was August. You wouldn’t 
believe it! There are other such 
anomalies in business charts. So 
far as the income of families in 
the United States is concerned, 
the peak in family incomes is at 
the second best point in July. An- 
other interesting thing is that 
only eight out of every one hun- 
dred adults are away in any one 
week during the summer. 
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There is a certain theory of in- 
tensification in dull seasons. In 
the first place, you can feature 
installment selling, with payments 
made through the entire year, or 
as otherwise arranged. In these 
dull periods you can feature spe- 
cial models, or special machines, 
or varied lines in your own busi- 
ness. By making a definite plan 
for a year-around business, in- 
stead of taking the slack seasons 
as they come, you can even out 
the sales curve at those times 
when you previously figured it was 
impossible to get such business. 

Stockwell & Binney, out in San 
Bernardino, Calif., have learned 
the benefits of commission plus 
salary canvasses during dull pe- 
riods. This firm puts a certain 
amount of money into the salary 
of a salesman to make door-to- 
door calls. The cost is figured as 
advertising. But this man, by mak- 
ing constant calls will, in the long 
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run of averages, pick up a certain 
amount of business. This work is 
not done during the good periods. 
The company advertises regularly 
during the busier periods and puts 
that man out for house-to-house 
calls during the slow times. The 
plan is working very well. 

Another interesting case in 
looking at that type of operation 
is that of Frederick & Nelson in 
Seattle, who had up to spring been 
unable to do any typewriter busi- 
ness beyond selling portables. It 
seemed that everybody was con- 
vinced of the idea that Christmas 
and the holidays was the time to 
spend their money for typewrit- 
ers. But they secured a good ad- 
vertising man, and in May and 
June of this year they did more 
business than the four similar 
months of last year. As a matter 
of fact, they did more business 
this spring than at any other 
Christmas period. 

The smart dealer who really 
makes his advertising pay realizes 
he has to get a piece in there 
with a small price offer. His job 
is to get them into the store and 
price offers do that. Now, this 
concern in Seattle, by running rel- 
atively high prices which are still 
down to what people would pay— 
just a small cut from the regular 
price—is doing a tremendous 
amount of business in two dull 
months. 

In Ashville, N. C., there is a 
dealer who has found that push- 
ing installment sales during the 
summertime has helped him to get 
that sales curve up. Talman took 
portables and pushed them with 
small advertisements in the news- 
papers, featuring the installment 
plan, and then he spread that ad- 
vertising through the year, and 
his portable business increased. 
He did practically as much busi- 
ness in the warm and dull months 
as in the cold and heavier months. 

I think that traffic, properly 
worked upon, is probably the crux 
of the entire portable situation. 
You have got to get traffic in your 
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store. We certainly don’t get 
enough traffic into the typewriter 
stores. You can look at the suc- 
cess of certain department stores. 
I believe their success in the port- 
able typewriter business is due to 
the fact that they have people 
pouring by their counters. I think 
our salesmanship in the portable 
typewriter business and in the 
regular dealer business is far bet- 
ter than that of any department 
store, and, yet, we don’t win out, 
because we don’t have the traffic. 
So, in building up these slack pe- 
riods, you should secure increased 
traffic in your stores. 

Advertising is one of the big 
traffic builders. 

The wise thing, of course, is to 
lay down a plan of what you 
are going to do over a period of 
a year. 

You can buy advertising cheaper 
if you will buy it on a yearly 
schedule. If you take fifty-two 
weekly insertions in the newspa- 
per, you will get a considerably 
lower rate. The same thing ap- 
plies to radio advertising. I think 
a few of our dealers here have 
mentioned that certain radio pro- 
grams that they are carrying on 
all year around are producing 
right now. 

I want to suggest a program 
for pushing portable typewriters, 
with special features for every 


month of the year. Before I do 
that, however, there is one more 
thing about that year around ad- 
vertising that I want tosay. There 
is such a thing as buying slack 
time on local radio stations, or 
making year around contracts 
with no pay for the summer hours. 
Now, in August you can take your 
portable business and advertise a 
Summer Clearance Sale. Feature 
it in your windows. Special sales 
are a notable method of increasing 
business in any line. 

In September you have the 
opening of school. Advertise that 
students should be prepared for 
school. You follow this in Octo- 
ber with your late school sales and 
advanced Christmas gifts. There 
are those who have started school 
without a typewriter and found 
they needed one. Then you can 
feature lay-away gifts for Christ- 
mas and the portable typewriter, 
particularly, on the installment 
plan makes a very fine gift. 

In November, of course, we have 
our advanced Christmas gifts, and 
in December there is the Christ- 
mas buying. We will never over- 
come that holiday season and we 
don’t want to. 

In January many dealers fea- 
ture the idea of purchasing a 
portable with Christmas gift 
money. That is an excellent plan 
and one which has paid out in a 
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great many dealer businesses. 

In February you have a very im- 
portant period, and that is the 
opening of the second term of 
school. 

In March you can feature the 
change in allowance schedules and 
trade-in promotion, because it has 
evidenced itself in the surveys 
we have made that ten to fifteen 
per cent of all portables that we 
sell today bear trade-ins. People 
are very interested in advertising 
that tells them they can trade 
in their old machines. 

In April get after the housewife 
and the business man and get 
them to learn to typewrite during 
the spring. Some of you have 
engaged persons to teach the cus- 
tomer how to use the typewriter. 

Then there is the period of May, 
which is graduation time, when 
vou can feature graduation gifts. 
In June there are some other 
graduations. There is an oppor- 
tunity in June that many of us 
neglect. You can show that the 
typewriter makes a fine wedding 
gift, because it is so useful. 

In July, let us go back to the 
point of preaching that our cus- 
tomers should learn typewriting 
during the summer. “Learn to 
typewrite before you go back to 
school, and increase your school 
marks when you get back to school 
again.” 


The Fair Trade Act in Function 
eiasitiilien 4 Comal Tells of Flew York Group 4 Experience 


WILL give you a brief report 

on the New York Association’s 
campaign on Fair Trade. 

The first infraction that we 
found was by a mail order house 
in New York. That was really a 
test case, and it was the first type- 
writer casé, I would say, in the 
State of New York, and perhaps 
the nation. 

We met with much disappoint- 
ment, losing in the lower court be- 
cause of some Constitutional ques- 
tion, but eventually we did get an 
injunction against this price 
cutter. 

He had had pamphlets printed 
prior to the injunction giving his 
prices on the portable typewriter 
involved. After the injunction, of 
course, he had two or three thou- 
sand pamphlets on hand, and he 
continued to send them out, for- 
getting to put in any kind of 
notice to the effect that they did 
not apply to New York State. 

We haled him into court on a 
contempt order for having dis- 
obeyed the injunction of the court 
as to cutting prices, although he 
told the court how it happened 
and the court believed him. Still 
it was a violation and he was fined 
$100.00 for merely sending out 
those pamphlets. 

We carried on against several 
other dealers, and of course we 
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find that when once you get a 
case on a price cutter, the expense 
of policing the field is immediately 
lessened, because the fellow 
against whom you have gotten an 
injunction will usually say, “Gosh, 
you've got me, but John Jones and 
Jim Henry are also cutting prices.”’ 
We say, “Will you show us the evi- 
dence?” Finally, once you get one 
you will get three or four, and the 
eventual result is that you have 
each dealer policing the other. 
One price cutter told us that a 
member of our association was 
cutting prices. He gave us the 
names of four dealers, and, fortu- 
nately, on checking his statement, 
I think there was only one dealer 
who was a member of the associa- 
tion. He was on the rolls but was 
not active, as he had not paid his 
dues. Eventually we got an in- 
junction against him. In any 
event, I think we had eleven in- 
junctions in all in New York. 


Last June, I got a call about a 
fellow cutting prices up town in 
New York, and I called upon one 
of the four manufacturers and 
asked them for a list, a recent list 
of their prices on machines. They 
told me directly over the wire, that 
they could not give it to me, they 
—" know it. That is an actual 
act. 

In the liquor business and the 
drug business no dealer enforces 
the act. The manufacturers were 
asked about that, and they said, 
“We will be very happy to hear of 
price cutting on our machine.” I 
really think, and this is my own 
opinion, they should come forward 
and tell you when and where they 
won’t enforce the Fair Trade Act 
in your behalf. 

What I really mean by that is, 
try to campaign the manufac- 
turers for help. With all due re- 
spect to the gentlemen here repre- 
senting the manufacturers, when- 
ever we have a case in court, we 
have to subpoena the manufac- 
turer’s representative to come in 
and help us. 

A destandardized machine was 
put on the market two years ago 
The contract with dealers provided 
for a ten days’ notice on price 
changes. We have to have that 
notice because we have our girls 
checking the prices, and we’ve got 
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to know what price is to be asked. 
The notice went out that the ma- 
chine was to be destandardized, 
and two days later a big depart- 
ment store put on a big sale. We 
wrote and asked, “What do you 
mean by ‘destandardized?’” They 


wrote back, and believe me it 
seemed so foolish, “Destandardized 
means, exactly ‘destandardized.’ ”’ 
That is the kind of codperation 
you get. That letter is in the file. 
And any statement I have made 
is subject to your examination. 
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Incidentally, the price cutters 
have gotten so now if we catch 
them they consent immediately 
because they are afraid of the 
costs. That is $117.00 and if you 
catch them again it is $100.00 for 
every machine. 


Marketing Figuring Machines 
Adding Witetmus We, Cath a : = Big ae P. lies 


EVER before, was it so impor- 

tant that the office macnine 
dealer evolve a long-pull program 
for his business. 

We have never seen such a fine 
example as we have before us 
today—the greatest example in 
the history of the world of what 
a well-conceived plan can accom- 
plish. It was the vision of one 
man which is changing the map 
of the world, changing the living 
conditions of millions, and chang- 
ing the long-established methods 
of business. 

Could we do better than follow 
his example? He planned his en- 
tire campaign six years in ad- 
vance, and we must admit, it has 
been carried through with re- 
markable accuracy. 

How many dealers in this room 
have taken the time to Map out 
the future course of their own 
businesses? Certainly, there is 
nothing more important to you 
than your own business—and it 
is equally certain, that if you are 
to take advantage of the revolu- 
tionary changes affecting business 
conditions, you, too, should pre- 
pare a “Mein Kampf” of your fu- 
ture activities. The business with- 
out a plan is worse off than a ship 
without a rudder. On the other 
hand, what we can conceive, has 
better than average chances of 
accomplishment. 

Let us get into the price trend 
of the situation. First, let us an- 
alyze what has already happened. 
As a result of the war, the indus- 
try has already lost at least half 
of its foreign trade. This has com- 
prised thirty to forty per cent of 
our production. Can this be made 
up? 

Today, as in the last war, the 
United States is into a feverish 
program for national defense. Bil- 
lions of dollars are and will be 
spent. Two things are bound to 
result. This money must be gov- 
ernment borrowing. Our already 
far out of balance budget is going 
to be strained still further. Care- 
ful studies of the situation by 
some of the country’s leading 
economists, indicate that the next 
twelve months will bring about 
inflation, to the extent of a reduc- 
tion in 12 per cent of the value of 
the dollar. This automatically 
means an increase in prices. Since 
second-hand office machines are 
the staple commodity of the office 
machine dealer, it must be appar- 
ent that with conditions continu- 
ing as at present we can look for 
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a firming of prices on used type- 
writer and adding machines. 

Then there is the domestic mar- 
ket. Regardless of the immediate 
outcome of the European contest, 
this country is committed to the 
building of a military machine 
surpassing anything in our his- 
tory. The construction and main- 
tenance of new warships and 
thousands of airplanes and the 
equipping of a large army will 
bring ever increasing plant activ- 
ity in many lines of business. 
More typewriters, adding, and cal- 
culating machines will be needed 
to handle the paper work. 


Business Volume Going Up 


Business activity is above nor- 
mal. 1940 sales have for some 
months past been showing a 
steady increase, both in dollar 
volume and in units. Units have 
increased because of a slight low- 
ering of the price level in the low 
capacity models—three manufac- 
turers having announced models 
at $50.00 or less. At this level, 
dealers need feel no concern about 
a break in the market. On the 
contrary, the gradual distribution 
of plant payrolls into the smaller 
businesses engaged in the sale of 
consumer goods is and will stead- 
ily increase the demand for pop- 
ularly priced adding machines, 
and with price cutting less preva- 
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lent, dealers are in position to 
show good profits. 

The cash register industry is 
undergoing considerable change. 
Typewriter and adding machine 
dealers, interested in planning the 
future of their business, may well 
study the trend in the cash regis- 
ter field. From a few hundred, 
fifteen years ago, the number of 
dealers selling combination regis- 
ters has today reached over 2000. 
Total sales of the combination 
adding machine and cash drawer 
business today represents between 
twenty and twenty-five per cent 
of the sales of regular cash regis- 
ter units. Here is a new field in 
which sales have been mostly 
through dealers. 

This type of register has been 
constantly improved—new feat- 
tures are constantly being added 
—it carries a price which the ordi- 
nary merchant can afford to pay, 
and in the majority of instances, 
it handles the work as Satisfac- 
torily to the merchant, as regis- 
ters costing double the price. It 
took years of pioneering, starting 
as I recall it in the early twenties, 
but within the past three years 
the combination cash register has 
been so recognized by the store- 
keepers of America, that no office 
machine dealer can longer afford 
to overlook it, when planning the 
future profit possibilities of his 
business. 


Every adding machine manu- 
facturer except one offers this 
type of product. Their combined 
promotional and educational ef- 
forts are having a decided influ- 
ence on the retail merchants. Not 
only is the initial cost low, but 
the upkeep and service charges 
are practically nil by comparison 
to the service charges of a stand- 
ard cash register. 

Certainly, if you can sell add- 
ing machines you can sell them 
with cash drawers. You can if you 
make up your mind that it is a 
logical extension of your business. 

It is surprising what can be 
done with the proper kind of 
mailing material. Many dealers 
secure practically all of their cash 
register leads and sales by cir- 
cularizing. Remember that this 
type of product is still news to 
thousands of retail merchants. It 
is something they are really seek- 
ing—yet have never had it pre- 
sented to them. 


Never was there a better time 
to start. The present preparedness 
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program is increasing factory pay- 
rolls, and this money is filtering 
through to the trades people. The 
butcher and the baker, in fact, 
every type of retail store, will 
soon be taking in more dollars. 
Also, they are required to keep 
accurate records for tax purposes, 
so the need for such a machine 
touches every one of the million 
and a quarter retail establish- 
ments in the country. 

Now, as to that forecast and 
prophecy. Prophesying is a pretty 
risky business, but I am willing 
to assume a little risk if what I 
am about to say will jar you into 
even a particle realization of what 
I believe to be in store for the 
office machine dealer in the next 


ten years. This prophecy has to 
do with another product which 
before long is going to be con- 
tributing every bit of very materi- 
ally to your profits and which also 
should be given careful study 
when mapping out the future 
plans of your business. I am re- 
ferring to the calculating machine 
business. Here is the prophecy. 
Within ten years the sale in dol- 
lars of popularity priced, small, 
portable, calculating machines will 
be a quarter the size of the port- 
able typewriter industry today. 
The calculating machine busi- 
ness is the fastest growing part 
of the entire office machine indus- 
try. It is still in its infancy so 
far as the average business man 
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is concerned. If you stopped a 
thousand men on the street and 
asked them if they owned or even 
knew how to operate a calculator, 
how many would answer “Yes”? 
One or two? That is perhaps being 
generous. On the other hand, in 
European countries calculators are 
almost as universally used as add- 
ing machines. We are coming 
along fast. Today, instead of one 
or two companies doing educa- 
tional work, we have five or six. 
American business needs today at 
least double the number of cal- 
culators now being sold. And this 
country will buy them just as soon 
as more people learn to use them 
and as soon as they are made 
simpler, smaller, and cheaper. 


Need of Better Prices for Portables 
Kemington Suggests Dur Trading All Models in dhline 


HE typewriter business may 

have its down-sittings so far as 
profits are concerned, to the 
point where sometimes it might 
be considered as only a means of 
making your overhead, but the 
typewriter business represents the 
principal reason for the entering 
of business by the establishments 
which are today the dealers of 
office machines. My dear friends, 
I think it is time—yes, it is defi- 
nitely time—to start taking an 
inventory to find out where the 
trouble is if the typewriter busi- 
ness has come to the point where 
it does not represent the big end 
of office machine profits. 

So the subject of profits is an 
important one. I want to say to 
you that I believe Mr. Laurence 
(Gordon Laurence, Allen Calcu- 
lators, Inc.) said the truth when 
he told you about the deplorable 
situation in connection with the 
profits on typewriter sales. It is 
terribly unfortunate for, ladies 
and gentlemen, it is a big volume 
business today. It may not be the 
big volume business in the future; 
maybe there are other office ma- 
chines that will come to represent 
volume business that may be 
greater than typewriters, but I 
want to tell you that I cannot 
agree with any such prediction. 
I have to reflect back to the time 
in this very city when the high 
schools teaching typewriting had 
a total of only approximately 500 
machines for instruction purposes 
I know today that there are 6,000 
or 7,000 machines used daily for 
instruction purposes in the De- 
troit high schools alone, and that 
these classes continue through 
each school day at periods from 
fifteen minutes to twenty minutes 
apart and that every typing room 
is crowded to the limit and still 
there isn’t room left to give the 
opportunity to all who want to 
become familiar with the type- 
writer. This is a condition that 
exists throughout this United 
States. In every principal city, as 
well as in all towns and cities, 
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large and small—wherever there 
is a high school, there is a pro- 
gressive program of teaching peo- 
ple how to typewrite. 


Great Difficulties in Past 


As we look back over the past 
fifteen months we have to recog- 
nize that there have been difficul- 
ties, insurmountable ones, and the 
dealer has become vexed and 
rightfully so, because he says he 
does not make money. A business 
may get along without making a 
profit, but not as a general rule 
can this condition of affairs pre- 
vail. It is proper and right for 
any business man who enters a 
business to expect to make a 
profit. It also follows that it is 
proper and right for a business 
man to know what his overhead 
amounts to. 

I cannot help but be impressed 
by the article which J. P. Ward, 
Sr. wrote and which was published 
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sometime ago. Mr. Ward is a man 
that you know and I know thor- 
oughly understands the business. 
I thought his article on the sub- 
ject of profits was very timely. 
He refers to the brothers who en- 
tered a business and had labored 
under the impression they were 
making money until they found 
out one morning that they did not 
have any more money in the bank. 
So, you have a right to figure 
that there is an overhead to be 
considered against the sales of 
portable typewriters in your store. 
I know from my experience in 
supervising the operations of re- 
tail stores that it is pretty difficult 
to operate with a lower local over- 
head than thirty per cent. Now, 
if you are buying a product and 
you get a forty per cent discount 
and you have an overhead of 
thirty per cent (provided you can 
operate within the bounds of 
thirty per cent) that leaves you 
a ten per cent net profit. It is 
also important to look at the pic- 
ture very definitely from the 
standpoint as to what is repre- 
sented by a false profit. If you 
sell products in which there are 
no net profits but, on the contrary 
handicaps and restrictions, then 
that is a false profit. You may be 
able to buy a product on which 
you can get a fifty per cent dis- 
count, but if when you come to 
sell it you find that the list price 
isn’t obtainable, or anywhere near 
it, then that is a false profit. 


Advertising of Low Priced 
Portables 


Well, you may say, “What have 
you ever tried to do about it?” I 
must confess that my attempts 
have been feeble. It seemed to me 
that there had been a problem be- 
cause of low priced advertising on 
portable typewriters —the adver- 
tising outlets aggressively adver- 
tise price-cut portables and the 
buying public gradually is becom- 
ing conscious of low-priced port- 
able typewriters. 
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The element of cost to produce 
a portable typewriter was an- 
other factor that interested me, 
especially in face of a declining 
retail price structure. A_ type- 
writer, whether a commercial 
machine or a portable, represents 
a labor cost and not a material 
cost. Whenever you go through a 
typewriter manufacturing plant 
and you watch the number of 
hands that must expertly work 
with the typewriting machine to 
put it together so that the parts 
will work harmoniously with one 
another and so it will come off the 
line as a perfect printing ma- 
chine, you will be amazed at the 
number of expert hands it passes 
through. So, in these days of in- 
creasing labor cost we cannot turn 
our faces with any hopefulness 
toward the factory with respect to 
reducing manufacturing cost. 

You are in a business where you 
want and expect the customer to 
come back. In any business where 
there is a service involved, you 
cannot for a minute tolerate re- 
tail prices going below a certain 
point where it may affect the 
quality of the product or service. 
As I said before, in the face of 
increased labor cost we certainly 
cannot face the future very hope- 
fully if the retail price on portable 
typewriters is to be continually on 
the downgrade. 

Now, referring to efforts which 
Remington has made with the 
hope toward helping dealers get a 
fair price for portable typewriters, 
I said to some of my associates in 
the field—in the wholesale divi- 
sion—“‘We should not complain 
about anyone else more than we 
complain about ourselves. I have 
to admit we have tried many of 
the funny tricks that we got out 
of the book. So we can start in 
the direction of correcting the 
problem right at home.” I ask the 
wholesale representatives of our 
company to go to the advertising 
outlets and interest them in a plus 
value. In saying this, I do not 
want to infer that my typewriter 
is better than his typewriter, but 
it is what we decided to build into 
the product by way of versatility 
for usage beyond anything we had 
in the past to offer, such as we 
could point to as a tangible value 
as a justification for regular full 
list retail prices. Some of my 
associates said to me, “Hackney, 
you are an optimist. This cannot 
be done. When we go to these 
advertising outlets and propose 
our product to be advertised at 
regular full list prices we will be 
simply wasting our time.” 


Investigation Reveals Possibilities 


Now, I have never been a be- 
liever in asking the other fellow 
to do something that I will not 
try myself, so I personally began 
to investigate the possibilities 
starting on the Pacific Coast, go- 


ing through the Northwest and 
Central West and on the Atlantic 
Seaboard, and proposing the val- 
ues to the big advertising outlets. 
I brought back evidence of what 
it is possible to accomplish with 
the advertising outlets in getting 
them interested and testing the 
possibilities of the sales appeal 
involved in the plus values of our 
current models at regular list 
prices. I will say firmly and frank- 
ly that we have a selfish motive 
for attempting to do what I have 
just described. We know that we 
must soon get higher prices. We 
know that it is not possible unless 
you can sell at retail at higher 
prices. We know that you have to 
make a profit and we are endeav- 
oring to make the grade through 
our efforts in getting the adver- 
tising outlets—so far as their 
advertising Remington Rand port- 
able typewriters is concerned—to 
advertise the regular current 
models at regular list prices, and 
we hope we succeed. 

I want to say to you, because I 
hope to come back and get an 
invitation to talk to you again—I 
want to say that whether or not 
we succeed depends upon the style 
of the market. If the destandard- 
ized machines persist in the in- 
ventories, if fully complete port- 
able typewriters sell at cut prices 
continually, and if because of this 
Remington portable typewriters 
stay on the shelf, it will be up to 
us to get in style so that our 
portables will move, or else the 
company I represent will get peo- 
ple who will, and you can’t blame 
the company for that. 

We are thinking now of a rather 
courageous thing, in the face of 
the fact that fair trading every 
machine in our line has previously 
proven unsuccessful. Likewise it 
has been proven by other manu- 
facturers that the fair trade pro- 
gram has not worked for them. 
But, in spite of all this, Reming- 
ton Rand Inc., is thinking today, 
sincerely thinking, of fair trading 
every single current model port- 
able typewriter in its line to give 
the dealers an opportunity to 
make a full profit on every Rem- 
ington portable typewriter that is 
sold. But, if the dealer finds that 
in the field of competition the 
price structure will not permit 
Remington Rand Inc., to continue 
its line of portable typewriters on 
fair trade, should we go on fair 
trade—(Please understand that I 
only speak as a representative of 
Remington Rand Inc., and I can 
only tell you what we are think- 
ing)—if my company should go 
on fair trade covering the full line 
of current models, it can only con- 
tinue so long as fair trading of 
our machines doesn’t shut us out 
of the market because of compe- 
tition with products of comparable 
value selling at various lower cut 
prices. 
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In closing let me say this—here 
in the past fifteen months, if you 
look again at the picture, we have 
been all of us very energetically 
engaged in the business of selling 
these destandardized models. 
These destandardized models have 
been tremendous values. The pub- 
lic will never know the extent of 
the values they have gotten for 
so little money. It is a fact that 
no matter how far you go with 
the public by giving a bargain 
they are always willing to take a 
little more, and I certainly do not 
blame the buying public for that. 
I also want to say that I do not 
decry the business of giving the 
public the greatest of values at 
the lowest possible prices, for the 
public is entitled to that. There 
is a question in my mind whether 
or not it is good business practice 
as a retailer to go so far as giving 
the buyer money out of his own 
pocket. Because the buyer will 
certainly expect you to continue 
in business as a reputable firm 
and available for service and 
other supplies that the customer 
may continually wish to purchase. 
But you may rest assured that 
you can only perpetuate your 
business through your customers 
just so long as you are a reputable 
business house that establishes 
confidence through your ability to 
give an outstanding service in 
your community. 


I believe that you are not fair 
with your customers if you sell 
your products at retail price too 
low, because you lose money when 
you do this and you tend in the 
direction of undermining your 
own business, so that you cannot 
continue to create the confidence 
in the mind of your customers 
about yourself and your business, 
such as you must do fn establish- 
ing the fact that your business is 
on a firm footing, qualified to 
back up what you Sell through the 
years. 


The _ destandardized portable 
typewriter that is so complete and 
sells at retail just under $40.00 
stops all interest on the part of 
your customers in higher priced 
current models. I firmly believe 
that the price leader has an im- 
portant place in the merchandis- 
ing of portable typewriters, but 
the price leader must be obviously 
a value that will not stop the cus- 
tomers’ interest in more complete 
models which sell justifiably at 
higher prices and hence bring you 
more profits. And, I believe that 
just so long as the industry con- 
tinues to put into the market very 
complete portable typewriters at 
$40.00 or under you are going to 
have a tough time selling current 
model portable typewriters at 
$49.50, $59.50 and $69.50. I sin- 
cerely believe that your price 
leader is also a washout if this 
kind of merchandising continues. 


(Convention registration list, not available at press time, will be presented next month.) 


Here Endeth the Detailed Report of the Fifteenth Convention of 
the National Typewriter & Adding Machine Dealers Associ- 
ation Held in Detroit, Mich., July 22, 23 and 24. 
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emonstration Displays 


BUILD FILING EQUIPMENT SALES 
ae éx , , ; Types of Picttness 


NE of the chief drawbacks to 
O the large scale merchandis- 
ing of filing equipment has always 
been that the huge variety and 
number of types available tend to 
confuse some potential buyers, ac- 
cording to the Buxton & Skinner 
Printing & Stationery Company, of 
St. Louis, Mo. Too often, the pros- 
pect leaves the store with only a 
vague idea of what the stationer 
can do for him in the way of 
building up an efficient, worth- 
while filing system. 

Although Buxton & Skinner it- 
self maintains one of the largest 
stocks of metal and specialty filing 
equipment in the state, the firm 
has constantly endeavored to get 
around projecting this “mass” im- 
pression. The management has 
accomplished this by individual- 
ized demonstration displays which 
enable the prospective buyer easily 
to understand their application 
and value to his own business— 
thereby removing the most com- 
mon barrier to sales. 

When an executive is forced to 
look at a filing cabinet surrounded 
by other types and sizes which do 
not fit his needs, much of the 
advantage of display and demon- 
stration is lost. The simple plan 
of devoting each filing equipment 
display to a specific line of busi- 
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ness has been the means of cor- 
recting this drawback for Buxton 
& Skinner. Attempt is made to 
present something striking enough 
to carry an appeal to every type 
of office which makes major use 
of filing equipment. 

Instead of showing all kinds of 
equipment and systems haphaz- 
ardly, this concern devotes the 
front space of its huge second- 
floor showroom exclusively to one 
type of business at a time. In peak 
seasons sometimes this space is 
given over to the chosen business 
for weeks at a stretch. 

The value of the plan is easily 
apparent: When the customer can 
see his own specific needs clearly 
defined, with the equipment nec- 
essary for every angle of filing in 
plain view, the opportunity to 
make a complete sale is consider- 
ably magnified. 


Supported by Invitations 


Along with merchandising on 
this basis has come expansion of 
sales promotion efforts, which has 


increased sales tremendously for 
the past several years. Back when 
insurance offices in St. Louis were 
remodeling, a filing equipment dis- 
play was laid out for an insurance 
agency. Sales were highly satis- 
factory, but this question came 
up: “Are we getting the maximum 
amount of prospects?” So, to an- 
swer it, an organized invitational 
effort was made. Prior to that 
time, there had been no advertis- 
ing or outside promotion of the 
idea, inasmuch as it was consid- 
ered merely a way of improving 
institutional promotion inside the 
store. However, the success 
achieved with this feature moved 
the store to make a major mer- 
chandising feature of it, one which 
has been continued successfully 
ever since. 

Now when the filing equipment 
section is rearranged to attract 
the attention of business men in 
a particular field, the store does 
not stop with window display or 
newspaper advertising. Added to 
this has been an outside invita- 
tional program, which insures a 
visit to the showroom of the max- 
imum number of business men in 
that field. 


As an illustration, the store’s 
seven outside salesmen may be 
advised in advance that the filing 
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equipment display will be rear- 
ranged to feature equipment for 
a coal distribution office. To allow 
time for extending invitations, 
during the next month part of the 
salesmen’s responsibility will be 
contacting managers of coal com- 
panies, inviting them to visit the 
showrooms, which will be planned 
specifically for their needs. To 
prospective customers not con- 


tacted personally, invitations go 
out by mail, requesting them to 
view the display and give their 
comments upon it. By making 
some types of managers participa- 
tors in the display through using 
their ideas, the store has built up 
a valuable good will. 

In this way, although there is no 
set rotation of display demonstra- 
tions, Buxton & Skinner has real- 
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ized a much heavier sale of filing 
equipment than would otherwise 
be possible, and the company has 
concentrated its merchandising 
efforts successively on each type 
of business. Some of those cov- 
ered have been insurance, bank- 
ing, department stores, furniture, 
sales offices, warehouses, govern- 
ment offices, and different supply 
houses. 


FOUR POINT FURNITURE PROGRAM 
| Emphasizes Koentals fo Temporary Offices 


DENTIFYING his establishment 

as “The Business Man’s Depart- 
ment Store,” F. A. Rollosson, sta- 
tioner in Lake Charles, La., op- 
erates an enterprising office furni- 
ture department on a four-point 
basis. Especially interesting is the 
fact that office furniture rentals 
comprise no small part of Mr. 
Rollosson’s business. 


The four-point program em- 
braces selling complete office fur- 
niture layouts displayed in the 
store, installing ensembles on ap- 
proval, trial placements of indivd- 
ual units, and renting such furni- 
ture and furnishings as are re- 
quired by various types of cus- 
tomers. 

(1) Whenever possible, Rollos- 
son’s salesmen sell the complete 
office furniture installation. This 
is often the complete executive 
suite shown in the window display, 
or the ensemble grouped as a 
model office just inside the store’s 
spacious selling floor. The com- 
pany’s salesmen who are calling 
on customers and prospective buy- 
ers are always alert to possibilities 
for selling modernized installa- 
tions. Sometimes the way for re- 
furnishing a complete office is op- 
ened by the sale of but one or 
two large pieces. 

(2) If necessary, the sale is 
made on an approval basis, setting 
the model office up in the prospec- 
tive buyer’s own location, and 
having him use it for a few days. 
In ninety per cent of the cases, 
the complete order is accepted. 
Sometimes, of course, there are 
readjustments as to size of file or 
type of desk or chair which will 
best fit the need and preference 
of the customer. Occasionally Mr. 
Rollosson finds that a salesman 
has been too enthusiastic, and the 
oversold job does not stick. 
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(3) Related to the foregoing 
method of selling is that of dem- 
onstration and placement of in- 
dividual units. This is employed 
particularly with new and special- 
ty items. For instance, a new 
circulating electric fan, for floor 
or desk location, was bought in 
quantity. Mr. Rollosson had one 
placed on a two-day trial in every 
office of any importance among 
their local clientele. The fans re- 
tailed at $9.95, $19.95 and $29.95. 
Eighty per cent of the offices kept 
the fans, another ten per cent 
shifted to a larger size, and the 
rest did not buy “at present.” 

Posture chairs and other items 
are sold successfully by this spe- 
cialty selling treatment. 

(4) A constant source of added 
business for this store is the rental 


of office furniture and other equip- 
ment to enterprises of the strictly 
temporary nature, whose execu- 
tives know just how long they will 
be stationed or represented at 
Lake Charles and prefer renting 
to buying. Rollosson’s rent any 
type of used or demonstrator mer- 
chandise, guaranteeing satisfac- 
tory service. The terms are on a 
monthly basis, at the rate of ten 
per cent of the total value. Gov- 
ernment bureaus, oil geologists and 
geophysicists, and representatives 
who are holding test campaigns 
for new lines are among those 
needing this rental service. 

Some dealers in other communi- 
ties may find, upon investigation, 
that they are passing up a consid- 
erable amount of this rental busi- 
ness which they could profitably 
handle. The types of prospective 
rental customers logically will dif- 
fer from those in Lake Charles, 
but the rental idea may offer some 
a suggestion for further extension 
of their office furniture business. 
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A LEOPOLD INSTALLATION.—Made by McClain & Hedman Company, St. Paul, 

Minn., for the National Battery Company, also of St. Paul, the installation of prod- 

ucts of The Leopold Company, Burlington, lowa, took place after the firm moved 
into new quarters in the First National Bank building. 
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THE RESULT OF SHAW-WALKER PLANNING.—This installa- 
tion of Shaw-Walker equipment was made in the new home 
of the First National bank, Birmingham, Ala., by James A. 
Head, Inc. (Left) The commercial department with a S-W 
Triple-Duty counter separating tellers from bookkeepers. 
Counter is made up entirely of Fire-Files which protect can- 





SIKES FURNITURE AT NEWARK AIRPORT.—This installa- 
tion of The Sikes Company office furniture was made for the 
Brewster Aeronautical Corporation at the Newark airport. 
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celled checks. In the bookkeeping department each operator 
is equipped with a Shaw-Walker fire-protected posting tray 


and bookkeeping desk cabinet. (Right) Paying and receiving 

tellers quarters, showing S-W “‘‘under-counter’’ equipment to 

completely organize the work of the tellers and facilitate 
service to customers. 





(Left) Office of President Work contains the Sikes lounge fur- 
niture and Century suite. (Right) The reception room which 
features Sikes cushion seat Bank of England chairs. 








Y AND E EQUIPMENT INSTALLED IN BAYLOR UNIVER- 
SITY, WACO, TEX.—The Yawman and Erbe Manufacturing 
Company equipment was chosen for the administration 
building of the university, and was installed by the J. S. 
Barnett Company of Waco. (Upper left) The auditor's office 
is typical of the furnishings of all the offices. Styled Associ- 
ate desks were used throughout in Neutra-tone gray. (Lower 
left) The registrar's workroom is unique for its orderly 
arrangement of furniture for efficient and rapid work. 
(Above) The dean’s work room. 
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A GENERAL FIREPROOFING INSTAL- 
LATION.—Made by the Ryder Furniture 
Company, GF dealer in Marshalltown, 
lowa, this installation completely mod- 
ernized the offices of the Fisher Gov- 
ernor Company of Marshalltown. (Left) 
Accounting department vault with eight 
GF Super Filers, steel shelving, and coun- 
ter. (Top right) The general offices. 
(Lower right) The engineering depart- 
ment outfitted with aluminum chairs, 
files, sectional bookcases, etc. 























GLOBE-WERNICKE EQUIPMENT ADDS 
BEAUTY.—(Top) Specially designed 
desk unit installed in the library of the 
University of Alabama, Tuscaloosa, Ala., 
by James A. Head of Birmingham, GW 
representative. Exterior face is paneled 
to conform with the wainscoting design 
and linoleum covered top harmonizes 
with the wood finish and matches other 
fixed furniture. (Lower) More than 150 
GW tables were installed in the library 
part of which is shown. All wood mate- 
rial is birch and finish is “Big Smoky” 
birch, a color specially developed for the 
installation. 
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A LARGE A-S-E DEAD STORAGE FILE INSTALLATION.—These 
“DS” files of the All-Steel-Equip Company, Aurora, III., were in- 
stalled in the offices of the Nebraska Power Company and were 
sold by the Peterson Lithograph & Printing Company, Omaha, Neb. 


> 
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EDITORIAL 


The Conventions 


#4 IN this number we commend the reader’s 
attention to the conventions of two important 
divisions of the office equipment industry. One 
of which has just been held, the other to come 
next month. 

The report of the Detroit convention of the 
National Typewriter and Office Machine Dealers 
Association, on pages 24 to 41, gives account of 
one of the finest meetings in the organization’s 
history. Each address is potent with ideas that 
can be helpful to the office machine dealer in 
planning a profitable course of future operations. 

Stationers throughout the country may look 
to the week of September 23 to 26 with a good 
deal of anticipation, for the thirty-fifth annual 
convention of the National Stationers Associa- 
tion will present many new program features 
and the opportunity of “filling up” with enthu- 
siasm and suggestions. The Merchandise Fair, 
held concurrently, promises to be the biggest 
exposition. And the Chicago committee plans 
another round of entertainment successes. 


——_—o-- 


KNOWLEDGE is the antidote to fear—Ralph Waldo 
Emerson. 


—_-—- + 


Effect of the Consent Decree 


#¢ THE first reaction following the typewriter 
consent decree resulted in a heavy placement 
of orders during the sixty-day interim allowed in 
the settlement before the effective date of June 
22. From some quarter there was introduced a 
cut in price. Then many large users manifested 
the inclination to anticipate their requirements 
some months in advance, taking advantage of 
the favorable wording under their old contracts. 
For all existing contracts were to be cancelled 
when the terms of the decree went into effect. 
Also, the excess trade-in allowances which were 
to be eliminated caused some to buy machines 
during the two months’ adjustment period, in 
order to get the larger discount. 

But there is an interesting development of the 
situation in that after this little flurry the busi- 
ness was restored to what was considered normal 
for July. In other words, the great increase in 
business for the interim period was not followed 
by a disturbing drop. That, of course, was due 
to the fact that there was a stimulant to busi- 
ness generally throughout the country. Sales in 
the first month under the new order have there- 
fore been made on the sound basis of supplying 


needs. 
The manufacturers consider the decree as hav- 


ing a stabilizing effect upon the industry. Each 


company must adhere to its declared prices, 
terms, and contracts. Not only does the agree- 
ment with the government promise relief from 
price cutting, but it eliminates what the Federal 
Trade Commission considered violation of the 
Robinson-Patman law; i.e., discriminatory dis- 
counts to some customers. 

Instead of allowing discounts under the long 
established custom based upon the number of 
typewriters used by the purchaser, discount per- 
centages are now based on the number of ma- 
chines bought at a given time or contracted for 
purchase within a year’s time. 

Indications point to conditions conducive to 
profitable typewriter sales—a favorable circum- 
stance for the industry as business activity con- 
tinues its rise. 


—_eo-- 


NO man can climb out beyond the limitations of his 
own character.—John Morley. 
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Printing's Fifth Centennial 


# WHILE the epochal events of 1940 are keep- 
ing historians busily engaged, the world quietly 
turns back the pages of history to celebrate the 
fifth centennial of an event which affected civ- 
ilization more profoundly than any development 
preceding or following it. Gutenberg’s invention 
of movable types gave to mankind “‘the star that 
was to light the way to modern knowledge and 
achievement.” 

The birth of printing on a practical scale put 
an end to the Middle Ages, advancing the Ref- 
ormation and man’s intellectual expansion. The 
printed word facilitated the spread of knowledge 
to all classes—progress in all fields: culture, re- 
ligion, science, industry, commerce. 

The invention of separate types prepared the 
way for the typewriter, which four centuries 
later was to revolutionize methods of transacting 
business and stimulate development of the many 
other modern utilities of business. 


_—_<-—_- -— 


EVERY good merchant is attorney for his customer. 
—Elbert Hubbard. 


-_->--- 


Mail Order Competition 


@&@ EVERY once in a while someone in the sta- 
tionery field protests the mail order competition, 
as a disturbing factor that “should be elimi- 
nated.” The suggested means of accomplish- 
ment is that dealers decline to buy from manu- 
facturers who sell to the mail order houses. But 
no concerted action is either possible or legal. 
All dealers censure mail order competition 
when their own business is affected, but the 
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majority are unconcerned when their own terri- 


tory is uninvaded. 


Anyone may decline to buy a 
products so long as it is “his own free act and 
deed.”” To enter into agreement, however, with 
others not to buy is considered unlawful under 
the terms defining restraint of trade. 

Chain stores and direct selling have also been 
subjects of complaint, but all three are estab- 


HERE AND THERE 


LIBRARY PASTE 


In the July 12 issue of the Syra 
cuse, N. Y. Post Standard Christ- 
opher Billopp pleasantly spoofs that 
handy little utility, the library paste 
tube, which, he says, “is little used 
and generally sits around without 
cap. Someone has lost it. Then the 
paste hardens in the neck, but may 
be bored with a hairpin if you can 
find one in these days of flowing 
locks. But if not, the paste is not en 
tirely lost. It will escape through 
seams at the sides and the far end 
to mess your fingers. It's bad lying 
around loose because children may 
eat it and seal themselves up inside. 
And if found in a bathroom may be 


mistaken for tooth paste. Because it 
can't be chained, it is in danger of 
becoming '‘lost, stolen or strayed 
etc., etc. 

There is no way to protect the 
paste tube from the carelessness of 


users, nor as is the case with many 
other things, to destroy its appea 
to hungry children. We knew a boy 
who ate some axle grease which 
ooked like soft maple sugar. But just 
for Mr. Billopp's tube—to have i 
always where wanted and capped 
suggest a 
few feet of log chain attached to the 


when not in use—we 


leg of the library table, with two 
leads at the free end: one 
the tube, the other fast to a Stillson 
wrench set to hold the cap perma- 
nent! y whether oft or on. The CcOom- 
bination also has practical use as a 
paper weight. 


around 


Anyways, we acclaim the useful 
ittle paste tube which pays for itself 
over and over again, a single appli 


cation frequently preserving some 
thing valuable. Mention of the paste 
tube always gives us pleasant recol 
lection of making first acquaintan 


with the Weis Manu factut ring C m 
pany back in the late nineties. (Then 
the Weis Bindery y Co mpany in T 
Jo) by whom, we he ave impre 

the paste tube was first introduced 


And watching the arowth of the 


manufacturer’s 


machine and a Royal typewriter. 
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lished methods of distribution—with which we 


are under necessity of adjustment. The success 
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(COPYRIGHTED). 


OneSpot 
FleaKiller 


of each of these marketing systems indicates 
public approval. 

To deprive our old friends in the manufactur- 
ing field of these outlets would not eliminate the 
competition. If the problem is “unriddled by and 
by,” the solution must be satisfactory to all con- 
cerned—including the consumer. 


Weis business through the years, we 
whimsically visioned it as being 
squeezed out of a paste tube. 





A COLUMNIST'S FILE 


Howard Vincent O'Brien, of the 
Chicago Daily News, in his column, 
‘All Things Considered," recently 
said, facetiously, ‘A filing case is a 
symbol of a man's pathetic yearning 
for immortality.” 

He referred to the use to which 
he, and apparently others, had put 
his file for the past several years. 
On going through it, he found an 
accumulation of letters, papers, un- 
finished manuscripts, notes, and clip- 
pings. Some of the latter ‘already 
so old they crumbled to a touch.” 
These he had meant some day to 
paste in scrapbooks. 

Most of us have had intentions of 
making a scrapbook, and, like Mr. 
O'Brien have seen the time of 
reckoni ing. 

But that wasn't what filing cases 
were invented for. When properly 
indexed, the filing cabinet enables 


~Also Protects Pilar’ 





A DIZZY IDEA BUT FULL OF POSSIBILITIES!—Presented here is a picture of the 
office force of the One-Spot Flea Killer plant, a publicity shot if ever we saw one, but 
worth reproduction because it shows products of some of the leading manufacturers 
in the industry. Prominent in foreground are a Heyer duplicator, a Victor adding 
We are indebted for the unusual picture to A. J. 
“Art” Heyer, of The Heyer Corporation, 901 West Jackson boulevard, Chicago, who 


sends it to us with the temperature hovering around the 96 mark. 
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us to put under the thumb that 
which may be wanted at an instant's 
notice. 





MARY CAROLYN ESCHEWS 

DOLLS FOR LIVE ELEPHANTS 

If (1) you have a full-grown ele- 
phant lying around the house doing 
nothing and (2) if his manners need 





OMIGOSH!—Wonder if she takes ‘em 
home? Little Mary Carolyn, age four, 
has a queer idea of fun. Instead of 
playing with dolls, she waits ‘til a 
circus comes to town and then goes 
over and smacks an elephant silly 
until he goes through his tricks for 
her. Nice work if you can get it, but 
who wants it? 


correcting and (3) if you want him 
smacked down, apply to Miss Mary 
Carolyn Hanly, age four, of Charles 
ton, W. Va. 

The little girl is the daughter of 
John Hanly, sales manager of the 
Rose City Press, exclusive Globe 
Wernicke dealers, who some time 
back was connected with the circus 
world, but did not exactly hanker 
for the company of elephants. A 
trifle large for household pets, he 
figured, though nice in a circus. 

But not so Mary Carolyn and just 
to prove it she gladly posed, ele- 
phant hook and all, with one of the 
big pachyderms when a circus re 
cently visited Charleston. 





ED LITTLE "CARRIES ON" PAR- 
TIES FOR WABASH YOUNG- 
STERS WITH "GYP Ii" 


Children of Wabash, Ind., who 
believed that with the death a few 
months ago of "'Gyp," pet dog of 
Ed. Little, sales manager of the 
Wabash Cabinet Company, annual 
ice cream parties given them by the 
generous Mr. Little would cease 
were agreeably surprised last 
month. 

Not only did the youngsters at 
tend on July 9 Mr. Little's twelfth 
annual party on the lawn of his 
home, but they were delighted to 
be formally introduced to Gyp Il, 


a new pet of the Little household 


and more than delighted to learn 
that Gyp II would continue the par 
ties given each year by his prede 
cessor. 

As in past years Mr. Little made 
the event one in which to instill 
in the minds of the children a love 


for their country and a careful re 


gard for their safety by observing 
traffic laws. 

The day beaan for the 480 
youngsters with a flag-raising cere 
mony conducted by war veteran 
from the Stineman Post of the 


American Legion. This was followed 
by the singing of ‘America’ and 


then a brief address by Wabash 
Chief of Police Frank Gurtner on 
the wisdom of friendly relations be 
of school and police 
the duty ot 


tween children 
officers assigned to 
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watching over their safety. The 
ungsters also heard brief talks by 


‘eee - 
Pau Shivers president, Wabash Ro 
tary Ciub, and an inspiring adaress 


by Arthur Sapp, Huntington, Ind., 
past president, Rotary International. 
Police Officer Bob Kinerk also made 
a short talk. 

Another well-known firm in the 
office equipment industry took a 
generous part in making the day a 
success when R. A. (Andy) Maish 


f the Dennison Manufacturina 
Cx mpany, donated a number of 
gayly-colored paper caps for the 


children to take home as souvenirs. 

And so another Ed. Little party 
becomes history with the happy 
children secure in the knowledge 
that, with the advent of Gyp Il 
they bid fair to continue on indefi- 


nitely 





HAPPY CELEBRANTS AT ED. LITTLE’S PARTY.—(Top) Mr. Little and 
Gyp IL just after the puppy had been introduced to nearly 500 admirers. 
(Center left) The flag-raising ceremony, which is the feature event of 
every party given the children of Wabash by Mr. Little. (Center right) 
Friends of Mr. Little who helped make the party a success. They include 
Wabash Chief of Police Frank Gurtner, Paul Shivers, Wabash Rotary Club; 
Arthur Sapp, former Rotary International president; Dr. J. M. R. Canfield 
and Police Officer Bob Kinerk. (Lower) Boy Scouts who aided Mr. Little 
by distributing favors and marshaling the youngsters at “ice cream” time. 
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NEW MACHINES AND DEVICES 





REMINGTON’S NEW KARDEX VISIBLE SYSTEM 

Remington Rand, Inc., Buffalo, N. Y., has announced 
the development of a new Kardex visible system for 
business control which has been named the Modern 
Safe-Kardex “60.” 

The Modern Safe-Kardex “60” has as part of its 
construction a fire-resistant insulation certified to 
withstand a full hour of heat on all sides, ranging to 
a temperature of 1700 degrees Fahrenheit. Officials 
of the company point out that with the fire protection 
afforded, and the control factors, convenience factors 
and compactness of the unit, the additional cost for 
Modern Safe-Kardex ‘60’ housing is less than one- 
half a cent a year more per individual record than 
the cost of unprotected visible cabinets. 

Each slide in the cabinet is equipped with a large 
label for the guidance of the operator and an easy 
pull brings the entire slide to a perfect posting posi- 
tion leaving the operator’s two hands free for refer- 
ence or posting. 

In addition to five models of the unit the company 
also manufactures two bases, one which holds one 
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THE “60” SAFE-KARDEX 


cabinet and the other which supports two cabinets. 
The finish of the unit is metallic gray (smooth) out- 
side with the 27-inch slides and inside of housing 
done in a smooth black finish. Chromium hardware 
and a lock are standard equipment. 

Illustrated literature suitable for dealer use and 
a fine reference piece for his customers is available 
on request to the company. 

—- - 
NEW REX-O-GRAPH SCHOOL DUPLICATOR 
ANNOUNCED 

A new model duplicator designed for use in schools, 
churches, clubs, etc., and named the Model S has been 
announced to the trade by Rex-O-Graph, Inc., 3725 
Palmer street, Milwaukee, Wis. The new number is said 
to combine the same economic features of the other 
models of the line. 

Attractively finished in durable, deep-sea green 
crackle, the new machine handles all sizes of paper 
from 3 by 5-inch postcards to sheets measuring 9 by 


14 inches. Hand operated, it has a capacity of approxi- 
mately 85-90 sheets per minute, only one forward 
motion of the crank being necessary to print and stack 
each copy. It can also run four or more colors in a 
single operation from the same typed, printed or drawn 





SCHOOL MODEL S REX-O-GRAPH 


matter. Another special feature is the machine's 100 
per cent roller moistening operation. 

Further particulars on the new model, which retails 
at $59, can be obtained by writing to the manufac- 
turing company. 

nn Se 

LYON METAL PRODUCES STEEL GUN CABINET 

Lyon Metal Products, Inc., 6001 Montgomery street, 
Aurora, Ill., has announced to the trade a new steel 
gun cabinet which is equally well adapted to the 
storing of fishing gear and equipment. 

Priced in a range to appeal to sportsmen, casting 
clubs and other athletic organizations, the cabinet 
is manufactured of durable steel throughout except 
for a wood back end support which is grooved for four 


wavervaTrrn t 





LYON METAL’S GUN CABINET 


guns, with a corrugated rubber pad to prevent guns 
Slipping to the bottom of the cabinet. There are 
three shelves adjustable on two-inch centers which 
may be moved to suit the convenience of the user 
regardless of whether he wishes to store small items 
such as reels, or comparatively large pieces as wicker 
creels. The entire cabinet is finished in quality 
enamel. 

Further details and prices may be obtained by 
communicating with the company at the address given 
above. 
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NEW TABLE LINE BY EFFICIENCY 
The Efficiency Equipment Company, Inc., 360 West 
Superior street, Chicago, has announced a new series 
of office tables which has been listed as the “100 Line”’ 





THE EFFICIENCY “100° LINE TABLE 


and is available in sizes ranging from 24 inches wide 
by 30 inches in length by 26 inches in height, to 36 
by 96 by 30. 

The table is available with a brown or black com- 
position top with one-inch face and brown or green 
baked underconstruction. The heavy channel legs are 
of steel. 

The company also announces another series listed as 
the “50 Line” which is similar to the line described 
above except that the top is one-half inch faced. The 
tables are shipped knocked down and are packed in 
individual cartons for easy handling. 

© 
PERPETUAL CALENDAR MEMO CASE BY 
AUTOPOINT 


The Autopoint Company, 1817 Foster avenue, Chi- 
cago, has announced a perpetual calendar memo case 
in which is combined an easy-to-read perpetual cal- 
endar with a memo case holding loose three by five 
inch sheets. 

The perpetual calendar is changed by turning ivory 
colored finger buttons which blend nicely with the 
month and day (in black) and the date (in red). The 
case holds a pack of 230 sheets and is so constructed 





THE PERPETUAL CALENDAR MEMO CASE 


that although the pack is held firmly in place a 

single sheet may be removed quite easily. The unit 

is of Bakelite molded in colors of black and walnut. 
—><-  — 


MELIND’S “KLING” INK FOR RUBBER STAMPS 


The Louis Melind Company, 362 West Chicago ave- 
nue, Chicago, has recently produced a new rubber 
stamp ink which has been given the trade name of 
“Kling” and is capable of making impressions on prac- 
tically any type of surface including many said to be 
hitherto unimpressionable. 

Tried out on hundreds of articles, Kling has been 
found to give a fine, waterproof impression on all 
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lithographed, varnished and glazed surfaces. The im- 
pression, which dries quickly, was also successfully 
tried on paper, California liquor stamps, rubber, most 
metals, wood, cellophane, celluloid, many plated sur- 
faces, glass, plastics, leather, bakelite, blue prints and 
cloth. 

Kling, according to the manufacturers, will not gum 
up on the pad, neither will it dry out, despite its quick- 
drying qualities after the impression is made. As a 
result of this feature a pad will remain moist for 
several days without re-inking. Kling is available in 
black, purple, red, blue and green and may be used 
successfully on self-inking stamps because it does not 
injure rubber. 

a 
SHIPMAN-WARD’S TWO NEW DEALER AIDS 


The Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago, has announced two inter- 
esting items for the dealer which are described as (1) 
a portable typewriter display holder, and (2) a new 
method of dressing up the Underwood No. 5 typewriter. 

The portable display holder is easy to mount and 
can be placed in windows, above tables or on side walls 





THE PORTABLE TYPEWRITER DISPLAY 


or in any location desired by the user. It measures 12 
by 12 inches and is available in a full line of attractive 





THE “NEW DRESS” FEATURES FOR THE UNDERWOOD 


colors to match any store interior. It is listed as the 
S-W typewriter display No. 107. 

The typewriter dressing up feature consists of a set 
of green and black attachments which can be placed 
on the machine. They are a green front scale, black 
crackle or enamel] side plates, black ribbon reverse stud, 
and green celluloid feature key cards. 

es See 

ACCO INTRODUCES NEW EYELET FASTENER 

Acco Products, Inc., Long Island City, N. Y., pioneer 
manufacturer of paper fasteners, has announced a new 
addition to its fastener line. The new item is the eyelet 
base fastener. 

This new base has eight eyelets by which it is 
securely attached to the file folder. The base is 
inserted in a recessed panel, embossed in the folder. 
The base being flat, it fits snugly into the recessed 
panel, presenting a perfectly smooth, flush surface. 
It does not protrude or bulge, which results in saved 
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space and has the added advantage of not catching on 
other papers or folders. 

It is said that large fastener users will particularly 
appreciate the advantage of the space saving that the 
eyelet base fastener assures. 

Complete information and sample will be supplied on 


request. 
_ Oe 


VICTOR’S ADDING MACHINE-CASH REGISTER 

The Indiana Cash Drawer Company, Shelbyville, 
Ind., announces the introduction of a new line of cash 
drawers designed for use with Victor portable adding 
machines. Available in four models, ranging in price 
from $27.50 to $40 list, these drawers quickly convert 
the Victor adding machine into a cash register that 
enables the retailer to tell at a glance which items or 
services are selling best. In addition, a rewinding de- 





THE MODEL R DRAWER EQUIPPED WITH REWINDER 


vice permits the retailer to keep his sales records under 
lock and key at all times. 

Another feature of the rewinder when double-rolled 
strips are used is the fact that customers may be pro- 
vided with printed receipts of the transaction, and 
clerks are enabled to record charge sales, cash on 
account and cash paid out. 

The machine is compact and attractively designed. 
The banked keys, solid base and pleasing contours 
and finish make the entire unit a fitting piece of fur- 
niture for any type of business establishment. 

An illustrated folder and order blank giving com- 
plete specifications is available to office machine deal- 
ers upon request to the company. 


——— a 2 


NEW DESK ANNOUNCED BY 0O.C:S. 
OLSEN COMPANY 
A new desk which introduces the Conceal-O waste 
basket has just been announced by the O.C.S. Olsen 
Company, 2527 Moffat street, Chicago. It is a six- 





THE ‘‘CONTENDER’’ DESK 


legged desk with the two center legs set-in for con- 
venience. It is their B3000 line named the Contender. 
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The sliding Conceal-O waste basket slides out of the 
way between the two center pedestals, and empties 
easily. All exposed corners are rounded. 

The desk is furnished in all walnut exterior and 
quarter-sawed oak. Typewriter desks and table to 
match are also included in the line. The company 
will furnish more particulars and prices on request. 

a 
GENERAL LAMPS ANNOUNCES NEW DESK MODEL 

The General Lamps Corporation, Muncie, Ind., last 
month introduced to the market a new clamp-on 
fluorescent lamp which is listed as the No. 871. The 








GENERAL LAMP’S NO. 871 


new model is completely adjustable and is equipped to 
clamp onto the edge of a desk or work table, leaving 
the entire top free for working space. The No. 871 
is equipped with a ball-and-socket joint which permits 
shade adjustment to any required angle. Complete 
details concerning this and other units manufactured 
by the firm may be obtained by writing to the com- 
pany’s home offices. 
———— oe 
NEW MEMO PAD BY PREVUE-RADSELL 

The Prevue-Radsell Company, 440 South Dearborn 
street, Chicago, has announced a new desk memo pad 
described as an item which “won’t let you forget.” Of 





THE PREVUE-RADSELL MEMO PAD 


sturdy metal construction and in a modern, streamline 
design, the pad contains a roll of 250 feet of standard 
size paper, the roll being housed within the device and 
therefore out of sight. 

The machine has a continuous feed allowing mes- 
sages of unlimited length to be written and instantly 

















52 


detached from the roll. It is available in a black or 
green crackle finish with other colors furnished if 
quantity permits. There is also a space for an adver- 
tising message in a dominant position. The memo pad 
is priced to sell at $1.50 and is individually packed in 
a carton. 
——— 2 
SIPH-O PRODUCTS’ LINE OF VAC-U-CUPS 

The Siph-O Products Corporation, 60 India street, 
Boston, Mass., has introduced to the trade a series of 
of devices named Vac-U-Cups which are used for the 
purpose of deadening the sound of office machines 
and correctly aligning and balancing office furniture. 

Made of semi-soft rubber, the Vac-U-Cups are 
available in a number of shapes including round, 
Square and triangular. There is also an interlocking 
type which has its special uses. Placed beneath a 
desk or other piece of furniture they assure alignment 
permanence by preventing moving or skidding, absorb 
sound and are so designed that they cannot scratch 
or mar furniture. They operate perfectly on all types 
of floors including linoleum, asphalt tile, rubber tile, 
ceramic, mastic or composition tile. They are avail- 





SEVERAL MODELS OF VAC-U-CUPS AVAILABLE 


able in sizes to properly fit every type, size and style 
of office furniture. 

The company also manufactures pads and strips 
and an interlocking, heavy-duty filing cabinet floor 
base strip. The latter is available in ten-foot strips, 
interlocking and tailored to fit files in connected 
batteries of any length or formation. 

Prices and illustrated literature on the entire line 
are available to dealers on request. 

aliens : 
EATON’S NEW SOCIAL STATIONERY 

The Eaton Paper Corporation, Pittsfield, Mass., has 
recently developed and announced a new type of social 
stationery created to fill a need brought about by the 
ever-growing use of the typewriter for personal letters. 

The paper, all in single sheets, is available in four 
colors, white, blue, gray and green, and also in three 
sizes including club size in both plain and bordered 
versions. 

The new stationery fits in perfectly with recently 
announced new products of the Royal Typewriter Com- 
pany and the Old Town Ribbon & Carbon Company. 
Royal has created a new face of type for its portable 
typewriters which has been given the trade name of 
“social” and Old Town has announced six special rib- 
bon colors to match the border colors of the new Eaton 
stationery. These are gray, dark blue, French blue, 
green, brown and maroon. 
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NEW LYON METAL MAIL SORTING RACK 


Lyon Metal Products, Inc., Aurora, Ill., has an- 
nounced a new Steel mail sorting rack which has 
been designated as the No. 2285-1 and is adaptable to 
a large number of uses. 

Handsome and Ssturdily built, the rack is so designed 
as to make an attractive piece of office furniture. 








———_ 


THE LYON STEEL MAIL SORTING RACK 


A recessed bottom permits stacking one rack on top 
of another and, in addition to the item’s use as a 
mail sorting rack it can be utilized successfully as a 
stationery storage unit, a work organizer, an order, 
invoice or bill of lading rack, correspondence distribu- 
tor, trade magazine holder, advertising literature file 
and a sandpaper or tool storage unit. 

The rack is equipped with nine 11-5/32 inch wide 
removable shelves, which are hand adjustable on half- 
inch centers, to form twelve mailing compartments. 
Each removable shelf has a label holder measuring 
214 by '% inch and the base is fitted with a half-inch 
label holder which runs nearly the full length of the 
rack. Spot welded construction is used throughout. 
Overall size is 34% inches wide by 111% inches deep by 
105g inches high. Extra shelves are available. 


_—_ 


CARTER’S REMOVABLE PAPER CEMENT 
The Carter’s Ink Company, Kendall square, Boston, 
Mass., has announced a new type of paper cement 
which is featured by its ease of removal. By its use, 





CONTAINERS AND DISPENSERS FOR CARTER’S REMOV- 
ABLE PAPER CEMENT 


the manufacturers claim, art work, paper, photographs, 
etc., may be peeled off without the need of a knife or 
razor blade. Finished art work may be as easily re- 


placed. 
The removable paper cement is put up in quarts, 
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pints and eight-ounce jars. The company has also 
created a handy dispenser unit (illustrated) which 
fits all three of the containers. Further particulars 


of the line will be furnished dealers on request. 


—>- 


FLUORESCENT LAMP LINE BY 
NORTHWESTERN ART SHADE 


The Northwestern Art Shade Company, 150 North 
Wacker drive, Chicago, is introducing to the trade a 
new line of fluorescent lamps suitable for commercial 
purposes. Included in the line is a clamp-on lamp 





NORTHWESTERN’S DESK LAMP 


which may be attached to desk or bench, leaving the 
maximum working space available for the user. The 
lamps are attractively designed, sturdily constructed 
and are the result of scientific research and engineer- 
ing. Complete details will be promptly sent dealers 
on request to the company. 


*— 
CRAMER’S HIGH-MODEL CHAIR 


The Cramer Safe & Office Equipment Company, 
1417-19 McGee street, Kansas City, Mo., has introduced 





THE CRAMER HI-MODEL CHAIR 


to the trade a new type of posture chair suitable for 
persons whose work obliged them to sit above normal 
chair height. It is named the Hi-Model. 

The chair is featured by an “All-in-One” adjust- 
ment whereby the full range of seat height adjust- 
ment, previously requiring three different chair heights 
to accomplish is now provided in one model. The 


chair seat adjusts from a minimum of 23 inches to 
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a maximum of 33 inches from the floor and the 
footrest is also adjustable in height in relation to the 
seat. 

The Hi-Mode! is available with different types of 
footrests and seats while all parts in the regular 
Cramer line are interchangeable. The accompanying 
illustration shows the chair and the footrest and seat 
available. 

Further particulars on the entire Cramer line is 
available to dealers on request to the manufacturers. | 


——_ 9 


ZEPHYR AMERICAN’S NEW “ROLADEX” UNIT 


The Zephyr American Corporation, 31 West Forty- 
seventh street, New York, N. Y., has announced a new 
unit which has been given the trade name of the 
Roladex. It is a device which automatically supplies a 
single sheet of paper for memorandum or other pur- 
poses and is a useful and attractive item for any office 
desk. Made of Bakelite, the unit is available in four 
colors, black, walnut, ivory and burgundy. It is 
sturdily constructed yet of a simplicity of operation 
and design to fit it perfectly with any type of office 
furniture. Complete details of the Roladex will be 
furnished by the company on request. 


—— Oe 


GIRL WINS SWEDISH TYPING CONTEST 


Competing against 693 contestants from every sec- 
tion of the country, Miss Dagmar Wahlgren recently 
won the speed typing contest held at Stockholm to 
acquire the Swedish national championship. The 





THE SWEDISH CONTEST WINNER AND HER REMINGTON 

MACHINE.—(Left) Miss Dagmar Wahlgren, Stockholm, Swe- 

den, who is winner of the Swedish national speed typing 

championship. (Right) Window display in the offices of the 

Remington Typewriter Company, A.B., showing the Remington 

Model 17 used by Miss Wahlgren in establishing her record 
over 693 contestants for honors. 


young lady used a new model 17 Remington, according 
to O. Althini, general manager, Remington Typewriter 
Company A.B., Stockholm, and in a thirty-minute pe- 
riod wrote 14,302 words with thirty-one mistakes which 
deducted at the rate of five words for each error, gave 
her a net total of 12,752 words. Several American and 
European typewriters figured in the event. 


VALLE ON CUBAN TRIP 


Raymond Valle, export manager of the Hotchkiss 
Sales Company, Norwalk, Conn., sailed on Tuesday, 
July 9, from Miami for an extended business trip 
covering the island of Cuba. Mr. Valle will make his 
headquarters in Havana and will visit the leading 
dealers of the island, demonstrating the new Hotchkiss 
Palmfit staplers and other new items in the Hotchkiss 
line. Mr. Valle states that the outlook for export busi- 
ness in Cuba and South and Central American 
countries is extremely promising and that the dealer 
response to the new models is evidence that Hotchkiss 
had developed a line with great popular appeal. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 
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of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and tke staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Blidg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 


6 St. Bride Street, 


(Ed. Note-——The London Letter produced herewith 
was, as the date signifies, written and mailed nearly 
two months ago. Uncertain ship sailing schedules and 
difficulties abroad prevented its arrival in time for 
inclusion in the July issue.) 


4th June, 1940. 

A day of national prayer, a prayer for courage. It 
is one of those late Spring days when all the earth is 
full of the joy of just being. As the worshipers wander 
home in the evening time, nature herself appears to 
be at prayer, all life is hushed and calmed. The 
ordinary man is conscious of the magic and inspiration 
of the day and wonders maybe whether the days of 
miracles are really long since past. Two days later 
instead of a miracle a blow dealt by a traitor’s hand. 
Courage survives, the door of the trap yields, and sky 
and sea unite to effect a deliverance unmatched in the 
annals of ‘all history. We pray again, a long prayer of 
thanksgiving that the days of miracles are not past 
and we wend our way homewards once again armed 
with courage to face whatever the days ahead may 
have in store for us. We remember the part the little 
ships played in that miracle of land, sea and air, the 
“Saucy Janes” of brighter days, and learn that the 
road to victory is paved by individual effort, the little 
ships and the big ships all have their part in the great 
adventure. The industrialist has an individual part to 
play no less important than all the other seemingly 
more important jobs in paving that road to achieve 
the desired end—office machinery and systems speed 
up the job. 


* * * 


Here is an extract from the current issue of Twinlock 
News—house organ of Percy Jones (Twinlock) Ltd., 
makers of loose leaf binders. It is headed “Get 
Behind Churchill” and it admirably expresses that will 
to individual effort in the present scheme of things 
“There is one thing that is sure and steady and that is 
the determination that is embodied in our title ‘Get 
Behind Churchill.’ That will last, till the end of the war 

till final victory. In a cartoon Churchill is seen 


marching in front tucking up his shirt sleeves with 
that Churchill look on his face and behind him a great 
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cloud of good men and true all with the Churchill look 
and tucking up their shirt sleeves. All the Twinlocks 
and their stationers are in that lot. For what Churchill 
tells us to do that we will do. If he wants more of our 
men to go and fight he shall have them. If he wants 
our machines to make munitions, or aircraft parts— 
we are already doing a lot of it—-to the exclusion of 
our beloved Twinlocks we will do it gladly. We will 
pay our taxes cheerfully. We will tighten our belts if 
need be and not grumble. We will keep calm and 
steady if bad news comes and not be too elated at good 
news until victory is assured. All the time we will be 
marching up close behind Churchill with the other 
good men and true. In the meantime if you are 
wanting a few binders or sheets please let us hear 
from you.” 
a 7 * 

Bill the Binder time and again restores our confi- 
dence in the future and our sense of humor to help us 
face the present—Bill in the forces and Bill at home 
keeping the glue warm and the weeds off the cabbage 
patch, pavers of the road to victory. No petty trade 
jealousies trouble Bill the Binder, he is all out to do 
that essential job and one can well imagine him deci- 
sively exclaiming that the hinderer in that paving job 
is the one who wants to know just what he is going 
to get out of it and not what he is going to put into 
the job. Bill the Binder is typical of the industry, he 
represents us all. 

* « a 

The new managing director of the Royal Typewriter 
organization over here is just returned from his trip 
to the U.S.A. and all praise of the wonderful time he 
had and the return journey he made in “The Clipper.” 
Even war time has its compensations. H. V. Schofield 
is one of the bulwarks of the office appliance industry, 
no newcomer but having served a long apprenticeship 
with the organization he now commands. We shall 
hear much of him in the future. 


. * * 


The industry is feeling just a little anxious and 
perturbed about its American friends over here, the 
needs of national security having made conditions 
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somewhat difficult for them. However as friends of 
ours they accept these essential restrictions in the 
spirit they are imposed, fully realizing the difficulties 
of intervention and differentiation. 

a” * * 

“Imports and Exports” the theme of the song of the 
office appliance industry—but in the main the importer 
wins, the exporter being apparently unable to overcome 
petty trade jealousies and stifling what should be a fine 
cooperative effort in the national interest. 

x * 

“Thanks to America” is the cry of the industry for 

all she is doing in the matter of those much needed 


oa 
uw" 


planes and ammunition. We shall remember her as- 
sistance in this hour of our need.—SSE 


—_-:->--_- 


London, 26th June, 1940. 

For a while industry was breathless with amazement 
at the recent turn of events. However, it very quickly 
recovered and as the tension grows its power is being 
concentrated on the essential job of winning the war, 
the wheels of industry must be kept turning un- 
ceasingly for twenty-four hours per day and seven 
days per week. The British workman shows his grit 
and has now adopted as his slogan for victory and 

(Turn to page 98, please) 





IT RAINED AT THE GF PICNIC, 


Among the more than 6,000 who attended the annual General 
Fireproofing Company picnic, Saturday, June 29, at Idora Park, 
near Youngstown, Ohio, were the happy men, women and 
children shown above. Yet, it rained, as some of the pictures 
show, but spirits were not dampened and everybody had a 





BUT NOBODY STAYED AT HOME 


good time. All the morning events except the tug-of-war 
were held as scheduled. After lunch the skies cleared and 
General Picnic Chairman Ed. Kimmel and his committee mem- 
bers did themselves proud, running off games, races and 
other program features. More details appear on page 68. 





INVASION FORCED RUYS TO MOVE TO BATAVIA 


As this issue goes to press it is learned that J. A. 
Ruys, managing director of Ruys’ Handelsvereeniging, 
has been forced by the German invasion to flee from 
The Hague, Holland, and remove his two companies to 
Batavia, Neth. East Indies. Mr. Ruys, whose organiza- 
tions represent a number of American firms including 
The General Fireproofing Company, A. B. Dick Com- 
pany, Remington Rand, Inc., Monroe Calculating Ma- 
chine Company, Ditto, Inc., and Addressograph Multi- 
graph Company, has asked that his many friends in 
the United States be informed of the present where- 
abouts of himself and his companies through the 
columns of OFFICE APPLIANCES. 

Plans which Mr. Ruys had made some time ago to 
visit the United States this year are temporarily aban- 
doned while he and his associates and officers strive 
to place his business on a going basis in the new quar- 
ters in Batavia. 


HALSBY RETURNS TO UNITED STATES 


Joseph Halsby, representative in Great Britain of 
The Todd Company, Rochester, N. Y., and one of the 
leaders in the Office Appliance Trades Association of 
Great Britain & Ireland, returned to the United States 
last month aboard the S.S. Washington. Mrs. Halsby 
accompanied him. 

An American by birth, Mr. Halsby has spent a con- 
siderable part of his time abroad and in England was 
considered one of the best-informed men in the indus- 
try in the British Isles. In addition to being one of 
the founders of the Office Appliance Trades Associa- 
tion, he also served a term as honorary secretary of 
the organization. 

It is expected that Mr. Halsby will make his head- 
quarters at the home offices of the Todd Company of 
which he was appointed a director in May, 1935. His 
many friends “on the other side” hope to see him 
again when peace is once more established. 
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NEW QUARTERS AND NEW EQUIPMENT FOR THE GENERAL FIREPROOFING COMPANY’S SAN FRANCISCO OFFICE 


With an exterior designed in the latest style and an interior 
restocked with brand new equipment, the San Francisco branch 
of The General Fireproofing Company, Youngstown, Ohio, is 
the pride and joy of Branch Manager E. R. Dungan and his 


HURLBUT SMITH CELEBRATES 75TH BIRTHDAY 

Hurlbut W. Smith, president, L. C. Smith & Corona 
Typewriters Inc., Syracuse, N. Y., on June 24 celebrated 
his seventy-fifth birthday by—working! He did, how- 
ever, take time out to allow a photographer to come 
in and take a picture of his private office with the desk 
and furniture piled high with beautiful baskets of 
flowers from his fellow executives as well as clerical 
and plant employes and old friends. 

Mr. Smith is another clinching argument in favor of 
the “Forty Plus Movement” which has been explained 
in these pages many times. He is the active head of 
L. C. Smith & Corona Typewriters Inc., and in addition 
to the responsibilities and duties such a position entails, 
finds plenty of time to interest himself and his abilities 
in a number of civic enterprises. At the present time 
he is president of the Syracuse and Onondaga chapter 
of the American Red Cross and is personally directing 
the raising of a large quota for European war refugee 
relief. 

At the annual outing of Smith-Corona plant em- 
ployes, described and pictured in the July issue of 
OFFICE APPLIANCES, Mr. Smith was an enthusiastic and 
active participant, appearing at the outing to present 








staff of salesmen and office workers. 1. The large display room. 

2. Exterior view of the new branch quarters. 3. Another display 

room. 4. The general office. 5. Private office of Mr. Dungan. 
Office of J. S. Sheldon. 


service pins to a number of employes whose length of 
service on behalf of the corporation ranged from 
fifteen to thirty-five years. 
edt 
JERMAN ELECTED VICE-PRESIDENT AND 
DIRECTOR OF HOTCHKISS 
L. U. Jerman, connected with the Hotchkiss Sales 
Corporation, Norwalk, Conn., since 1926, last month 
was elected vice-president and director of that com- 
pany. Since joining Hotchkiss fourteen years ago Mr. 
Jerman has had a wealth of experience in all phases 
of the firm’s business. A year ago his successful efforts 
received well-earned recognition in his appointment to 
the office of general manager, a post he still retains. 
OFFICE APPLIANCES joins Mr. Jerman’s many friends 
in the field in hearty congratulations for this new 
recognition of his successful managerial qualities. 
sissies elias iainn 
SHREINER MOVES TO BOSTON 


H. G. Schreiner, who represents the Polar Manufac- 
turing Company and the Stein Bros. Manufacturing 
Company, recently moved from Upper Darby, Pa., to 
Boston, Mass., where he has established permanent 
headquarters at 125 Peterborough Street. 


SEVENTY-FIVE YEARS AND STILL GO- 
ING STRONG!—That is an apt descrip- 
tion of Hurlbut W. Smith, president, L. C. 
Smith & Corona Typewriters Inc., pic- 
tured at his desk on his seventy-fifth 
birthday on June 24. The baskets of beau- 
tiful flowers attest to the esteem in which 
Mr. Smith is held by his fellow execu- 
tives, office and plant workers. In the 
July issue appeared a photograph of the 
Smith-Corona annual outing with Mr. 
Smith on hand to present service pins to 
employes with lengthy service record. 
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The Guest Book 


Theodore F. Peirce, president, Pacific Desk Com- 
pany, Los Angeles, accompanied by Chester Olsen, 
president, O. C. S. Olsen Company, Chicago, radiating 
good cheer, looked in upon us June 27, making it a 
banner day of the month. Mr. Peirce in the midwest 
on special business. A visit with “Ted” always stimu- 
lates our determination to keep up and doing: con- 
versation about other things so interesting we neg- 
lected to inquire how fares the office furniture business 
in southern California. But from long acquaintance 
with its chief and founder, we know that whatever 
the condition there, the Pacific Desk Company is mak- 
ing the best of it. For Ted Peirce has long been an 
optimist—Optimist International. And as we under- 
stand it, to adjust and make the best of ever changing 
circumstances is part of Optimist philosophy. As an 
offside observation, we have the notion that optimism 
is more than merely evaluating the favorable above 
the unfavorable: that it is something of a way of life, 
taking its blows standing, and holding fast to the 
belief that ways will be found to achieve a good 
desired. 

R. Evershed Myers of Christie-Lucas, Inc., Rochester, 
N. Y., signed the Guest Book July 12. The purpose of 
Mr. Myers’ visit to Chicago was to appoint a repre- 
sentative for a product recently developed by his com- 
pany. It is a paper drill sold by stationers and used 
largely in offices, printing shops and binderies. He 
reported that the drill had met a very satisfactory 
reception. Mr. Myers is an old timer in Rochester. He 
is a member of a family which moved there more 
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DISPLAY BOOTHS AT THE N.R.C.A. CON- 
VENTION HELD IN SAN ANTONIO, TEX.. 
AND DESCRIBED ON PAGE 81 OF THE 
JULY ISSUE. 


The General Fireproofing Company. 
Monroe Calculating Machine Company. 
Underwood Elliott Fisher Company. 

. Royal Typewriter Company. 

nc. 
ick Company. 
American Automatic 


pany. 
8. TelAutograph Corporation. 


The business show was held in connection 
with the convention from June 17 to 20 and 
received considerable praise from visitors 
as well as business men and women of San 


57 


than a century ago and had kept its roots there from 
that time on. 

Hugh F. Dickson, Atlanta, not connected with the 
trade, but on a mission touching the stationery busi- 
ness, called upon us July 12. Mr. Dickson is active in 
promotion and development in several fields. A fine 
new hotel recently completed at Columbia, S. C., is one 
of his achievements. His mention of long acquaintance 
with our old friend, Paul Wielandy, famous as stationer 
and salesman extraordinary, farmer and author, dis- 
closed that some years ago, Mr. Dickson, then a trav- 
eling salesman, had Blackwell-Wielandy Company 
among his good accounts. 

Ivan Allen, chairman of the board, Ivan Allen- 
Marshall Company, Atlanta, delegate to the National 
Democratic convention, after four strenuous days and 
nights at the great conclave, and delighted with the 
outcome, gave us the pleasure of a call July 19th. A 
folksy visit that made “ ... the cares that infest 
the day, fold up their tents like the Arabs and silently 
steal away.” No political discord. Under different 
banners but no attempt to proselyte, each probably 
like the woman who said “I'll listen with an open 
mind, but I’d like to see the one who can change my 
opinion.” Lively talk about the increasing importance 
of the stationery business. Comparison of old selling 
technique and the new. And of the old type of store 
with the modern. Of which latter the I A-M store is 
probably the most outstanding in the South. Ivan 
Allen, Jr. was also a delegate to the convention. The 
Daily Times, Chicago, July 18th issue, carried portraits 
of both gentlemen under the question “Are you having 
a good time at the convention?” Both were. And both 
referred to the city of Chicago in complimentary terms. 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIVI- 





TIES FOR THE MONTH 


IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 
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P. H. YAWMAN TO HANDLE “Y AND E” 
ADVERTISING 
The Yawman and Erbe Manufacturing Company, 
1059 Jay street, Rochester, N. Y., last month announced 
the appointment of P. H. Yawman as head of the com- 
pany’s advertising department with the title of acting 














P. H. YAWMAN 


advertising manager. For the past five years he has 
held the position of assistant advertising manager. 


Mr. Yawman is the son of Francis J. Yawman, pres- 
ident of the company. He is of the third generation 
of Yawmans who have held executive positions with 
the company. His grandfather, Philip H. Yawman, 
was co-founder of the “Y and E” business. Thus, the 
younger Philip is carrying on the family tradition of 
contributing to the leadership of the industry. 

Equipped with a Rensselaer background in engi- 
neering, he also possesses a keen sense of sales mat- 
ters, particularly those pertaining to the printed page. 
The recently-issued Style-Master steel desk catalogue 
was created by Mr. Yawman and he exhibited unusual 
skill in layout and selling word pictures. 

Mr. Yawman will have as his assistant Walter Nay- 
lon, who has been connected with the department for 
the past four years. He is a graduate of Colgate Uni- 
versity and boasts a master’s degree in business admin- 
istration from the University of Pennsylvania. He also 
possesses a Keen sense of advertising as pertaining to 
the industry to which his company belongs. 

David W. Duffield, who has been advertising man- 
ager and educational director since 1930, will devote 
his entire time to educational work which is his favor- 
ite field. 


STEIBLE BECOMES ALLEN WALES PROMOTIONAL 
DIRECTOR 

Dan Steible, for many years an authority on sales 
educational ways and means, last month was appointed 
promotional director of the Allen Wales Adding Ma- 
chine Corporation, 444 Madison avenue, New York City. 
The appointment was announced by W. J. Pickering, 
president of the company. 

Mr. Steible will head a department the creation of 
which was brought about by the constant growth of 
the company’s business and field organization as well 
as the continuous introduction of new models of its 
products. Under his guidance the department will 
handle all sales promotional activities, preparation and 
production of advertising literature, product surveys 
and instructions, selling helps and educational contacts 
between the company and its distributor and dealer 
organization. 

The re-entry of Mr. Steible into the office machine 
field will be a source of satisfaction to a number of men 
in the industry who obtained their training through 
him when he was sales school director of the Dalton 











DAN STEIBLE 


Adding Machine Company at Cincinnati and, later, 
of the Remington Rand sales school in Buffalo. While 
with these two organizations Mr. Steible held sales 
classes in practically every city in the United States 
and Canada. 

In his long sales education career Mr. Steible worked 
out effective sales methods based upon a slogan “Know 
Your Business,” the full meaning of which he urges is 
today more important than ever: “To knows the prod- 
uct, to know how to show, how to apply it, and how to 
translate it into actual efficiency and economy. 
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DE OLAZARRA NAMED SHIPMAN-WARD SALES 
MANAGER 


Luis de Olazarra, formerly of the firm’s adding and 
calculating machine division, last month was appointed 
general sales manager of the Shipman-Ward Manu- 
facturing Company, Chicago. 

Because of a wealth of experience in the industry, 
garnered through the years since his first actual con- 
tact with Shipman-Ward in 1927, Mr. de Olazarra is 
well fitted to assume the important position to which 
he has been appointed. For five years, beginning in 
1924, he was with the J. E. Thomas Typewriter Com- 
pany, New York City. Then, in 1929, he opened and 
successfully operated his own business in New York 
under the name of the Domestic Office Equipment 
Company. He handled office machines on his own 
account and as a manufacturers’ representative, also 
operating as a retailer and an exporter. 

In 1939 Mr. de Olazarra discontinued the business 
and joined the S. W. Allen Company, Orange, N. J., 
staying with that organization until joining Shipman- 
Ward. 

It was while attending school that Mr. de Olazarra 
gained his knowledge of business matters in other 











LUIS de OLAZARRA 


sountries. While still in college he became affiliated 
with the American Trading Company, New York City, 
a large trading organization with branches all over 
the world. Upon graduation from college Mr. de Ola- 
zarra continued with the firm for fourteen years, hold- 
ing the following positions: assistant manager for 
Cuba, Mexico, Spain and Italy departments; special 
representative in Central America and northern South 
America, and sales manager in Cuba. 


Although Mr. de Olazarra’s actual connection with 
Shipman-Ward is of a comparatively recent date, his 
first contact was thirteen years ago when an executive 
of Shipman-Ward referred to him at a trade conven- 
tion as “a bright young fellow who immediately reor- 
ganized the business” (the J. E. Thomas Typewriter 
Company). 

a © © 


STEEL EQUIPMENT OF CANADA ANNOUNCES 
EMPLOYE BONUS 

Prompted by a generous impulse to aid its workers 
to in turn help the government of Canada by buying 
War Saving Certificates, the Steel Equipment Company, 
Ltd., of Ottawa, Canada, last month announced a bonus 
of one week’s pay to all employes with one year or 
more of service. 

The announcement was made by D. P. Cruikshank, 
president of the company, in a stirring message to the 
company’s employes in which he urged them to do their 
utmost to help the government and, at the same time, 
substantially add to their own savings. He said in part: 

“Now that bonus can be put to useful work, the gov- 
ernment has made it possible with its War Saving Cer- 
tificate Plan for all of us to lend our money and savings 
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in small amounts, which will be repaid when needed 
with interest. 

“.... Today we are engaged in the most horrible war 
this world has ever known, with no regard for human 
life or suffering. We all have our duty to perform and 
each one should ask what is my contribution to the 
British Empire.” 





VISITOR FROM MEXICO.— Presented here is Francisco Tre- 
vino, manager of Proveedor de Oficinas, S. A., at Monterrey, 
N. L., Mexico, and agent there for Carr Bros., Inc., exporters of 
steel and steel products. Mr. Trevino signed the Office Appli- 
ances Guest Book on June 21 while on a visit to America where 
he paid calls upon Ditto, Inc., Wilson-Jones Company, the 
Royal Typewriter Company, Inc., and the Monroe Calculating 
Machine Company. 


EISENHARDT JOINS ALL-STEEL-EQUIP 


Taking an experience of fourteen years in the office 
equipment and furniture field to his new job, Harry 
Eisenhardt last month was appointed eastern district 
supervisor of the All-Steel-Equip Company, Aurora, II. 
He will cooperate with and direct the sales efforts of 
the various A-S-E district representatives in a territory 
covering the Atlantic seaboard from Maine to North 
Carolina and as far west as Pittsburgh. 

Mr. Eisenhardt is well qualified to take over his new 
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HARRY EISENHARDT 


duties, having been connected with the Yawman and 
Erbe Manufacturing Company for approximately four- 
teen years during which he shared in the management 
and direction of the sales personnel in the New York 
area. 








EXCUSE US. SU 


In the July issue appeared an item concerning the 
introduction of a new letter file manufactured by the 
Cole Steel Equipment Company, 349 Broadway, New 
York City. In the story the manufacturing firm was 
referred to as the Cole Steel Letter Equipment Com- 
pany, the word “Letter” making the company’s title 
erroneous. 
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MEETINGS—CONVENTIONS—DINNERS 





CHICAGO TYPEWRITER DEALERS HOLD ANNUAL 
OUTING AND PICNIC 

Saturday, July 13, witnessed another annual picnic 
of the Chicago Typewriter Dealers’ Association at 
Linne Woods in Morton Grove, Iil. 

Dozens of dealers, their families, friends, and manu- 
facturers’ representatives joined the group, which first 
ate lunch and then tossed their cares to the winds 
and began to play. 

The highlight of the day was the baseball game 
between the Royal Portable team and last year’s win- 
ners, Shipman-Ward Manufacturing Company. At the 
end of the game, when the runs were tallied, it was 
found that the new winners were the Royal Portable 
team by a score of six to three. The game was pre- 
ceded by about four other games between Ames Supply 
Company, International Typewriter Exchange, Under- 
wood Elliott Fisher Company, Royal Typewriter Com- 
pany and Shipman-Ward Manufacturing Company. 

The children had their “time” with the clown acting 


his part. There were many prizes given to the young- 
sters for winning various games and contests. 

Many very beautiful prizes were given to adults 
and a grand prize of a modern electric roaster was 
“eyed” by many ladies before it was finally awarded. 

As evening came the orchestra began playing in the 
nearby pavilion where the crowd retired to put the 
finale to a very successful picnic. 

Much credit can be given to Joe Dinger of Kingson 
Service who did a very fine job of preparing the details 
of this outing. 

ee ee ee 
LOCAL KIWANIS HONORS ALLSOPP 


The Little Rock (‘(Ark.) Kiwanis Club last month 
honored Fred W. Allsopp, senior member of the firm 
of Allsopp & Chapple, 307 Main street, Little Rock, 
when its regular weekly luncheon date was designated 
as “Fred W. Allsopp Day.” Speakers at the luncheon 
recounted various achievements of Mr. Allsopp.—ADR 





CHICAGO TYPEWRITER MEN GATHER FOR DAY OF FUN AT MORTON GROVE ON JULY 13 


1. The Ames Supply Company crowd. Jessie Fredricksen, 
Marj. Donohue, Agnes Hayes, Bill Ames, Ruth Lutz, Frank 
Marshall, Celeste Mleko, Karl Mleko. 

2. The Young Office Equipment Company gang gathers (and 
stays) close to the source of supply. 

3. The Central Typewriter Exchange group with Owner Mar- 
jorie Vowell in the center. 

4. Hazen Ames, president, Ames Supply Company; Joe “Un- 
cle” Klasa and Dal Marvel, also of Ames. 


5. Joe Dinger, Kingson Service, general chairman of the picnic 
committee. 

6. T. J. O’Brien, Federal Typewriter Company; Sam Polonsky, 

All Makes Typewriter Exchange; Frank J. Refny, Reliable 

Typewriter Company. 

The clown with a group of young followers. 

J. L. McDonough, J. M. Kelley, L. G. Rasmussen and W. A. 

O'Neil, all of the Royal Typewriter Company, Inc. 

9. Woodstock Typewriter Company group. William Napper, 
H. E. Nuhn, Mrs. Nuhn and Mary Lou Nuhn. 


on 
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SCENES AND CONTEST PICTURES AT 
THE UTILITY SUPPLY COMPANY 
PICNIC. 


1. Picture given first prize among a 
photographic contest of Utility em- 
ployes. 

2. Folger Fellowes, Bankers Box Co.; 
Mrs. Fellowes; William Lipner, Koh-I- 
Noor Pencil Co.; J. Mathieu, Minnesota 
Mining & Mig. Co.; Charlie Mueller, 
Joseph Dixon Crucible Co.; W. Nagor- 
sen, Utility Supply Co. 

3. M.J. Saltzman, president, Utility Social 
& Athletic Assn.; W. S. Lennartson, 
Office Appliances; H. Hecktman and 
W. B. Elson, Utility Supply Co. 

4. The little folks are Carol Ann Krum- 
wiede and John Gordon Kickels. 
Others, leit to right: Elmer Krumwiede, 
G. J. Aigner Co.; Gordon Kickels, The 
Globe-Wernicke Co.; M. Brody, Utility 
Supply Co.; Bill Cox, The Carter's 
Ink Co.; Bill Schuster, Utility Supply 
Co. 

5. One Utility man holds back another. 

Sam Sopoci, the restrained, and John 

Bond, the restrainer. 

The second prize winning picture. 

Honorable mention picture. 

Honorable mention picture. 


ONS 


UTILITY’S FOURTH ANNUAL PICNIC A SUCCESS 

Among the 342 who attended the fourth annual 
picnic of the Utility Social and Athletic Association, 
composed of the employes of the Utility Supply Com- 
pany, Chicago, were forty-six manufacturers or their 
representatives. All the rest were Utility employes and 
their guests. 

As on previous occasions, the event was held at 
Opatrny’s Grove, Fox River Grove, lll. This year it 
was staged on Saturday, June 29. First arrivals ap- 
peared at about 11:30 in the morning, registered, ate 
lunch and then were ready for the afternoon’s races, 
games and other forms of pleasure. 

Immediately following the children’s races, a Utility 
team played a Wis-Ill Club team in a hair-raising 
game of ball. Before the last half of the last inning 
of play, the score was eight to five in favor of Utility. 
The Wis-Illers loaded the bases after two outs and 
then our hero, Gordon (Frank Merriwell) Kickels 
of The Globe-Wernicke Co., strode to the plate. Squar- 
ing his shoulders manfully, he took a swing at the 
ball, which went so far that it is said that small 
boys are still looking for it, and trotted leisurely 
around the bases to bring in enough runs to win the 
game. Not satisfied with this accomplishment, Gordon 
also won the salesmen’s race. 

In the tug-of-war for men, the team organized by 
Harry Balch of the Quality Park Envelope Company, 
was victorious. 

The grand prize of a grand day, a seventeen jewel 
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watch encased in elastic glass, was won by Fred 
Cooper of the Boorum & Pease Company. 

Another interesting ball game was played by the 
Hecktman’s High Hats versus Wolf’s World Wonders. 
The final tally was five to six, in favor of the Heckt- 
man team. 

Following supper, dancing was enjoyed to the music 
of Janis’ Jumping Jacks until late in the evening. 

M. J. Saltzman, president of the Utility Social and 
Athletic Association, was here, there and everywhere 
during the day, seeing to it that everything went along 
smoothly and in accordance with schedule. His assis- 


@tants on the picnic committee were W. L. Schuster, 


W. Nagorsen, M. Brody, R. K. Ward, D. Becht, R. Loft- 
house, R. Dubinski, N. Marcus, W. U’Sellus, F. Guintini, 
M. Wolf, L. Jirout, S. T. Sopoci, and J. Kaufman. 


——_—__» = — 


CANADIAN MANUFACTURERS NAME COMMITTEES 


A number of office equipment executives were elect- 
ed to committees of the Canadian Manufacturers’ 
Association at the recent annual meeting at Winnipeg. 
They were previously nominated by their branches, 
and the general meeting voted for their election. Geo. 
F. Morris, International Business Machines Corpora- 
tion Ltd., is on the publishing committee; R. J. Cope- 
land, Copeland-Chatterson Ltd., Brampton, Ont., edu- 
cation committee; G. L. Manning, Office Specialty 
Manufacturing Company Ltd., Newmarket, Ont., in- 
dustrial relations committee; L. C. Leach, Dennison 














Manufacturing Company of Canada Ltd., Drummond- 
ville, Que., transportation committee; F. M. Kimbark, 
Business Systems Ltd., Toronto, and Alan H. Telfer, 
International Business Machines Corporation Ltd., 
Toronto, legislation committee; Jas. E. Reynolds, Rem- 
ington Rand Ltd., Toronto, and W. D. Jones, Interna- 
tional Business Machines Corporation Ltd., Toronto, 


tariff committee—WAM 
—— 


OUTING MARKS SHEPPARD’S 40TH ANNIVERSARY 

The fortieth annual outing of the employes’ organi- 
zation of The C. E. Sheppard Company, Long Island, 
N. Y., was held on June 29 in Amityville, at Pine Grove 
park, bringing to a fitting climax the series of fetes 
and celebrations that mark the fortieth anniversary 
of this pioneer company in the loose leaf equipment 
industry. 

Three large buses chartered for the occasion together 
with a caravan of private automobiles were required 
to transport the Cesco members and their friends who 
formed the holiday spirit for the occasion. As honored 
guests the president founder and his wife, Mr. and 
Mrs. Charles E. Sheppard, and their son and his wife, 
Mr. and Mrs. John W. Sheppard, were part of the happy 
crowd which started the long day of fun and frolic 
with breakfast in the large pavilion, then proceeding 
with the planned program. 

Under the chairmanship of A. A. Goldstein, vice- 
president, the outing committee developed its program 
smoothly. Buses left the Cesco building in Long Island 
City early in the morning; the afternoon’s athletic 
program included foot races for men and ladies, sack 
and potato races, a tug of war between the printing, 
binding and metals departments, horseshoe pitching, 
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and other events. The soft-ball contest between fac- 
tory and office nines developed many tense moments 
of both play and “rules-interpretation”—the account- 
ing department was still trying at the time of this 
report going to press to provide an analysis of batting, 
fielding and pitching averages for future outings to 
shoot at. For the record, let it be said that the factory 
won the game. The score? Oh, now, please! 

After a group photograph, the celebrants joined in 
dancing before and after dinner. At dinner, Mr. Gold- 
stein, chairman of arrangements, was toastmaster for 
the evening’s ceremonies, and greeted members and 
their guests, introducing C. H. Everly of OFFICE APPLI- 
ANCES, who regaled the crowd with his apt remarks 
and stories and in more serious vein brought home 
the many blessings and opportunities that Americans 
enjoy in contrast with their less fortunate brethren in 
other lands. Door and contest prizes were then dis- 
tributed. A talk by Edward A. Gould, “Our Profit 
Sharing and Bonus Plan,” was received with both 
interest and satisfaction. 

The address, by John W. Sheppard, treasurer of the 
company and active in its management, entitled simply 
as “Our Company” brought an electric storm of ap- 
plause that spoke well for codperative and friendly 
spirit that pervades the organization, and was a tribute 
to the speaker’s personal popularity. 

A feature of the evening was the presentation by 
President Sheppard of service awards in the form of 
gold buttons to the Honor Roll group of veteran em- 
ployes. These were headed by Miss Ella Shear and Fred 
J. Sheppard, forty years with the company; and John 
K. Smith, William I. Kloper, Albert Peyton, Albert A. 
Goldstein and Charles H. Wills, all over thirty years. 


CAMERA SHOTS TAKEN AT THE 
C. E. SHEPPARD OUTING. 


l. Thirty and forty year group pre- 
sented with service pins. 

2. C. E. Sheppard, president, is happy 
watching others being happy. 

3. Officers and outing committeemen and 
women of the Sheppard organization. 

4. Sheppard’s Philadelphia office was 
represented by these two ladies and 
the gentleman. 

5. Ten and twenty year group also pre- 
sented with service pins by Mr. Shep- 
pard. 
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It used to be “Caveat 
Emptor” — let the buyer beware; let him pur- 


chase at his own risk. 
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Let him cheapen the fine name and fine 
trade-mark he has built—and almost overnight 
they can put the padlock on his factory. 

Like Caesar’s wife—the fine trade-mark 
must be above suspicion. 

The responsibility of the true American 
manufacturer is to make just what he says he 
makes, or make it even better, and—to stay 


where you can find him. 








If you are interested in the Quality of your office work 





to you? 


Are you responsible, directly or indirectly, for 
the duplicated material produced in your 
office? If so, we ask that you review it some 
day soon. Is it doing the job? Is it a credit 


with traditional Mimeograph quality in every 
bolt and gear. 
Purchasing Agents 

and others who control the purse strings 
know that a Mimeograph machine lasts prac 


We Take the Responsibility tically ‘‘forever.’” They recognize the depend 














MIMEOGR 


In leading cities we have men who will make 
a careful analysis of your duplicating prob 
lems. They are familiar with similar problems 
and can show you many tested way s of making 
and saving money. 

Through our Customer Aid Department 
we will train your people to turn out better 
looking copies at a lower cost and in less time. 


New Machines 

Many executives who started their careers as 
office boys think they know all about the 
Mimeograph duplicator as the result of having 
operated one twenty or thirty years ago. We 
ask these men, and others, to see and try our 
new products. They are streamlined beauties 


imeog 


APH is the trade-mark 


raph, 


able character and economy of Mimeograph 
stencil sheets, inks and other supplies. 


Stenographers 

who prepare the stencils know that 
Mimeograph stencil sheets are far easier to 
prepare, easier on the eyes, and more adaptable 
to the touch than any other brand. They know 
that the seventy-third or the nine hundred and 
seventy-third copy will be just as crisp and 
legible as copy No. 1. 

* * * 


May we consult with you on your duplicating 
problems? ... A. B. Dick Company, Chicago, 
Illinois. Distributors in leading cities. 


_duplicator 


icago pile the U.S. Patent Office 














A é 


Another group associated with the organization be- 
tween twenty and thirty years were John Kornahrens, 
Gustave Rasmusson, William Berguist, Margaret Wil- 
son, Jules Frick, Nick Lorubio, Linna B. Hammontree, 
Rose C. Reiner, W. D. LeNoir, Nellie Clinton and Joseph 
Zellner. From ten to twenty years included Henry 
Briggs, Charles Dillman, Thomas Lundberg, Otto Neil- 
son, George Tanz, Isabelle Cooney, F. Braithwaite, 
Charles Cowles, Michael Derin, Carlos Peynado, Tony 
Bogler, Nat Horowitz, A. A. Engler, Cesar Rodriques, 
Walter Shoda, Marie Doyle, Lillian Stone, Porthos 
Rivera, A. Rodney Paton and Harry S. Stone. 


The committee on arrangements to whom all credit 
is due for a gala day were: Albert A. Goldstein, chair- 
man; L. B. Hammontree, W. I. Kloper, G. Rasmusson, 
E. Shear, J. Kornahrens, and P. M. Freiermuth. Their 
direction made it possible to have a most successful 
outing, an outing marking the fortieth anniversary of 
the company, an outing which had been heralded as 
dedicated to the “Milestones of Friendly and Coodpera- 
tive Association that have Blessed a Span of Forty 
Years.” 
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PITNEY-BOWES HOLDS SALES MEETING 
Nearly 100 members of the Sales Leadership Club of 
the Pitney-Bowes Postage Meter Company, Stamford, 
Conn., met recently at Great Barrington, Mass., for 


GCLFERS AT THE CHICO PARTY. 


1. Hy Linden, Ace Fastener Corp.:; 
C. W. Dresser. Englewood Blue 
Stationers; Gordon Kickels, The 
Globe-Wernicke Co.; Harry Stur- 
devant. Ace Fastener Corp.; Jack 
Greenberg. guest; Ernie Lund, 
Englewood Blue Stationers; 
George Cormack, Wilson-Jones 
Co.; W. G. Pankonin, Ace Fasten- 
er Corp.: Tom Gillice. Rockwell- 
Barnes Co. 

2. S. Hurtig, Wicker Park Station- 
ers; S. H. Russman, guest. 

3. Cless Burras, Cless B. Burras 
Staty. Co.; Hugh Burras, guest: 

: H. Quale, guest, and the cad- 


es. 

4. Bill Cox. The Carter’s Ink Co. 

5. J. W. Stark. Duncan Conklin, Boo- 
rum & Pease Co. 

6. Charlie Malody, Bill Leineweber, 
Associated Stationers Supply Co.; 
Jack Lenahan, Wilson-Jones Co. 

7. R. Pieritz, Pieritz Bros. Co.; Al. 
Baugher, The Carter's Ink Co.; P. 
J. Stack, Johnson-Stack Co.; Tom 
Chamberlain, Dandy Supply Co.; 
S. H. Pinch, Univ. of Chicago 
Bookstore: Rudy Janovsky, Wil- 
son-Jones Co. 
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THE CESCO GROUP POSES FOR PHOTOGRAPH AT AMITYVILLE (N.Y.) PICNIC IN PINE TREE GROVE 


a two-day sales convention. The delegates represented 
forty branch offices of the company. 

Program arrangements were in charge of W. R. 
Greenwood, general manager of the company, and 
consisted of morning sessions devoted to business talks 
by Pitney-Bowes executives, and afternoons of golf 
tennis, horseback riding and other sports and amuse- 
ments. A visit was paid to the summer home of Mr. 
Greenwood at South Agremont. 

The highlight of the convention was a banquet held 
in the Berkshire Inn at Great Barrington, following 
which the delegates returned by train to Stamford 
where the meeting broke up. 

——— a? 
CHICO GOLF TOURNAMENT 

The Chico Club held its annual golf tournament at 
Navajo Country Club on Wednesday, June 26. As usual, 
the lucky “Chicoers” had perfect golf weather. They 
always seem to get the weather man in a corner and 
impress upon him that they want an ideal golf day. 
Of course, with Ernie Lund doing the persuading and 
possibly buying the “old man” a thirst quencher—who 
wouldn’t comply? 

About two dozen players teed off during the after- 
noon and many more came out to join the golfers 
for dinner in the evening. 
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GOLFERS, HORSESHOE ARTISTS AND LOOKER-ONNERS AT THE UNDERWOOD ELLIOTT FISHER OUTING 


1. Joe Burton, wholesale portable representative, and A. C. 
Wheeler, typewriter division, try their skill at barnyard 
golf, as seen by the close-up camera. 

2. F. C. Snow, Chicago branch manager; D. E. Conklin, west- 
ern district manager; P. N. Sea, captain of the Reds. 

3. J. T. Kettlewell and E. W. Roberts of the typewriter division 
snapped at the horseshoe game with the camera not so 
close. 

4. F. G. Schuelke, assistant manager, typewriter division: 
R. L. Schramm, assistant manager, supplies division; R. G. 
Youngren, accounting machines division; F. C. Snow, 
branch manager; E. A. Heberg, assistant manager, ac- 
counting machines division; A. F. Peterson, service fore- 
man; N. J. Van Dyne, office staff. 


CHICAGO UEF SALES FORCE FROLICS AT 
WILMETTE 

The Chicago sales organization of the Underwood 
Elliott Fisher Company set aside July 19 for fun and 
recreation. The entire day with time out for eating, 
was given over to contests of various sorts. Prizes 
awaited the most skillful. 

The event was held at the Wilmette Golf Club, lo- 
cated between Wilmette and Glenview, Ill. 

The day started with an early morning round of 
golf, the first ones teeing off about half-past seven. 
Concurrently and lasting throughout the day was the 
annual horseshoe pitching contest. Later came the 
ball game between the Reds and the Blues, a tightly 


5. W. H. Fox, J. Raclin, R. L. Myers, E. Freeman. 

6. B. B. Brown, general chairman of the outing committee; 
R. S. Schramm; W. C. Kumpfer, captain of the Reds; J. C. 
Laborence, captain of the Blues for golf. 

7. A. F. Peterson, service foreman and bartender at the 
outing. 

8. Gus Peery, G. C. Tyree, F. J. Smith, J. F. Seymour, J. H. 
Christensen, R. C. Damon, W. C. Spicer, W. J. Harper 
(captain of the Blues), J. B. Arnold. 

9. R. G. Youngren watching E. C. Beardslee keeping the 
records as chairman of the horseshoe tournament. 

10. H. H. Hynes, assistant manager, adding machine division. 


11. General picture taken at the dinner. 


contested affair which was won by the Blues by a score 
of 17 to 14. 

A delightful luncheon was served at the clubhouse. 
Following it was the regular golf tournament, for 
which prizes were provided. The morning round was 
in the nature of practice. Since many of the golfers 
also were in the horseshoe contest, that particular part 
of the program lasted until well into the evening. All 
of this was topped off with an enjoyable steak dinner. 

Phil Sea, an orator of no mean ability—sometimes 
known as “Whispering Phil” because of his insistence 
on absolute quiet under certain conditions, was toast- 
master. He performed the job well. His was the 
pleasant task of distributing prizes, all of them cash 
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These modern “Streamliner” desks are made “Streamliner’’ deske are featured in the beautiful — 
in a variety of styles, sizes and finishes for seal! gray finish and white metal trim . . . decidedly 
every business need. attractive and practical. ‘ 


Metin YOUR CUSTOMERS WILL LIKE THE 
SeeMeeiedeeas MANY ADVANTAGES THEY FIND IN 
G/W STEEL BUSINESS EQUIPMENT 


Your sales and profits will increase by offering customers 
Globe-Wernicke steel business equipment . . . built for 
long, useful service with exclusive features and advantages 
that keep office routine operating smoothly . . . save time 
and money. 

It pays to do business with a reliable manufacturer that 
cooperates with the dealer instead of competing with him. 
Globe-Wernicke offers you a wide variety of steel and 
wood business equipment, supplies and accessories which 

are sold by dealers. 

Kwarkdiy of viaiiile ana pe Write for catalog, prices and details of our proposition 
Ate eee eee which offers a road to business success free from unsound 


: f . : am 
Gans indo oF i aieeieeee practices and unfair competition. 
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STEEL HORIZONTAL 













S 
FILING LARGE SHEETS Secteastel coum 
‘‘Hang them up”’ in Cello-Clip steel STEEL SHELVING Pe pein t= CABINETS widely used for —_ 
i Ds i Th are many applications for ese well-made storage or records . . . also by 
oa apt) a ee — Globe-Wernicke steel shelving . . . wardrobe cabinets solve many neers and architects. Stock 
PP mS Cen ae ee easy to install . . . can be adapted storage problems and are avail- units permit many useful 
to individual needs. able in several styles and sizes. combinations. 








Globe-Wernicke 


Olalellalar-lemmelare 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Soryi Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—-Specia! Stee! 
a and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving. - 
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and paid in new, crisp bills. The winners were as 
follows: 

First prize, horsehoes, W. J. Harper; second, E. C. 
Beardslee; consolation, Joe Burton and E. W. Roberts. 
Golf prize winners were— Harry Fehr, Kenneth Klank, 
T. W. Minford, W. C. Spicer. Most extra base hits in 
ball game—Bill Bergmann, sales agent, Waukegan. 
Winning team—Blues. Prize winner representing win- 
ning team—J. B. Arnold. Draw prizes—E. Freeman 
and T. J. Fitzgerald, sales agent, Aurora. 
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PHILADELPHIA BUSINESS SHOW 
OCTOBER 

The annual business show, staged by the Office 
Equipment Association of Philadelphia will be held 
in the Gimbel office building on October 8 to 11 
according to a statement issued last month. 

Because of the large attendance which marked the 
event last year when it was held in the Bellevue- 
Stratford hotel, officials of the show decided this 
time to afford exhibitors considerably more display 
room and for that reason the Gimbel building was 
chosen where there is an entire floor available with 
26,000 square feet of space. The purpose of the show 
will be to present to more than 20,000 visitors the most 
efficient and economical methods available to modern 
business and the many improvements which have been 
made during the past twelve months. 

All communications concerning the business show 
should be addressed to the Philadelphia Business 
Show in care of Secretary H. Edward Stivers, 90) 
Hardt building, Philadelphia, Pa. 

————— > i2 


GF HOLDS ANNUAL OUTING 


The twenty-third annual outing of The General 
Fireproofing Company was held at Idora Park, near 
Youngstown, on Saturday, June 29, with more than 
6000 plant employes and their relatives attending, 
announced Edgar Kimmel, general chairman. The all- 
day program included sports contests in the morning; 
a baseball game between the General Fireproofing 
Barons and the Addressograph-Multigraph Club, in- 
dustrial champions of Cleveland, in the afternoon; 
and dancing to the music of Jerry Livingston’s orches- 
tra in the evening. Candy and balloons were distrib- 
uted to the children, and reduced prices on concessions 
were made. Chairmen of the committees assisting 
Mr. Kimmel included: William Miller, publicity; L. B. 
McCarthy, attendance; J. P. Huestis, athletics; J. Jack- 
son, ‘amusements; Sadie Hurley, dance; Katherine 
Dorling, prizes; George Farrell, judging; F. M. Russell, 
transportation; Ash Frank, refreshments; and J. P. 
Tyrell, registration —AK 

eo 
COLUMBIA’S BASEBALL GAME HELD 

The annual baseball game between the Columbia 
Ribbon & Carbon Manufacturing Company, Inc., teams 
representing the New York sales office and the Glen 
Cove factory office, was played at Glen Cove on the 
afternoon of Saturday, June 29. As a matter of fact, 
arrangements were made for the playing of two games 
instead of one for the reason that both teams were 
very much in the mood for baseball. The Glen Cove 
office revenged their last year’s defeat at the hands of 
the New York sales office by winning both gaimes, the 
first with a score of 16-8 and the second, 8-6. 


SET FOR 


A-M OF CANADA HOLDS SALES MEETING 


The entire sales organization of Addressograph- 
Multigraph of Canada Ltd., from coast to coast, gath- 
ered at Toronto for a “sales clinic’ from July 8 to 17 
Activities were under the direction of W. K. Page, 
vice-president, who was assisted by D. E. Bissell, sales 
manager. The purpose of the meeting was to review 
sales methods and to improve on selling technique, 
where possible. The matter of improving on service 
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to customers also came in for considerable attention. 
New products, such as the new Model 1900 Addresso- 
graph recently announced to the business world, were 
demonstrated. New methods and applications to fit 
customers’ needs were discussed, and papers were 
presented by all members of the sales organization. 
The company considers the time ripe to prepare for 
an expansion which they feel sure is bound to come 
as Canada assumes a new and more important role 

in the affairs of the British Empire—WAM 

a 

STATIONERS 12:30 CLUB OUTING 
Came the morning of June 26, the day scheduled for 
the annual outing of the Stationers 12:30 Club of New 
York City—and came the rain—and how it rained. But 





12:30 CLUBBERS AT OUTING 


1. B. H. Roth, The Globe-Wernicke Co.; G. D. White, Acco 
Products, Inc.; Ben Okin, Victor Safe & Equipment Co.; Lou 
Caracci, Nor-Wood Co. 

2. D. N. Briggs, Sun Rubber Co.; Harry Tehan, Charles M. 
Higgins & Co., Inc.; Nat Kremer, Kremer Co.; Earl A. Woods, 
Eagle Pencil Co. 

3. E. B. Rogers, Koh-I-Noor Pencil Co.; Mike Gentile, A. I. 
Goldberg & Bro.; Charles Watson, Peerless Key-Imperial 
Mfg. Co.; Harold Atwood, manufacturers’ representative. 

4. (Front) John Rein, H. B. Hosmer, Inc.; G. W. Moore, Binney 
& Smith; W. I. Lampel, Art Steel Co. (Rear) L. A. Mathews, 
Weis Mfg. Co.; C. W. Sehringer, A. L. Salomon & Co.; C. A. 
R. Anderson, American Crayon Co. 


what was rain to some ninety of New York City’s hard- 
ened sons of the brief case. It would take a flood to 
keep this gang away from their annual outing. By 
noon they were all at the Elks Club on Staten Island 
bemoaning the terrific weather as is the privilege of 
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FOR TOP EXECUTIVES 
WHO WANT COMFORT 
PLUS SMART STYLING 





To top executives, we offer the 
Harter Presidents—big, easy chairs 
— modern in design — strong and 
durable. 


Built for men who want to work 
efficiently in comfort, these new steel 
chairs are the finest we have ever pro- 
duced. We are proud of them and 
glad to ask business leaders, through 
Harter Dealers, to see and try them. 
We are sure these new chairs will open 
up new sales possibilities. 

These new steel chairs are deep 
seated — excellently proportioned 
and have deep moulded foam rubber 
cushions and backs, the cushions be- 
ing 41% inches thick. Well balanced, 
smart, they are built for comfort. 

They are truly colorful. The up- 
holstery used in these chairs is fine 
Velmo Mohair, a rich fabric that 
comes in a wide selection of colors— 
in both brilliant and pastel shades— 
dependably fast. Either grained or 
flat baked-on enamel finishes are used 
in the metal parts. 











No. 7OO—HARTER PRESIDENT 
ARM SWIVEL CHAIR 


HEIGHT — Overall, minimum 35 inches—seat 
to top, 18 inches. 

SEAT —21 inches wide, 20 inches deep, 4% 
inches thick. apo | moulded foam rubber 
padding in seat and back. Seat adjustable 18 
inches to 21 inches. 

ARMS-—3 inches wide, tapering, with foam rub- 
ber padding. Width between arms 20% inches. 

UPHOLSTERY — Fine Velmo Mohair in se- 
lected colors. 

BASE—Streamlined formed sheet steel. 

CASTERS—2 inches soft rubber, ball bearings. 

WEIGHT-—S5 Ibs. net—shipping 70 lbs. Packed 
one to a Carton. 











The fine new office of the Charles Levy Company, in Chicago, is shown above. This Company is in 


the wholesale magazine and newspaper business. 
course. 


The modern steel chairs chosen are by Harter, of 
They are of the 1500A Suite — New Universals. 








Harter Presidents: New Leaders 
in the Steel Chair Field 





No. 710—HARTER PRESIDENT 
SIDE ARM CHAIR 


HEIGHT— Overall, 33% inches—seat to top 18 
inches. 

SEAT—21 inches wide, 20 inches deep, 4% inches 
thick. Deep moulded foam rubber padding in 
seat and back. 

ARMS-—3 inches wide, tapering, with foam rubber 
padding. Width between arms 20% inches. 

UPHOLSTERY—Fine Velmo Mohair in selected 
colors. 

GLIDES— Rubber cushioned hardened steel. 

WEIGHT—34 Ibs. net—shipping 45 Ibs. Packed 
one to a carton. 





NOTE: — Our new catalog, entitled 
“Harter Steel Chairs” will be ready 
soon. Send for it. If you are not a 
Harter Dealer, we would like to tell 
you in detail about the Harter Line 
also about Harter co-operation. 


See Us At The 
Chicago Show 











As you doubtless well know the 
National Stationers Association Show 
will be held at the Palmer House in 
Chicago, September 23rd to 26th. It 
is going to be one of the best shows 
on record and Harter is planning to 
lead the way with exhibits of brand 
new chairs. So we extend the invita- 
tion to dealers everywhere to see us 
at booths El and Eg. 





THE HARTER CORPORATION 


STURGIS, MICHIGAN 
BRANCH OFFICES: 
NEW YORK, 354 FOURTH AVENUE 
CHICAGO, 14 EAST JACKSON BLVD. 




















THE INVISIBLE IDEALS 


which have dominated our busi- 

ness for 44 years are revealed to 

you in every record made with 
Panama and Beaver products. 
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every individual—and all the while tucking away a 
high-noon breakfast. 

The weather had several surprises up its sleeve, for 
out came the good old sun, strong and clear. With 
many happy occupants several cars skidded out the 
club drive, away and off to the golf course. Another 
contingent who were unafraid of dampened underpin- 
nings headed for the ball field which in spots seemed 


' more attractive to ducks than to ball players. The 


handball court was the scene of a match that saw four 


| overstuffed, unconditioned middle aged gents huffing 


and puffing through a game. The marked feeling of 
relief which appeared on the faces of a couple of this 


| quartet as the game was finished indicated the need 


for early rising and the “one, two, three, fours’ before 
breakfast. In the horse shoe court another quartet 
attempted to reduce the excess about the waist line by 
throwing shoes for the other guys to pick up. However. 
most of the gang (the sissies) sat around the enclosed 
veranda of the club flirting with Lady Luck in various 
games of cards. Sure, there was a pair of galloping 
dominoes on the loose, too. 

Then, “the rains came’’—a deluge, no less. The gang 
on the outside just did make it, for it blew up all of a 


| sudden from nowhere and just broke loose. So, after 


all, the sissies had the laugh on the boys who were 
outside. Now the bowling alleys came in for a real 
licking. Par for the alleys must have changed since 
we played intensively or else our boys were out of 


| practice. The scores were pitiful, but the fun terrific. 


It is not hard to while away an afternoon in a place 
so full of every form of amusement and the afternoon 


| did slip by in a hurry. Dinner was ready and so were 
| the boys. It was over all too soon. The early birds 
| slipped off to their respective homes. The “hold 


onners” stayed until the cows came home. 

It was a tough day for an outing, but the Elks Club’s 
facilities always insure a good time whether it rains or 
shines. Hats off to you chaps for your loyalty to the 
Club—and to you, Lou Caracci, and your committee. 

a  —___—— 


N. Y. GOLFERS STANDING ON CUP POINTS 

The standing of members of the New York Stationers 
Golf Association for the season’s two cups was re- 
ported last month as follows: 

Class A: D. G. Volkert, 10; J. W. Tamany, 9; F. G. 
Huber, 6.66-2/3: R. B. Sainberg, 5.50: J. L. Anderson, 5; 
I. Sameth, 5: R. A. Weissenborn, 4: J. K. Clark, 3; 
J. Kahn, 2.50; D. A. Davies, 2.50; T. R. Rudel, 2.50; 
E. G. Geehring, 1.66-2/3; S. Kahn, same; S. J. Grum- 
bach, 1. 

Class B: G. W. Fairchild, 10; H. Hein, 10; J. G. 
Bosworth, 7; P. L. Elias, 5.66-2/3; J. C. Musser, 5; 
G. Nicklaus, 5; J. Petchesky, 5; W. J. Bell, 3; Harry 
Levy, 3; G. W. Barber, 2.66-2/3; C. P. Finck, 2; E. T. 
MacIntyre, 1.66-2/3. 

—-— 

WINNIPEG STATIONERS OPEN GOLF SEASON 

The first golf game of the 1940 series was played 
by the Stationers’ Association of Winnipeg on June 18 
at the Elmhurst Country Club. In spite of a forty mile 
wind, there was a good turnout to see Hymie Bern- 
stein, Baker & Sons, Ltd., turn in a card showing 
a gross 80, his handicap of eight giving him a low net 


| of 72. This qualified him to play in the finals for the 


Luckett and Savoy cups. Prizes for the day’s game 
were donated by The T. Eaton Company, Ltd., W. J. 
Gage & Company, Ltd., Grain Exchange Stationery 
Company, Syd. Long Agencies and the Mid-West Paper 


Sales, Ltd. 
OO 


ANNUAL GLOBE-WERNICKE PICNIC HELD 
Employes of The Globe-Wernicke Co., Cincinnati, 
Ohio, enjoyed their annual picnic at Coney Island, 
Saturday, June 29. The program included a trip up the 
Ohio River on the Island Queen; contests; games; 
dancing, and refreshments at the famous amusement 


resort 
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SHEAFFER'S 


EYE-LEVEL 


FLUORESCENT PENCIL 
DEPARTMENT 


TREBLE YOUR SALES 
OVER ORDINARY DISPLAY 















No matter how fine and modern your 
fountain pen and pencil equipment may 
\ be, this new case on your counter W/LL 
INCREASE YOUR PENCIL SALES — for 
it is a complete department of the popu- 
lar, fast-selling Fineline ‘Working Togs” 
models — at $1 and up — with the mer- 
chandise set immediately under a 
fluorescent light to bring out the col- 

ors in eye-arresting appeal. And — 

handy to the pencils is a complete 
stock of leads and erasers—a con- 
stant reminder to increase the unit of 
sale by selling related items which every 
customer needs. 





HERE'S 
PROOF! 


A dealer writes: ‘Just four weeks ago we in- CHECK YOUR SCHOOL OPENING STOCK! 


stalled your fluorescent Fineline pencil case 

which has sold the pencils out so fast that we Sheaffer's tremendous advertising campaign 
has already started. Hardhitting ads—unique 
displays—tested store plans. That's why 
Sheaffer and Sheaffer dealers lead in volume. 
Get the whole story and tie in. 


are placing an order today for eight dozen 
more with more Fineline leads.” 


Another store reports: ‘’l thought pencil sales 
from my fluorescent floor case were fine — 
but the counter case tripled my Fineline sales.” 


W. A. SHEAFFER PEN COMPANY 


Get the details NOW. Ask for the No. 5602 ; 
assortment. Make NEW volume sales right Fort Madison, lowa 


through the year! “Pen Capital of America” 
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OFFICE APPLIANCES 


ACME VISIBLE RECORDS 





IN OPEN FRAMES 





IN CABINETS 





IN CARD BOOKS 


AND Now-Sumer -Visilde 


THE MECHANIZED VISIBLE RECORD IN VERTICAL FORM 


There is a type of Acme Visible Record 
Equipment for every purse and record. 





THE ACME RANGE 
Per Record 
34c to 1c 
Ic to 3\4c 
. 4! 2c to 6c 
. 434 to Bloc 
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Acme Cabinets . . . . 7'¥cto l4c 


Flexoline 
Super- Visible 
Card Books 
Insite Cabinets 











Any record worth keeping should be on 


Acme—and we can prove it! 


Acme dealers find that 

—the Acme range 

—the completeness of the Acme line 

—the many items it contains not 
found elsewhere 

enables them to make sales 

other dealers have to pass up. 








e Low in Cost 
e Great Capacity 
e Less Space 
e Easy to Sell 





Telefacts’’ Cabinet has a capacity of over 45,000 Visible cards 


This one Super-Visthle" 


Write for information regarding the Acme franchise and available territories 
c c 2 


ACME VISIBLE RECORDS, Inc. 


122 South Michigan Avenue « Chicago, U. S. A. 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


The Minneapolis stationers gave a luncheon honor- | 


ing Joe Hildreth, life member of the Northwest Trav- 
elers Club, on June 26. This affair was held at the 
Minneapolis Athletic Club, with Art Grayston, seventh 
district governor, in charge. A toast was drunk to 
Joe and informa! talks and reminiscing were the order 
of the day. 


Smith. E. C. Thomas, Arthur Walker, Ed. Hansen, Cliff 
Talty, Herb Fall, Bob Davies and Walter Pierce. 


* * * 


Louis Ehrensberger, assistant to Mr. Linde of H. C. 
Miller Company of Milwaukee, was married to the 
lovely Evelyn Lindseth of Minneapolis on June 29 
at 7 p.m. The marriage took place at Calvary Lutheran 
church in Minneapolis. The happy couple honey- 
mooned in the wilds of southern Canada returning to 


In attendance were Chairman Art Gray- | 
ston, the guest of honor, his pal, William E. “Bill” | 


| 
} 
| 


Milwaukee on July 7, where they will make their home. | 


* * 


The new arrival at the Bobby Haags is doing nicely, | 


thank you, so reports the happy father. 
* + + 

Golf Chairman Karl Castle reports that everything 
will go off according to schedule at the annual Twin 
City Stationers and Travelers golf tournament on 
August 22 at the Southview golf course at South 
St. Paul. Reports are going the rounds that the 
travelers expect to spring a surprise and make this 
match a much more even affair than in the past. 
It has even been rumored that 
golfers among the travelers, including the chairman 


play. 
is also expected to lend material aid to the travelers. 


some of the good | 


; — : to the daily running of modern busi- 
and Dick “the Penman” Gingland may even decide to | cae. = 


Alvin Skibbe, another Chicago golfer of note, | 


Cliff Cody, the Dubuque stationer, was seen enjoying | 
one of Harding’s corn beef and cabbage dinners while | 


in Chicago attending the National Democratic con- 
vention as a delegate. With Cliff was son, Jack, and 
a party of friends. 


- * ra 
Bill Jarchow vacationed in Minnesota with Mrs. 
Jarchow and daughter, early in July. Al Linde left 


for his vacation on July 15th. “Mike” Michelson of 
Brown Blodgett Company is spending his vacation 
with the family at Hunky Dory Farm from July 22 to 
August 3. Bob Davies spends his week-ends at his 
summer home near Faribault, Minn. 


* * 


| tomers the best the market affords 


Karl Keisel and August Hunn have their summer | 


homes at beautiful Balsam Lake, Wis., which Karl 
claims is the finest bass lake in the state, unless the 
fish shown in the various pictures Karl shows to his 
friends are “props,” or the same fish used for different 
group pictures. Some of our good traveler friends have 
reported that this was the manner in which Bill 
Smith’s and Karl Castle’s pictures were taken a couple 
of years ago, and the fish were really caught by a guide 
in the Northwest section. This we can’t vouch for, 
as it is the story given to us by a traveler who was let 
in on the “secret.” They may be like 
Vinton and Frank Peck fish, or even the catches made 
by the Sage of Omaha, in some of his fishing expedi- 
tions to northern Minnesota. 

One way to beat the fish stories is not to go fishing, 
as we found out during our stay at Hunky Dory the 
early part of July ; 

ae « 
HART MOVES HOUSTON OFFICE 

H. C. Hart, owner of the Friden calculating machine 
agency in Houston, Tex., last 


Kress building to 1533 Godwin street. Mr. Hart’s organ- 


| acquainted 


the George | 


month moved from 723 | 


ization is also local distributor for the A. B. C. Ma- | 


chine Company 





STEADY REPEAT 
BUSINESS 


UNAFFECTED BY 
HOT WEATHER 
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Paper Clips, Pins, Brass Fasteners, 
Thumb Tacks and many other metal 


paper fastening devices are essential 





ness. 


There is a constant demand for these 


necessities throughout the year. 


Be sure you are offering your cus- 





if you are not a VAIL Dealer, get 


with this outstanding 


line. 


Write for latest 
descriptive price list 
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VAIL 


MANUFACTURING 
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COMPANY 
900 E. 95th St. 


Chicago, II]. 
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oéth Annual 


NATIONAL 


BUSINESS SHOW 


America’s Efficiency Exposition 


GRAND CENTRAL PALACE 


NEW YORK 
CITY 


Week of February 3, 1941 


In response to the wishes of many interested 
manufacturers this important event will be 
held the week of February 3rd, 1941 instead 
of the originally scheduled date. 


This will permit time for the unprecedented 
industrial expansion program to become 
organized and requirements for office 


equipment better analyzed. 


All manufacturers desirous of participating 
in this opportunity to demonstrate the ad- 
vantages of their equipment and services 
are invited to send for information regard- 


ing exhibit space available. 


NATIONAL BUSINESS SHOW 


Frank E. Tupper, Manager @ Phone Cortlandt 7-1392 


90 CHURCH ST. NEW YORK CITY 








OFFICE APPLIANCES 


IMPORTANCE OF OFFICE EQUIPMENT TO THE 
FEDERAL GOVERNMENT 
(Continued from page 18) 


sembly of cost accounting machinery in the world, 
which it uses to analyze the income from several 
classes of mails, and to determine the cost of carry- 
ing and handling mail transported by air, by steamer, 
by train, by truck and by tube; and mail that is han- 
dled under special classifications. To tell about the 
office appliances, and the methods, used in making 
the detailed studies of the intricate Post Office opera- 
tions is a story all by itself. 

In the Labor Department they are greatly expand- 
ing the accounting machine section of the Bureau 
of Labor Statistics to supply extensive recording and 
tabulating facilities for the Wage and Hour Division. 

The Federal Works Agency, the great new unit 
headed by Jay Carmody, which includes the Federal 
Fire Council, the Federal Real Estate Board, the Public 
Buildings Administration, the Public Roads Admin- 
istration, the PWA and the WPA, is working out a 
plan to adjust the wide variety of office appliances to 
the special needs of the complex organization which 
builds everything from a shack to a highway or an 
airport. 

The Federal Loan Agency, the greatest banking sys- 
tem in the world, with its tens of billions in resources, 
embraces RFC, FHA, Export-Import Bank, Federal 
Home Loan Bank Board, Disaster Loan Corporation, 
Electric Home and Farm Authority and Federal Na- 
tional Mortgage Association. It uses every type of 
office appliance found in any financial institution else- 


_ where, and expects to secure new ones unique to its 











own needs. 

National Archives, the impressive new institution 
which preserves all permanent records of the Govern- 
ment, is especially interesting for the use it makes of 
microphotos. To conserve space, and to insure against 
the loss of precious original papers and books, which 
corroding time itself may destroy, the National 
Archives people make tiny, pin-point facsimile films 
of every written and printed document, and store these 
films in vaults proof against every known form of cor- 
ruption and destruction. When copies are required, 
enlargements are made that produce prints as large 
as the original, or any reasonable size. If it is merely 
necessary to inspect the text, the film is placed in a 
projecting machine and screened like a movie showing. 


In the Capitol 


On the Hill—a local colloquialism for everything that 
pertains to the Capitol and members of the Congress 
—the offices of the Senators and the Representatives 
are equipped with the usual complements of typewrit- 
ers, dictating machines, stencil duplicators, and other 
routine appliances. Some of the Committee Offices, 
and the General Business Offices of the Congress have 
calculators and accounting machines and some of the 
larger apparati. The workrooms of the Press Galleries 
in the Capitol itself have batteries cf the most mod- 
ern dictating and transcribing machines and many 
different kinds and types of typewriters. There are 
teletypewriters that work on telegraph wires and on 
telephone wires, and there are those that work with- 
out wires. And there are the regular wired telephones, 
and the radio transmitters that broadcast without 
wires. The Government furnishes every modern ma- 
chine facility to help the correspondents to do their 
work. 

Incidentally, while on the subject of teletypewriters, 
it is interesting to mark that in the German Embassy 
they have typewriters geared by radio direct with 
Berlin. They receive messages almost constantly and 
carry on two-way conversations. Moreover, the im- 


pulses sent forth at either end of the circuit, 6,000 
miles apart, are scrambled while passing through the 
air, and, theoretically, can be unscrambled automati- 
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HERMETIC 
SECRETARIAL 


OLD oo) 
TOWN Su 


HERMETIC , * Proud, also, is OLD TOWN 


° y of its new one color black 
“eect 





Available in standard 
cotton or Pure Silk. 






‘ typewriter ribbon, the richest, 
Secretaries who use type- 


, ~ most enduring all-black on 
writer ribbons, Dealers who Se the American market. 

sell them and Purchasing 
Agents who buy them are 
talking about the new star which holds the spotlight—OLD 
TOWN'S “RED and BLACK.” It looks like almost any other 
two-color register, but what an enormous difference in per- 
formance! For here is a “red and black” with the black por- 
tion giving nearly as much mileage as a complete all-black 
ribbon. Check up another triumph for OLD TOWN'S laborato- 
ries, another selling argument for Dealers, another extra divi- 
dend in quality and economy for users of OLD TOWN products. 


Speaking of SHARP IMPRESSIONS .... 


“Sable for Secretaries’ answers the 





need for clean, permanent carbon 






copies in important business estab- 






lishments. For enduring color and 






permanent sharpness of write OLD 
TOWN SABLE is virtually in a class 
by itself. 

















ibbon & Carbon Co.,One. 


MANUFACTURERS 





@ ate Town 


750 PACIFIC STREET, BROOKLYN, N. Y. 


gan” 
oe 59 East Van Buren Street - + Chicago 
788 Mission Street + + «+ San Francisco 





World's largest manufacturers of Hectograph (Gelatin Pro- 


cess) and Spirit (Fluid Process) Duplicating carbon papers. 
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Comfort Master DeLuxe. 


























No. 2123—For Typists and 


For Office Production Workers. Machine Operators. 


No. 3257 No. 2125—For those 
Comfort Master Jr. Who Contact Customers. 





S [ X distinctive 


styles to provide 






seating comfort 






for every type 






of office worker. 
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because it provides Working Comfort for the User 








Office chairs are for the seating of office workers. 
For this purpose alone, office chairs CAN be 
sold without particular reference to their adapt- 
4 - . . . . . a 
rs. ability. But in selling office chairs that provide 
working comfort for each individual, the GF 
dealer does more than just sell chairs...a serv- 


ice of genuine value is rendered to business. 








THE GENERAL FIREPROOFING COMPANY...yvouncstown, onto 


Products hy GY: SET Peers, ALUMINUM Cae aeee $s , PpeevtR@- CAGES 
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YOU'RE The DOCTOR!! 


In the operation of your business . . . You're the 
DOCTOR!!! Through good and bad you feel the pulse 
of business progress and apply needed stimulants and 
remedies. 

We've a remedy for summer business slump .. . a 
stimulant that means added sales, added profits for you. 

A-N-D you close the door to competition by offering 
genuine “PREMIER” Factory Rebuilts and Factory Re- 
conditioned Remington Noiseless. By selling the QUIET 
idea you get sales interviews with the BIG BOSS .. . 
with the different sales approach ... the decidedly 
different typewriter. It'll make a big difference in your 
profits too. 


“PREMIER” FACTORY REBUILT NOISELESS No. 10 


The Premier Rebuilt 
No. 10 is the latest and 
most modern Premier 
Factory Rebuilt. Com- 
bining famous Noise- 
less features with up- 
to-date appearance it's 
a value hard to beat. 
Has all the exclusive 
features found in the 
new No. 10. It’s the 
world’s greatest re- 
built value. 


Measured by cost to you and your customers and the 
years of satisfactory service, PREMIER Factory Rebuilt 
Noiseless No. 6 & 10 are by far the outstanding type- 
writer values. 

Produced by the most complete rebuilding process 
in the industry, each NOISELESS undergoes new machine 
tests and leaves the factory flawless . . . perfect in 


performance. 
Write today for more information on how you can 


cash-in on the TREND TO NOIJSELESS. 


AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET NEW YORK, N. Y 


Est. 1880 












OFFICE APPLIANCES 


cally only when they pass through the synchronized 
receiving mechanism at either end. 

The Library of Congress, repository of millions of 
books and pamphlets, presents a strange contrast of 
what is ancient and what is modern in offices. It still 
copies every letter that is written by the old, old 
method of placing the letter in a book under a blank 
page of absorbent tissue. Over the tissue is laid a 
damp cleth. The book, closed, is then put in an old- 
fashioned press, and the under plate of the press is 
tightly screwed down. A copy of the original letter 
is thus impressed on the dampened tissue page. Men 
who were office boys fifty years ago will recall this 
process with weary distaste. 

This survival of the President’s famous “horse and 
buggy” days is sharply emphasized by the ultra- 
modern appliances used elsewhere in the Library of 
Congress. It has microphoto recording systems and 
an elaborately equipped up-to-the-minute photo- 
graphic laboratory, with three complicated photostat 
machines and other apparati especially designed for 
the Library. It also has various magnifying equipment, 
used to read and decipher ancient and dim manu- 
scripts. 

Its pneumatic tube system has become a national 
model, and is used by many great industrial organ- 
izations for interoffice and interplant transport of 
various parcels. The Library uses the system to trans- 
mit books to all parts of the Capitol, to the offices 
of the members of the Congress, and to the different 
sections of the Supreme Court building. Books are 
delivered by tube or, if the burden is too large, by 
overhead trolley, in an amazingly short time. It has 
an extraordinary system of conveyors that drop and 
stack books at certain central points; and for the 
carriage of books in the Library it operates a fleet of 
small electric trucks that have been copied for similar 
service in libraries and business establishments all 
over the world. 

Next to the State Department, it uses the largest 
number of foreign language typewriters. It has spe- 
cially built typewriters with rare and antique char- 
acters and extraordinary symbols; and typewriters that 
write from right to left, or in lines running from top 
to bottom or from bottom to top. Some of its type- 
writers are unique, built exclusively for the Library 
of Congress. 

In the Copyright Office it has a large assembly of 
accounting and bookkeeping machines, and coin ma- 
chines, similar to those used in motion picture theaters, 
capable of handling dime-like coins at the rate of 
1,000 per minute. In the business offices there are add- 
ing machines, calculators, addressing machines, metal 
plate making machines, and payroll machines. 

Isn’t it the epitome of something, that in this world- 
famous reservoir of the knowledge of the ages and 
the intelligence of the plant they have a machine 
which can take 1,000 pay envelopes, print on them the 
names and the identification of the workers, stamp 


|} upon them the amount placed in the envelope, and 
| deposit in the envelopes the proper sums in ten, five, 


and one dollar bills and silver coins? And do all this 
practical simultaneously? 
= 
“THE ROMANCE OF SELLING” 
Written and designed as a help to store managers 
regardless of the type of business they are in, a new 


| edition of a new book entitled “The Romance of Sell- 


ing” has been published by The Business Book House, 
Charlottesville, Va. 
The new edition is attractively printed on Warren's 


| Old Style paper and bound in blue Keratol stamped in 
| silver ink. It is pocket size and makes a fine gift for 
a manager or sales force member of a business es- 


tablishment. 
“The Romance of Selling” deals specifically with all 
the fundamentals of selling, stressing to the sales 
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THESE TWO “WORK-FLOW’ SELLING TOOLS 


WILL BOOST 


® The term " Work-Flow” applies to Art Metal's new “‘utility’’ 
sales plan. Briefly it means that every piece of Art Metal 
equipment is designed to increase the efficiency of the job 
for which it was intended—clerical, stenographic or execu- 
tive. Work flows faster, more efficiently because there is a 


minimum of lost motion... hence the term ‘“Work-Flow”. 


The booklets illustrated above tell how Art Metal desks 
and filing equipment operate to increase “Work-Flow’— 
how time and money can be saved by equipping offices 
exclusively with Art Metal. 

These facts are sure to impress office managers and buyers, 
because their chief job is discovering ways and means to 


save time and money. 


* CONSTANTLY IN TOUCH WITH 


YOUR SALES 


With Art Metal's Airline desks in 22 styles and the complete 
line of Mainliner desks almost every space and work prob- 
lem can be solved. The Manual of Desk Drawer Layouts 
shows the proper desk arrangement for all principal execu- 
tive and clerical positions, and the User's Guide to Office 
Modernization gives a complete picture of how to obtain 


maximum office efficiency. 


Use these two booklets and sell your prospects on the idea 
of increased ‘Work-Flow’. It's an idea that's sure to 
boost your Sales. 

Dealers who are interested in securing information about 
an Art Metal franchise are invited to write Agency Division, 


Art Metal Construction Co., Jamestown, N. Y. 


IMPROVED OFFICE METHODS x 
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OFFICE APPLIANCES 


THE MODERN CHAIR CONTROL 


Bassick 6-777 


Tilting in Rubber 


An entirely new 
mechanism for con- 
trolling the tilting 
action of an office 
chair. Has a patent- 
ed principle that 
cannot be imitated. 


HERE'S WHY THE FLO-TILT CONTROL IS DIFFERENT 


The tilt of the chair seat is controlled by torsional 
stress on deterioration-protected rubber which has 
been given many times its normal strength by tons 
of compression between steel members. 


TO | 





Replaces the fast 
throw-back and 
snap of metal 
springs with the 
smooth, quiet, easy 
and controlled ac- 
tion of rubber. 


YOU'LL LIKE THE CONVENIENT FINGER-TIP ADJUSTMENT 


No stiff. heavy metal springs to try and tighten. 
The degree of tension can be adjusted quickly to 
give you the comfort vou want—without getting 
out of the chair seat. 


Bassick Flo-Tilt Chair Control is now used by leading chair 
manufacturers. Its easier to sell chairs equipped with Flo-Tilt. 


THE BASSICK COMPANY - Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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manager reader the various qualifications necessary 
for his salesmen if they are to be in the “good” cate- 
gory. Such subject questions as “are your sales people 
building good will?”, “are they tactful?” and “do they 
obtain second or companion sales without irritating 
the customer?” are but a few of the matters germane 
to good selling contained within the ninety-two pages 
of the little book. 

The book was written by S. F. Worswick and is priced 
at one dollar. 

NEW CARTOON AND IDEA BOOK ISSUED IN 

TWO SIZES 

The Heyer Corporation, 901-911 West Jackson boule- 
vard, Chicago, Ill., has just issued two helpful books 
which are mainly intended as a source of illustrations 
and ideas for duplicator users and contain a wide 
variety of subjects. The large book is printed on letter 
size, 8% by 11-inch paper and is called the “Letter 
Size edition.”’ The smaller book was made to fill a con- 
tinually growing demand for smaller illustrations 
mainly created by the wide sale of post card printers. 





THE LETTER SIZE EDITION AND MINIATURE EDITION OF 
THE HEYER CARTOON AND IDEA BOOK 


The small edition of the Heyer cartoon and idea book 
is designated the “Miniature edition.” It is exactly 
like the larger book in every respect, except that to 
make this book the larger pages were photographically 
reduced to approximately one-half size. 

Each of these books contains eighty-five pages filled 
with a great many cartoons, religious subjects, holiday 
material, suggested headings in appropriate lettering, 
etc., 575 cartoons or ideas altogether. Each book is 
attractively bound in a loose leaf binder so that pages 
may be removed and reinserted continually without 
disrupting the continuity of the book. Each page is 
printed only on one side of a paper especially chosen 
for its suitability for tracing purposes. All drawings 
are in simple line technique so that they may be 
easily traced onto stencils, etc. The Letter Size edition 
lists for $2, the Miniature edition for $1. 

- *—- © — 
PACIFIC NORTHWEST NOTES 

A unique burglary into the display of Lowman & 
Hanford’s at Second avenue, near Pine street, Seattle, 
was by means of fishing gear. The thief or thieves 
smashed a small hole in the window then used angling 
equipment to fish out cameras and valuable mer- 
chandise of the stationery house of Seattle. Fleeing 
with the loot of the “miraculous fish pond” through 


“fishing” into the store, the culprit or culprits left 
behind their fishing gear which was a clue to the 
mystery. * * 

To purchase $12,000 worth of typewriters, adding 


machines and other office equipment, City Light, mu- 
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The NEW EDITION of 


AMES CATALOG 


is 


NOW READY 


Most COMPLETE BOOK of its kind 
ever published. 


A comprehensive listing with illus- 
trations of — 
TYPEWRITER and ADDING 
MACHINE Parts, Platens, Tools, 


Ribbons, Carbons, Equipment, 
Supplies and Accessories. 


A VERITABLE MANUAL 
for the Office Machine dealer. 


Request your copy from the nearest 


Ames office. 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


564 W. Randolph St., Chicago 
37 Murray St. 583 Market St. 


New York San Francisco 
206 Lane St. 11 Pryor St. 
Dallas Atlanta 
Agencies in — 

Boston Indianapolis Philadelphia 
Cincinnati Los Angeles Pittsburgh 
Cleveland Minneapolis St. Louis 
Denver New Geleans Seattle 
Detroit Washington, D.C. 


London, Eng. Mexico City 
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Nhen must / see the Smith people ? 
hat did / tel Brown ¥ Co? 


Where are those cortracts? 
What where wher, etc, ere. 







By Selling Your Customer 
this Executive’ Desk File! 





Any executive will be proud to use this 
attractive Desk File. Well made with 
extra heavy imitation leather covers, 
that will not warp. 


Tabs are furnished either in cloth or cel- 
luloid from A-Z or 1-31. 


Stock this line of Desk Files 
and see how easily they sell. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart 
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nicipal power utility of Seattle, has drawn an ordinance 
submitted to the City Council. The large municipal 
department, serving more than 100,000 customers with 
electricity, expects to make these wholesale purchases 
shortly for expanded needs. The municipal measure 
showing public necessity for these office appliances 
calls for a total appropriation of $30,500. 
+ ca = 


Taking new quarters and moving into a fine new 
home recently is the Pacific Coast Stamp Works, of 
Seattle, a pioneer stamp, badge and name plate organ- 
ization which has been serving bureau and office needs 
of Seattle for many years. The new home is at 2132 
Third avenue, where William Dunning, sales manager, 
has been welcoming a host of friends since recent 
removal. 

- ~ * 

Stealing a quantity of fountain pen and pencil sets, 
burglars forced open a rear window at the Trick & 
Murray Company store at 115 Seneca street, Seattle, 
recently. 

* « cd 

With expanding stationery stocks, the Diamond Store 
took over adjacent store space at 412 Broadway, North, 
Seattle, which was remodeled for the Diamond chain 


organization of Seattle and vicinity—CML 
cI $$ 


>=-VACUMATIC=> 
+ Guaranteed fer Life 





NEW PARKER WINDOW DISPLAY.—The Parker Pen Company, 

Janesville, Wis., has announced a new window display which 

is available free of charge to dealers. The central theme was 

produced by Stan Eckman, who is noted for his drawings of 

children. This section of the display stands out several inches 

from the background and gives an unusual amount of depth. 
—>-— 


PORTLAND UEF BRANCH MAKES STAFF CHANGES 

The following changes in personnel have been an- 
nounced by H. K. Ehrsam, manager of Underwood 
Elliott Fisher Company, branch at Portland, Ore. Tom 
Hanna, formerly of Dallas, Tex., has been transferred 
to the Portland branch. B. A. Torson, for a number 
of years wholesale portable representative is now in 
Seattle, Wash., as assistant branch manager of the 
store there, and R. J. Mather, who was a city type- 
writer salesman has been appointed wholesale repre- 
sentative for the Portland area. 

George Linville has just returned from the service 
school at Hartford, Conn., and Robert Hale of the 
service department reported at the school at Hart- 
ford, July 1, for further training. John Hall, the 
newest addition to the sales force has been assigned 
the east Portland district as typewriter salesman. 
ATW 
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new designs by count alexis de sakhnoffsky 


streamline contributor to esquire 
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0, R sincere thanks to you of the trade, whose _ profitable future. £ If you are one of the few who 
enthusiastic reception of the new Sakhnoffsky de- have not vet received your copy of the portfolio de- 
signed Gunlocke chairs and davenports forecasts for scribing this new furniture which combines modern 


this distinctive line—and for all concerned—a most design with beauty and comfort, write for it today. 


he Frog . H. GUNLOCKE CHAIR COMPANY, WAYLAND, N. Y. 
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Flow there are 4 Winners 


in the 


HOTCHKISS ‘Putn/t” Series 


Here are the brand-new streamlined models, each using 
standard staples, each supreme in its price class. 


Modern Design—Latest Engineering—Low List Prices. 


HOTCHKISS 


‘Dalafit” 
Model 


122A 


List Price 
$150 


Tried by use in thousands of busy offices 
everywhere, this husky little machine 
gives you a chance for volume sales. 
There should be a Model 122A on every 
desk. At the list price of only $1.50, here's 
something to talk about to your quantity 
buyers. 

Features: Uses standard staples, extra 
easy action, full length rubber base pad 
—welded steel construction. 








HOTCHKISS 


Dsbafit’ 


Model 








USED AS A TACKER 


combined, this 


A stapler and tacker List Pri 
brand new Hotchkiss model fits in purse Ist Frice 
or pocket and works with the reliable $150 





easy action that Hotchkiss dealers and 
users have learned to expect. 

Swing the base down and around. Then 
it's ready to drive twinpoint tacks for 
dozens of uses. This tacking feature plus 
the low list price of $1.50 opens a vast 
opportunity for home sales in addition to 
business and industrial sales prospects. 





HOTCHKISS 


Dalit” 


Model 


20A 


1 








USED AS A TACKER 


The most adaptable machine you can 
offer your customers. A removable head 
makes it an efficient tacker holding 210 
twinpoint staple tacks. The new patented 
Hotchkiss quadriclinch anvil makes it 
really four staplers in one. It will staple 
in any one of the four ways illustrated. 
It has fewer working parts, all of them 
fully hardened. 


List Price 


$9350 
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HOTCHKISS 


Palmfit” 


Model 


de 





101 





fa ees 
Penne 





The world’s foremost stapler. Hotchkiss ~~ 
fast front loading and distinctive knob- 4 
less contour makes it the finest machine ‘ 


you can offer your customers. 










A 





“WE FAST 
FRONT LOADING 





THE HOTCHKISS GUARANTEE PROTECTS You 


HOTCHKIS 





YOUR CUSTOMERS 


NORWALK, CONNECTICUT 


“Pioneers in all that’s best in stapling” 


AND 
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PASS E686 AWAY: 





FRED JEFFERSON 


Fred Jefferson, chairman of Kenrick & Jefferson, 
Ltd., Westbromwich, England, died June 17. He was in 
his sixty-third year. 

In a brief bulletin informing the K & J company 
“family” of the passing of their great friend “Mr. 
Fred,” Edward Jefferson quoted from a letter his 
brother wrote in 1935; expressing the desire “no 
mourning in any shape or manner should be worn at 
any ceremony” that might take place at his departure. 
He would have the “dear people put on their gayest 
colors so that our slogan, ‘Let us be gay always’ would 


be carried out.” He “loved every moment” of his busy 


life with K & J, and thanked “every one of the mem- 
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THE LATE FRED JEFFERSON 


bers of my family for the great happiness they have 
given me: God bless you all.” 

This “family” spirit has made the K & J organization 
of a thousand or more persons engaged in several 
departments of printing and stationery, and various 
divisions of manufacture an outstanding social] order 
in the commercial realm. And has had a great influ- 
ence toward the success of the enterprise through 
more than sixty years. 

Mr. Jefferson was a forceful but kindly and generous 
personality; an “incurable idealist” in social, political 








and business relations and interests. His motto was | 


“Build Higher.” 
After schooling at Jackson’s grammar school, West- 
bromwich, and at King William’s college, Isle of Man, 


Mr. Jefferson entered Kenrick & Jefferson service at | 


sixteen years of age. He went through every depart- 
ment in the factory, obtaining a complete and practical 
knowledge of the printing trade. In 1900, he was ap- 
pointed a director of the company and in 1902, given 
the secretaryship from which he resigned in 1910 upon 
the appointment of his brother, Edward Jefferson, to 
that position. In 1920 he was appointed joint manag- 
ing director, and thirteen years later he succeeded the 
late John Archibald Kenrick as chairman of the com- 
pany. 

Mr. and Mrs. Fred Jefferson made their first visit 
to this country four years ago. One of their particular 
objectives was Monticello, Charlottesville, Va., there 
having been some common ancestral rootage with 
Thomas Jefferson. At the base of the statue of the 
great patriot and statesman half way up the hill to the 
residence, Mr. Jefferson placed a memorial wreath. 


+t Ff + 
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FILING 
CABINETS 
ARE 
NOT 
ALL 
ALIKE 


COLUMBIA 


A Columbia filing cab- 
inet is distinctly a Co- 
lumbia product — de- 
sign, material and 
manufacture are co- 
ordinated to create a 
product which is defi- 
nitely outstanding and 


satisfactory. 


COLUMBIA 


A Columbia agency 


offers many opportu- 


nities for establishing 


pleasant and profitable 


relations. 


We shall be glad to 
send you complete de- 


tails. 





COLUMBIA STEEL EQUIPMENT CO. 


VINCENT JACKSON 
Lieut. Vincent E. Jackson, flying officer of the British 
Royal Flying Corps and, since 1932, London representa- LINCOLN-LIBERTY BUILDING 


tive of OFrFrice APPLIANCES, died in the service of his PHILADELPHIA, PA. 


country on June 23 when he was killed in a railway 
accident while returning to his flying base from a eS ES EE ISS 
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Why waste your 
precious time 
wondering where 


you can buy... 


Used and Rebuilt 


Adding Machines 
{dding Machine Parts 
and Supplies. 


Calculating Machines 
Calculating Machine Parts 
and Supplies 


Dictating Machines 
Dictating Machine Parts 
and Supplies. 


Duplicating Machines 
Duplicating Machine Parts 
and Supplies. 





TYPEWRITERS 
Selected Roughs, Rental 
Grade, Reconditioned and 
Rebuilt. 


SHIPMAN. WARD 
MFG. CO. CHICAGO 





Platens 
Parts and Supplies 


Ribbons and Carbons 


WHEN SHIPMAN-WARD MFG. CO.—THE 
DEALERS’ QUALITY SUPPLY HOUSE can save 
you time and money by offering our exclusive serv- 


ice of consolidated buying. 


By the way have you given a thought to Moderniz 
ing your Underwood No. 5s with Shipman-Ward S/DFE 
Pl ITES. including extension knob tor ribbon reverse, tor 
the Fall Trade? Build your stocks now, and be ready for 


the business which is sure to come after Labor Day. 


SHIPMAN-WARD MFG. CO. 


“The Dealers’ Quality Supply House”’ 


325 N. Wells St., Chicago 
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twenty-four hour leave of absence. A military funeral 
was held on June 27. 

Lieut. Jackson had obtained the leave to pay a short 
visit to his father, E. B. P. Jackson, London sales 
manager of Kendrick & Jefferson, Ltd., and shortly 
after boarding a train for the return trip to his air- 
drome, his body was found in a tunnel of the railway. 

Three years ago Lieut. Jackson was a visitor to the 
United States, coming here with a group of Packard 
Motor Car Company agents, some of whom were 





THE LATE VINCENT JACKSON 


clients of K. & J., but for the purpose of attending 
to business matters of Kendrick & Jefferson, Ltd. 

Lieut. Jackson was educated at Dagmar House 
school, and in 1915 joined the Royal Naval Air Service, 
serving with distinction as an aerial observer in France 
during the World War. Later he was given a commis- 
sion as pilot of torpedo carrying airplanes attached 
to the battleship, H. M. S. Argus. After the Armistice 
he joined Kendrick & Jefferson as foreign representa- 
tive but in a short time was transferred to the London 
sales staff. While still in the foreign service of K. & J., 
he visited France, India, Belgium, Ceylon and Burma. 

From 1919 to 1925 Lieut. Jackson was secretary and 
treasurer of the Office Appliance Trades Association 
of Great Britain & Ireland and upon retirement was 
made a life honorary member. In 1932, still enthusi- 
astically willing to further serve the organization he 
was appointed official lecturer for educational pur- 
poses. He was the author of a book entitled “Modern 
Office Appliances.” 

Lieut. Jackson began the representation of OFFICE 
APPLIANCES in May, 1932 and his column, “London 
Notes and News” which was the feature of the “In 
Other Lands” section, was read by many in the in- 
dustry each month. 

Last February, when his country again faced a grave 
crisis, Lieut. Jackson again dropped civil life and 
his personal affairs and took a commission in tne 
R. A. F. volunteer service. It was but a few weeks 
before his death that word was received here that 
he had been promoted to flying officer. 

+ - 
W. B. GREGORY 

William B. Gregory, a pioneer printer and stationer 
of Detroit, Mich., died last month in the Grace hospital 
of that city following a brief illness. He was in his 
seventy-eighth year. 

Mr. Gregory began his business career with Rich- 
mond & Backus when he went to work for that organi- 
zation at the age of fourteen. He stayed with that 
firm until 1898, leaving to join in forming the organi- 
zation of Gregory, Mayer & Thom Company. In recent 
years he established with his son, the late William R., 
the office outfitting and printing firm of W. B. Gregory 
& Son, Inc., and was its active head at the time of his 
passing. 

Despite the many duties which fell to him as head 
of the progressive company Mr. Gregory managed to 

















STEELLASE-—the Measure of Plus Value! 


Installation after installation “‘going Steelcase”’ is Steelcase sales have continued their spectacular 
a noteworthy tribute to the greatness of this superb rise year after year. 


line of quality office equipment. . : : ‘ 
. Exclusive features of design and construction are 


The advantages of complete fabrication in Amer- daily maintaining a steady source of profitable 
ica’s most modern office furniture factories by orders for Steelcase dealers. Get the full facts now 
craftsmen whose skill is reflected in every detail, about how you can tie into this situation. Write 
accounts in no small measure for the fact that today! 









MODERN 
ATTRACTIVE 
DURABLE 

EFFICIENT 


STEELCAS A 
Susiness Equipmenr, 




















METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICHIGAN 
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This end IDLES 
when mechanism 
is turned too far 


backward. 





Two SAFETY IDLERS now eliminate 99% of mechanical EXCLUSIVE RITE-RITE 
pencil breakage. The new Threadline mechanism can't PATENT 
This end IDLES be damaged by turning or twisting. It merely idles when forced, instead of breaking. 
when mechanism For the first.time the public is offered a pencil precise enough to handle the new THINNER 
asia g ere leads, yet absolutely free from danger of damage by twisting. It's the final touch to a 
EXCLUSIVE RITE-RITE perfect pencil, and fittingly, is offered first by Dixon Rite-Rite, creators of the famous 
PATENT 


thinner lead idea. 


INCREASED NATIONAL ADVERTISING 


Cracking open in August comes another big campaign 
in the Saturday Evening Post, Liberty and Collier's to 
tell the public about this splendid improvement, to again 
remind buyers that Threadline Thinner Lead does the best 
writing job, is the best quality product. Big cards in buses 
and street cars throughout many leading cities will rein- 


force the big guns, do a close-to-your-customers job. 


AGAIN AMERICA’S BEST PENCIL 
SELLER FOR SCHOOL OPENING! 


B i [ [ E T J N Feature the new Break Proof Threadline at 49c for 


Us we Go te Paes... 
NEW: VIEWPOINT 


a special stainless steel long tip that 
lets you see what you write. The 
sharpest mechanical pencil ever 
made. Sells fast to stenographers, 
bookkeepers, draftsmen, all who want 
sharp points! 








volume sales during the peak pencil period from 









August 20th on through school opening. Plan a big 
pencil window, reserve front row space for the 
latest sensation — Break Proof Threadline at 49c 
with Threadline Thinner Leads, the standard of 


quality. 


RITE-RITE MFG. CO., CHICAGO, ILL, U. S. A. 


Subsidiary of Joseph Dixon Crucible Co. 


re at- 49 Wow 


WRITE AT ONCE FOR DETAILS 
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find time to take an active part in other endeavors. 
From 1916 to 1918 he was a member of the board of 


directors of the Detroit Board of Commerce and during | 


the World War he was president of the Employers’ 


Association of Detroit. During the year 1922 he was | 


elected president of the Typothetae Franklin Associa- 
tion of Detroit. 

In his younger days he was a member of one of the 
early baseball teams of the old Detroit Athletic Club 
and retained his membership in the organization when 
the new D.A.C. was formed. 

Mr. Gregory is survived by his widow, Mrs. Carrie 
Gregory; two sons, Edgar M. and Robert G.; three 
daughters, Mrs. Leonard H. Thomson, Mrs. W. Edgar 
Gore and Mrs. Kenneth H. Gape, and eleven grand- 
children. His eldest son, William R., died in 1936. 


2 
W. E. WARD 


William E. Ward, past president of the National 
Stationers Association, and until three weeks ago active 
head of a business more than 100 years old, died July 8 
at St. Petersburg, Fla., following a heart attack. He 
was in his sixty-fourth year. 

Mr. Ward was head of William E. Ward & Company, 
70 Pine street, New York City, a stationery firm which 
has been in continuous operation under various owners 
since 1840. He was active up to three weeks ago when 
ill health forced him to retire and seel: rest in the 
Florida city where his passing occurred. 

In 1840 the company which Mr. Ward operated was 
known as the Thomas W. Doubleday Company and in 
that same year became Doubleday & Latimer, changing 
the name fourteen years later to Latimer Brothers. 
It was not until 1856 that the firm became Latimer 
Bros. & Seymour, and John Ward entered the organi- 
zation as an employe. In 1858 J. O. Seymour secured 
complete control of the company and history records 
that several more changes in partnership and owner- 
ship occurred before John Ward became sole owner in 
1896, nine years later naming the firm John Ward 
& Son. 

Mr. Ward spent his entire business lifetime taking a 
prominent part in association affairs. For many years 
he was secretary of the Stationers Association of New 
York, and for two years served as president of that 
body. He was also the first regional governor of the 
then district No. 14, which included all of the Metro- 
politan New York area. 

In 1931 and ’32 he was president of the N.S.A., 
serving with distinction and honor during the depth 
of the depression ushered in by the stock market 
collapse in 1929. 

Mr. Ward is survived by his widow, Mrs. Mina 
Krickel Ward, and a daughter, Miss Eileen Ward. 

Following funeral service on July 13, burial took 
place at Brooklyn, N. Y. 


tt + 
B. G. EWING 


A pioneer in the ranks of the stationery and paper 
field of Spokane, and Seattle, Wash., B. Gard Ewing, 
at the age of eighty-three years, recently succumbed 
to an illness of several months in Deaconess Hospital, 
Spokane. One time president of the Seattle Paper 
Company, Mr. Ewing has been an industrial and civic 
leader in Spokane for the past fifty-one years, being 
at the time of his death the president and treasurer 
of the B. Gard Ewing Paper Company of Spokane, 
which last year celebrated its fiftieth business birthday 
or golden jubilee with elaborate ceremonies. 

Although Mr. Ewing had an attack of pneumonia in 
March, which had left him in failing health since the 
Spring, he had been up and about. When a weakened 
heart aggravated his condition, he was taken to the 
hospital where he died after ten days’ treatment. 

Born in Cincinnati, Ohio, in 1857, to Col. and Mrs. 
William Ewing, he entered as a boy the employ of a 
wholesale paper company in Cincinnati. But when he 
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NO BULGE AT 
THE BINDING 
EDGE 













Re THERE ISA 
NON-SKID EDGE 
ON EACH COVER 








BOOKS OPEN FLAT 


] Patented special method of binding 
permits rapid turning of pages without 


























SPRING tearing or interference. Books open flat 
BINDING . every page can be used from top to 
bottom. 
ALL BOOKS CONTAIN 80 PAGES 
Patented NON-SKID EDGES keep 
the book upright in any desired 2 
position. NON-SKID Easel Note- NON-SKID 
books don’t creep or collapse. EDGES 
EYE TINT or WHITE STOCK 
3 Whatever your preference, NON-SKID 
THREE Easel Notebooks provide choice of either 
STANDARD eye tint paper ruled in green—or white 
RULINGS paper ruled in red. Paper suitable for 








either pen or pencil notes. 





and full details gladly furn- 
ished to interested stationers 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street 


| 


Chicago 
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TRANSFILE 


TRADEMARK 








HERE! 


LOOK 


These TRANSFILE FILES were sold by a dealer 
to a customer who didn't even know they 
were needed. The dealer's salesman found 
a store room where old records were thrown 
together, haphazardly. It was the old story 
of delay and ruffled tempers to locate any 


of these records. 


Not now! TRANSFILE FILES keep every record 
instantly available. A good customer is now 
a better customer. The dealer and his sales- 
man made a nice profit. Everybody's satis- 
fied. 
TRANSFILE FILES made of corrugated board 
‘reinforced by steel are the economical 
means of solving such vexing problems. Ask 
your men to be on the lookout in their cus- 
tomers’ establishments. They will sell plenty 


of them. Try it now. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
ANOTHER => PRODUCT 


NEW YORK, N. Y. 









The LEADER TRANSFILE 
The greatest fibre board 
steel front file value ever 
offered. 











| 





OFFICE APPLIANCES 


went west on a vacation to visit his sister (it was right 
after the big Spokane fire, when a fine feeling of 
rebuilding the city greater than ever was in the atmos- 
phere), he was convinced of the excellent spirit of the 
vigorous young section and that he desired to live there. 

Returning to Ohio, he quit the paper company and 
came west to start in that field for himself, first estab- 
lishing with partners the firm of Gray, Ewing & 
Waters with a building—the first brick structure 
erected after the disastrous fire which generated a 
spectacular re-birth—on the northwest corner of Front 
and Howard streets. For many years the firm has been 
known as the B. G. Ewing Paper Company, Mr. Ewing 
remaining its president through five stirring decades, 
he being one of the handful of Spokane men who were 
in business in 1889, and who remained continuously in 
business until his recent demise. 

A charter member of the Lions Club, member of the 
Spokane City and University Club and former officer of 
the English-Speaking Union, he also maintained mem- 
bership in the Wing Point Golf & Country Club. Be- 


| Sides his widow and daughter, he is survived by two 


grandchildren, and two sisters, of Spokane, Wash.— 


CML a 


S. H. VOSS 

Friends of S. H. (Vene) Voss were shocked to learn 
of his death in an auto accident which occurred June 
23, near Modesto, Calif. The accident happened while 
Mr. Voss and his wife, Betty, were driving to San 
Francisco from a trip South. Just north of Modesto, a 
front tire blew out, causing the car to skid into a tree. 
Mr. Voss was killed instantly and Mrs. Voss was 
seriously injured. She suffered a fractured leg and 
many severe bruises, but is now recovering. 

Mr. Voss had traveled the Pacific Coast territory in 


| stationery and kindred lines for over thirty years. He 


was one of the Old Tower Manufacturing Company 
men in the early days. Later he was with Whiting & 
Cook and the Japan Paper Company. For the past 
few months Mr. Voss had maintained an office in San 
Francisco, which he made his headquarters. 

The body was sent to New York for interment in the 
family plot. 

Mrs. Voss will remain in the hospital in Modesto 
for several weeks after which she will return to her 
former home at Coronado Beach, Calif. 

+ + + 
FREDERICK DUNHAM 

On Sunday, July 7, 1940, Frederick Dunham, owner 
of the Dunham-Watson Company, Chicago, IIl., died 
suddenly, following a short illness. The immediate 
cause of death was coronary thrombosis. Mr. Dunham 
was sixty-nine year old. Funeral services were held at 
the Maginot & Smith mortuary on Tuesday, July 9. 
Interment was at Rosehill cemetery. 

Mr. Dunham was associated with the printing ink 
industry for forty-five years. About twenty years ago 
he established the Dunham-Watson Company and 
went into the business of producing specialty inks, 
such as stencil duplicator ink, stamp pad ink, etc. 
Through the years a high standard of quality was 
maintained and improvements in standard lines fre- 
quently introduced. 

+ bt F 


F. J. KELSEY 

Frank J. Kelsey, for the past fifty years owner and 
operator of a stationery store at 611 Lapeer street, 
Saginaw, Mich., died in the latter part of June at the 
age of eighty years. 

Born at Flint, Mich., Mr. Kelsey went to Saginaw 
in 1890 to engage in the book and stationery business 
with two brothers-in-law, Peter and Benson Mitts. 


After a short time he went into business for himself 
and for twenty years operated his store at 202 Genes- 
see street, before moving to the Lapeer street quarters. 

In 1883 Mr. Kelsey married Miss Frances A. Mitts, 
who died in 1930. He is survived by two sons, Ear] H. 
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FITTED FOR BUSINESS 


Here is efficiency expressed in the modern business manner: 


—the girl alert—comfortable—in an energy-conserving, 
“custom fit’ JOHNSON PosChair— 


—seated at a rich new-design CLEMCO Desk with outstand- 
ing features to speed her work. 


The Johnson Chair Co. and Clemco Desk Mfg. Co. offer by far the broad- 
est combination lines of fine chairs, desks, and office groups—whatever 
is needed to fit the executive and clerical office requirements of your 
largest or smallest customers. 


SEE THEM—in our block long factory showroom when in Chicago for the National 
Stationers Association Convention — September 23-26. OPEN HOUSE AS USUAL. 


WRITE for Any Information or Literature You Want Now 


JOHNSON CHAIR CO. CLEMCO DESK MFG. CO. 
FACTORY and SHOWROOM 
4401-4531 WEST NORTH AVENUE 4407 WEST NORTH AVENUE 


CHICAGO, ILLINOIS 
ee mma 
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“PACKAGED FOR EASY HANDLING” 
The sale of a “Y and E”’ Direct Name 
System is easy and simple for the 















system is packed complete. For ex- 
ample, take Outfit No. 125D for fil- 
ing 5,000 papers. It comes complete 
in one box with 25 angular guides, 
25 miscellaneous folders, 100 indi- 
vidual folders, 250 folder labels, and 
one Yawmanote Pocket, plus a com- 
pletely detailed instruction sheet. 





WHY YOU PROFIT FROM THE 
ESTABLISHED DEMAND FOR THE 
“Y and £” DIRECT NAME FILING SYSTEM 


The “Y and E” Direct Name Filing System is known wherever papers are 
filed. Its reputation for being the simplest, swiftest and most accurate of all 
filing systems makes your selling job easy. 

Thousands of users have tested and proved every advantage we claim for 
this system—and stand ready to endorse it to your prospects. 

Since this system meets every filing need—whether for five thousand or 
500 thousand papers—regardless of the basic method, it offers you an un- 
paralleled opportunity for such accessory sales as Yawmanote Pockets, 
Period Folders, Individual Folders of all types, etc. Transfer replacement 
orders still further increase your profits. 

The sales opportunities of “Y and E” Direct Name System are but one more 


proof of the profitable value to you of the “Y and E” Franchise. 


FOREMOST FOR SIXTY YEARS 


YAWMAN AND ERBE MFG. COMPANY 


10359 JAY STREET + ROCHESTER, N. Y. 
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and Charles E. Kelsey; a daughter, Mrs. Robert I. 


Smith; eight grandchildren and four great-grand- | 


children. 
+: - + 
R. D. LEWIS 

Rites for Richard D. Lewis, formerly a manager for 
L. C. Smith & Corona Typewriters Inc., who died June 
23 in Pittsburgh, Pa., were held at the Marshall Funeral 
Home, in Oklahoma City, Okla., recently. 

Mr. Lewis was manager of L. C. Smith & Corona 
Typewriters Inc., Oklahoma City, from about 1918 to 
1930, except for two years spent as manager of the L. 
C. Smith office in St. Louis, Mo. 

Mr. Lewis, who was born in Wales and came to this 
country when a small boy, went to Pittsburgh about 
three years ago. 

Survivors include a son, Ben Lewis, Enid, Okla.; a 
daughter, Miss Mae Lewis, 145 Northeast Sixteenth 
street, Oklahoma City; a sister, Mrs. John H. Dain, and 
a brother, Will Lewis, both of Pittsburgh, and another 
brother, Tom Lewis, Hartford, Conn.—EVH 


ok ob 
S. M. MEDING 


Stewart Murray Meding, sixty-five, owner and presi- 
dent of the Meding Carbon and Typewriter Company, 
manufacturers of carbon paper, 126 Liberty street, 
New York City, died June 29 at his home, 66 Euclid 
avenue, Hackensack, N. J., of a heart ailment. 

Born in New York City, Mr. Meding attended City 
College there. For thirty years he was a trustee of the 
Harlem Eye and Ear hospital, New York, of which his 
brother, Dr. Charles B. Meding, is executive surgeon. 
Mr. Meding was secretary of the Council Manager Asso- 
ciation of Hackensack and was a Mason. 

Besides his brother, he also leaves his widow, Mrs. 
Elizabeth Becker Meding; one son, Stewart B. Meding, 
and two sisters, Mrs. Isaac Standish Holbrook and Mrs. 
Arthur F. Engel.—NJNS 


-; - | 
G. Y¥. THOMAS 


George Yuill Thomas, stationer and member of the 
Legislative Assembly, died recently in Truro, N. S., 
Canada, where he was a prominent member of the 
office equipment and supply trade. In addition to con- 
ducting his business, he served in the town council and 
in 1930 was mayor of the city and served a term as 
president of the Board of Trade. Mr. Thomas was 
elected to the Nova Scotia legislature in 1933, and was 
a member of the Curling Club and the local golf club. 


-SJL 
+t + 
T. W. PITTARD 


Thomas W. Pittard, manager of the Birmingham 
branch office of the Royal Typewriter Company, Inc., 
died in Atlanta, June 26, after a short illness. He 
moved to Birmingham two years ago, after serving 
twenty-three years with the company in Atlanta. 
Survivors include the widow and two sons. Burial was 
in Atlanta._-GHW 

- - - 


W. W. HALL 


W. W. Hall, operator of a typewriter store at Bloom- 
ington, Ind., for the past twenty-four years, died last 
month at the age of seventy-four years, at his home 
in Clear Creek, Ind. He is survived by his widow and 
a daughter, Mrs. Paul W. Weeks, of Denver, Colo. 


+; - 
G. M. SCHWARTZ 
George M. Schwartz, 72, chairman of the board of the 
Schwartz-Showell Corporation, Columbus, Ohio, died 
July 11, after a long illness. He became secretary-treas- 
urer of the old Columbus Merchandise Company, and in 
1901 established the Modern Show Case and Fixture 
Company, manufacturers of store equipment, now 
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DISTINCTIVE 
FURNITURE 


Unlimited sales opportunities are opened up 
for your sales personnel when you decide to 
stock Royalchrome metal furniture, because 
it’s adapted for use in every nook and cranny 
where better furniture is the vogue, and con- 
serves the time of your salesmen in locating 


live prospects. 


A FEW SUGGESTIONS OF PROFITABLE 
FIELDS TO CANVAS— 


1. Business and Professional Offices. 
2. Industrial organizations. 
3. Retail businesses. 


Institutions (schools, colleges, hospitals). 


vi - 
, @ 


Municipalities. 

6. Clubs and Colleges. 

7. Hotels and Places of Amusement. 
Liberal advertising in fifty national magazines 
and trade papers of Royalchrome furniture, 
folding chairs and factory seating, helps pave 
the way for successful interviews and sales. 


Write for special dealer plan. 
ROYAL METAL MFG. COMPANY 


187 N. Michigan Ave., Dept. B, CHICAGO 
New York — Los Angeles — Toronto 











Royal 


OFFICE APPLIANCES 


| Known as the Schwartz-Showell Corporation. He was a 


charter member and former president of the Aladdin 
Temple Chanters; a former member of the Arion Club, 
male singing organization; charter member of the Co- 
lumbus Rotary Club, and a member of the Columbus 
Athletic Club. His widow, three sons, and a daughter, 
all of Columbus, survive.—AK 


- - + 
H. W. CLARK 


Harold W. Clark, assistant to the president of The 
McCaskey Register Company, Alliance, Ohio, died 
June 21 following a heart attack. He was at his 
summer residence at Madison-On-The-Lake when 
stricken.—AK 

——_—- oo —__—_— 
“RED FEATHER” STENCIL MACHINES 

Two new machines here pictured in the new air con- 
ditioned San Francisco plant of the Red Feather Prod- 
ucts, Ltd., are said by the manufacturer to afford ac- 
curate standardization and absolute uniformity to 
their “Styleotype” and “Red Feather” stencils. 

The coating machine in foreground is thermostat 
and viscometer controlled and has micrometer adjust- 
ment, by which the company claims, is achieved an 
even and equal distribution of the solution and guar- 
anteeing in each of their stencils just the right amount 
of coating to insure the best results and long service 
under all conditions. 

Just beyond the coating machine is the big dryer 
with over 7,000 working parts, especially designed and 





“RED FEATHER” STENCIL MACHINES IN OPERATION IN 
SAN FRANCISCO PLANT 


built for Red Feather Products, Ltd. It keeps two 
operators busy hanging and removing stencils which 
travel on four levels. The machine is seventy feet long, 
eight feet high and ten feet wide, and is being ex- 
tended another ten feet to handle the rapidly growing 


business. 
Se 


MR. FOSTER’S STORE MOVES 

On July 1, “Mr. Foster’s store,” Miami, Fla., moved 
from its old location at 100 East Flagler street to a 
completely remodeled new store located at 33 North- 
east First avenue just one-half block from the former 
location. The new building, three stories in all, con- 
tains a total of 6,720 square feet of floor space, is air- 
conditioned and equipped with fluorescent lighting. 

The first floor containing 2,328 square feet of floor 
space is occupied by the office supply departments and 
includes a display of visible equipment. Wrapping 
counters and cash registers are placed in the center of 
the first floor, thus allowing display cases to run the 
entire length of the floor on the north side. The south 
side of the first floor is occupied by the loose leaf and 
blank book departments and a marble counter was 
built for display and merchandising of these items. 
The office, credit and bookkeeping departments are 
located on the mezzanine floor at the rear of the first 
floor. These offices are equipped with steel desks and 
other furniture in walnut grained finish. Shelving on 
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Business procedure today is “streamlined,” for more and better work in less time with 


less effort. 


With the rapid development of business machines, has come the need for all impor- 


tant accessories — inked ribbons and carbon rolls —to perform with the greatest efficiency. 


For your benefit and the benefit of your customers, Columbia’s laboratory staff has kept 


constantly at work. developing before they are needed, new, better and modern ribbons and 


carbons to insure the best results from modern business machines. 


Columbia originality plus Columbia quality plus Columbia sales cooperation have solved 
the problem for many dealers and have shown them the way to greater ribbon and carbon sales 


and profits. Write us and let us prove it. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. L, N. Y. 
New York Sales and Export: 58-64 W. 40th St. Kansas City, Mo.: Dwight Bldg. 


| 
Factories: London, England ; Sydney, Australia 
H 


COLUMBIA —#& 


TYPEWRITER RIBBONS & CARBON PAPERS 





SC SOB ane nt 


‘eee 
Saal Sehadcameam 














96 











BELIEF 


in the Buyer's 
Sense of Value 


_.. is the basis 


of building 


JASPER 
CHAIR CO. 
Office Chairs 


Recall your own experience. Think of the many 
instances when your customer picked out features 
of material and construction even before you had 
opportunity to call their attention to them. How 
closely he compared grades and prices. How the 
chair that offers something extra in design or selec- 
tion of material seems to draw the major attention 
and interest. 


JASPER CHAIR CO. Leather Upholstered Office 
Chairs are outstanding in variety of color and de- 
sign, material and finish, construction and comfort. 
Built of solid American walnut (with an interesting 
series in birch) they show a splendid variety of 
genuine leathers in various colors 


We also manufacture all wood executive office 
chairs, secretarial posture chairs, and chairs for 
the library, school and courtroom — stools, etc. Our 
catalog is full of sales opportunities for the office 
furniture merchant. 


OFFICE APPLIANCES 





Look for our display at 
the N.S.A. Convention 
in Chicago, Sept. 23-26. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 


Geo. A. Litchfield, Sales Mar 
S.H MacDonald, (West R. J. Freeman, (Eastern) E. W. Thomas, (Southwest W. H. Brown (Chicago-Midwest James S. Fowls, (Southern 
405 Orpheum Bidg. 383 Madison Ave., 3904 Mountain Ave., Apt. No. 2 6708 Glenwood Ave., Chicago 3414 Euclid Heights Blvd. 
Seattle, Wash. New York, N. Y. Birmingham, Ala Phone ROGers Park 3644 Cleveland, Ohio 
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the first floor is finished in light oak dull finish with 
display cases, tables and counters in contrasting ma- 
hogany. The floor is asphalt tile in mottled brown, tan 
and red. Two display windows fifteen feet in depth 
with rounded fronts give an unobstructed view of the 
store interior from the sidewalk. A tiled entrance with 
an inset slab “Mr. Foster’s Store” together with a tem- 
pered glass door form an attractive entrance. 

The second floor of 2,328 square feet is taken up by 
the office furniture and filing equipment department 





GROUND FLOOR OF MR. FOSTER’S NEW STORE IN MIAMI 


and the entire third floor containing 2,064 square feet 
of floor space is used for stock rooms. 

“Mr. Foster’s Store’ has been in business in Miami 
for the past thirty years and serves a trade territory 
of south Florida. 

The Foster & Reynolds Company with executive 
offices at 30 Rockefeller Plaza, New York City, are the 
owners and operators of ‘Mr. Foster’s Store” and E. B. 
Yeadaker is local manager. 

OR 





ROYAL TYPEWRITERS IN POLICE WORK.—Whenever a radio- 
directed mobile police unit in Cleveland responds to a call, 
a Royal typewriter goes along with it. Each of the city’s four- 
teen fast cars are thus equipped, the Royal portables being 
used to type up reports and history of the case which the police 
machine handles. Besides the typewriter the car also carries 
a camera, photographic equipment and a first-aid kit. 
- *—- + 
WALKER & COMPANY OPENS PHILADELPHIA 
BRANCH 

Walker & Company, New York, distributors of Kerr 
Changepoint fountain pens, has opened a branch in 
Philadelphia at 1524 Chestnut street with John T 
Felini in charge 

The company, of which J. Coleman Walker, formerly 
in the office supply business in St. Louis, is head, 
Specializes on the one line. Other branches are in 
Boston, Buffalo, St. Louis and Toronto. 
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MITTAG & VOLGER, Inc. 
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A Good 
Profit Producer 


NEVA-CLOG J-60 


A Two Purpose Fastening 
Device 


TEMPORARY PERMANENT 
FASTENING FASTENING 


rr a 


NEVA-CLOG now offers a dependable Stapling Plier +! 


jeliver either a temporary (spread) a permar 





USE ONLY GENUINE 


NEVA-CLOG STAPLES 


NEVA-CLOG Staples are specially made 
J-30, J-60, P-50, D-30, D-40, D-40X machines. Made with 
atest care and precision. Guaranteed. 
Other staples will not fit NEVA-CLOG machines 
ause trouble and void your guarantee. Insist 
and Lk f trad nark 


. e s a WRITE 


NEVA-CLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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IN OTHER LANDS SECTION 
(Continued from page 55) 

freedom “Jt all depends on me.” A heartening watch- 
word, for is it not the foundation of all life? The 
varied vicissitudes of life are pre-eminently individual, 
whether for success or defeat. May not this full 
realisation of individual effort be the clarion cry of 
a new age? Our wise men advise us that the mech- 
anised age is passing and the electrical age in its 
birth throes, speed will be of the air and the might 
and glory of the future built up out of a recognition 
of the power of the air. We work and live for the 
promise of that future. The government has made 
plans for the fullest use of manpower—for the services, 
and also for its world trade. 

+ * * 


The recent drastic curtailment in office appliance 
imports is something of a blow for the industry’s 
importers, many of whom were caught with low stocks, 
but not as it might appear a fillup for the British 
manufacturer, the limitation order in home supplies 
in favour of exports materially depreciating the home 
market. The balance being mainly in favour of the 
importer, the future trade outlook being largely based 
on the survival of the fittest, a maintaining of service 
to customers pending the return to normal methods 
of business. To those firms who can maintain such 
service the future is assured. Clients must not be 
allowed to revert to old fashioned, long discarded 
methods of handling the many routine jobs of office 
work. So much effort has been expended in building 
up good-will over the period since the last war and 
so much money spent in educating the business public 
in the use of modern methods that it would be 
calamitous to allow them to dwindle back to post- 
1914 methods. That is the main danger point of 
present difficulties and the firm with the service note 
predominant is the one that is most likely to win 
through. To him that works for the future with an 
eye on the present, survival is assured. Britain is a 
nation of individual businesses, fully appreciating the 
restrictions and difficulties of its suppliers. 


* * * 


In the office appliance industry business mainly 1s 
excellent, numerous are the reports to this effect from 
firms in the industry. The developments in the coun- 
try’s industry are unparalleled in history, the switch 
over from peace time manufacture to the require- 
ments of war time are amazing, plus the quick switch 
over to further new requirements in view of the 
change necessitated by new fields of warfare. Each 
new phase in manufacture reacts to the benefit of 
the office appliance industry. Complete control meth- 
ods of manufacture must be installed—for output, 
raw materials, stock, works progress, costing—need- 
ing new machines, new systems. 

An excellent article on this question of service 
appears in the Summer number of Imperial News— 

“There must be many firms who find themselves in 
the same position as ourselves, unable to meet all the 
demands of normal civil trade owing to war require- 
ments and the operation of restrictions on the supply 
of raw material. In spite of this we are all anxious 
to retain our good name and to continue to remind 
the public of our existence. In order to do this we 
have designed a series of advertisements emphasizing 
the service that we and our agents can give to all 
types of machines already in use. It is really just 
as important that a typewriter should have regular 
attention by a qualified mechanic as it is to take 
one’s car in for occasional inspection. Every piece 
of delicate machinery, however well made, is all the 
better for tuning up in order to get the best out of it.” 


* * * 


This country today is one vast fortress, closely 
guarded by an intense collective hatred of all that 
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During the eclipse of 1868, Sir Nor- 
man Lockyer was using a Spectrograph 
to observe the gases thrown off by the 
Sun. Suddenly, on his screen, appeared 
a pattern never before seen there, dis- 
closing some unknown element. It 
came from Helios, the Sun, so they 
named it Helium. 





DR. PICKUS SAFEGUARDS PARKER POINT 


just as Helium was d 


Scientific improvements—embodied in Parker Pens exclusively 


Contrary to popular opinion, all 
14 K Gold is NOT alike. There’s 
a vast difference —many differ- 
ences. For one thing, brittleness. 
The Parker Gold Points are all 
14 K, extra resilient, non-brittle, 
unlike ordinary points, due to 
special processes under the di- 
rection of Robert Pickus, B. S., 
Ph. D., chief Parker metallurgist, 
formerly of Yale. 

Moreover, in making points, 
precious metals can be easily con- 
taminated by foreign particles, 
even by gases. So today, in the 
hands of Dr. Pickus, the Spec- 
trograph unerringly detects any 
foreign matter in the precious 
metals intended for Parker Pens 
— Gold, Osmiridium, Platinum — 
thus insuring the utter purity of 
those we use 

In numerous other ways, equally 
rare and scientific, Parker now 
vives the world Points unmatched 
by any other pens on earth. For 
example: 


At first, America’s leading re- 


finers of precious metals said to 
us: “We cannot understand why 
our osmiridium is acceptable to 
other pen manufacturers yet un- 
satisfactory to Parker.” 

But Dr. Pickus showed them 
the results of our studies, includ- 
ing photomicrographs magnified 
up to 3,000 times normal size. 
These revealed to the naked eye 


the inner crystalline structures of 


precious metals under varying 
conditions of temperature, stress, 
etc. And our revelations have in- 
spired refiners to revolutionize 
their processes. 

As yet these benefits are avail- 
able in Parker Pens alone, and 
most likely will be for a long time 
to come. For no pen-maker we 
know attempts the scientific stud- 
ies we employ here daily. 

When you stock and recommend 
Parker writing instruments, you are 
doing your customers a favor—mak- 
ing lifelong friends for your store. 


All Parker Points, remember, 


are 14 K Gold. 


The Parker Pen Co., Janesville, Wisconsin 


iscovered on the Sun 











EMPHASIZE THESE FEATURES 


and You'll Sell More 
Higher Priced Pens and Sets 


Parker’s Blue Diamond on Vac- 
umatic Pens from $8.75 up, 
means Guaranteed for Life — 
makes this pen cost less than the 
poorest, based on official Life 
Expectancy Tables of leading 
insurance companies. 


Exclusive “One-Hand” 
Sacless Filler — the 
EASIEST, most con- 
venient of all to operate. 





New non- brittle, resilient Point 
of 14 K Gold, coated with pre- 
cious Platinum and tipped with 
costly improved Osmiridium, so 
hard and dense it takes a“srhooth- 
as-oil” polish, and won’t wear 
scratchy as long as the user lives! 


Smart, streamlined laminated 
Pearl and Jet Permanite bar- 
rel—ring upon ring—a wholly 
exclusive style, with full 


TELEVISION ink supply. 


v 


Room for nearly twice as 
much ink as our old style 
because no rubber ink sac 
or filler bar inside. 
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savours of serfdom and a menace to our island free- 
dom. Air raids are quickly becoming a normal part 
of every day life, absorbed in the routine of existence 
—like as with thunderstorms, few get killed if care 


| 


be taken and use made of the aids for safety that | 


are provided. 
- * a 

In a tragic accident on the night of June 23rd, the 
office appliance industry lost one of its stalwarts and 
early pioneers, and first secretary of the O. A. T. A— 
Flight Lieut. Vincent E. Jackson—who was returning 
to his unit from twenty-four hours leave and met with 
a fatal accident on the railway. Loss upon loss for 
his father—E. B. P. Jackson of K. & J., Ltd—who 
two days earlier had attended the funeral of the 
beloved chairman of K. & J. and his lifetime friend— 
“Mr. Fred” as he was known to all. They who are his 


friends mourn with him. To very few men is it given | 


to have a son of the calibre of Vincent Jackson, kind 
and considerate and ever mindful of the needs of 
others. The industry is saying, “this cannot have 
happened to ‘our Vincent,’ for he was a man of action 
the country could not afford to lose, doing his job 
with his unit with an unexcelled efficiency and 
enthusiasm.” 

The industry is subscribing to a fund in his memory 
to be donated to the London Central Y. M. C. A., in 
whose work he had always taken an especial interest 
and especially in their present day work for the men 
of the services. 

On June 27th he is to be accorded a full military 
funeral with a detachment of Rovers also in attend- 
ance. 

“If we don’t work as hard as our soldiers and sailors 
fight, we’re letting them down.” 

* - * 

The industry is keenly watching the trend of events 
in the U. S. A. and ever grateful of her assistance.— 
SSE 


—f-  — - 


RONEO LTD. SINGAPORE HAS FIRE 
Fire in the office and showrooms of Roneo Ltd., 
3 Malacca street, Singapore, at the end of March, 
resulted in heavy loss of stocks, some of which will be 
difficult if not impossible to replace at the present time. 
Despite extent of the disaster, serious interruption of 
business was short. Within two days the company was 
installed in temporary premises and deliveries made. 
In an announcement of “business as usual,” the 
company pictured the store wreckage and with it 
Roneodex cabinets in which the records of the business 
were preserved undamaged. A costly but convincing 
demonstration of the company’s claims for its cabinets. 


_— 





PORTLAND'S “DOUBLE HONORS” WINNERS.—The Franklin 
High school typing team from Portland, Ore., shown here, won 
double honors when the girls took first place in typing and 
first place in accuracy at the state typing contest held at the 
Oregon State College at Corvalis. In center is Miss Pauline 
McElvain and at right is H. T. Vance, head of the secretarial 
department of the college. The Underwood typewriters in 
foreground are the prizes won by the girls —ATW 
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‘SIMPLE and CONVENIENT! 


DICTAPHONE 


MAKES OFFICE WORK EASIER FOR ALL 





e When you 
want to dictate 
—a note, an 
idea or a letter 
—do it the mod- 
Use 


Dictaphone! 


ern way. 














| Dictaphone is always available. You can speak any- 


thing from a sentence to long reports to this modern 


dictating machine, and it records your voice instantly 


/on a cylinder. 


There’s no need to call a secretary. When you are 
through dictating, she simply removes the cylinder 


from your machine, places it in transcribing machine 


_and listens back to your voice, typing as she listens. 





It’s as simple as that! And while you are busy dictat- 
ing, she is free to do other work for you—filing, tele- 


phoning, interviewing callers. 


Thus, Dictaphone allows you both to get your work 





done smoothly—with less effort and waste motion. 
Why not try Diec- SAN 

taphone at our pe vd 

expense — with 7" ad 

no obligation to K 


Write for {\ 


complete infor- 


you. 











mation today. 





DICTAPHONE CORPORATION 
120 Lexington Avenue, New York, N. Y., U. S. A. 





DICTAPHONE 


Registered Trade-Mark of Dictaphone 
Corporation, Makers of Dictating Machines and Accessories to which said 
Trade Mark is Applied. 


The word DICTAPHONE is the 
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PERRY ENLARGES STORE 

Among the more progressive typewriter dealers of 
the San Francisco area is Arthur J. Perry, who has 
been doing business at 1184 Market street, San Fran- 
cisco, for many years under the trade name of “The 
Typewriter Guy,” Perry and Guy, although Mr. Perry 
has been sole owner of the business for some time. 
With a retail store second to none all these years, Mr. 
Perry is not one to stand still, so recently he called in 
the architects, carpenters, plumbers, painters and dec- 
orators, with the result that he now has a much larger 
sales room, larger work shop and more storage space. 
Rapid growth of Mr. Perry’s business necessitated these 
enlargements and improvements. With completion of 
the remodeling a real house-warming was held and 


? 
Sel your culomen Arthur was greeted by his many fellow typewriter and 


adding machine dealers, representatives of the manu- 


facturers and others. There is no more popular dealer 
on the Pacific coast than Mr. Perry, and his host of 

friends are wishing him continued good health and 
increasing success. 


and their performance wl ir - 
WEDDING S§ 
build YOUR GOOD WILL. SLAVGNTER-VANCE 
For sixteen years Jack Slaughter has acted as sales- 


man and East Bay manager for the H. & M. C. Com- 
pany at 660 Mission street, San Francisco. During that 
time he has enjoyed the status of “the only smart guy” 
present at the gatherings of the Carbon & Ribbon 
Dealers Association of Northern California. But he lost 
that title when he surrendered to Miss Jean W. Vance, 
from Los Angeles, his very attractive assistant, and is 
most pleased to have lost it. They were married at 
Carson City, Nev., on the seventh of June.—SS 
—>-————— 


FOWLER-KNIZEK 
James Leonard Fowler, floor salesman at Mike 
Bryan’s, Office Supplies, Oklahoma City, Okla., and 
Miss LaRose Knizek were married May 25. The cere- 
mony was performed in the home of the Rev. Smith, 
Baptist minister, at El Reno. Mrs. Fowler is connected 


sell ACE. ACE quality— with the Oklahoma Good Roads Corporation.—EVH 
ee oe Soo 


ACE precision, ACE 
all-steel construction is sca tec reece lng ‘ 

. F. Harris, Underwoo io isher Company em- 
unmatched and guaran- ploye at the Macon, Ga., branch, on June 29 was mar- 
tees your customers a ried to Miss Willie Pearl Luebke at Hazen, Ark. The 
Lifetime’ of pe rfect ceremony was performed in the Methodist church and 


: was followed by a reception. The couple will make 
stapling performance. their home in Macon.—ADR. 























“SCOUT $150" 







@ It's good business to 











What stronger pres- 
tige—what greater good 
will could any dealer 
desire than ACE Leader- 
ship, won and established 


: DOC 57'F ORE 


JUDITH GRACE HORR 
The arrival of Judith Grace Horr, born to Mr. and 
Mrs. Cort Horr at Syracuse, N. Y., on July 6, was the 
occasion for the issuing of a clever and original 








and approved by millions CLIPPER $450° announcement. Mr. Horr, who is with the McMillan 
of ACE users. Book Company, used a facsimile of a leather book 
cover upon which was printed the following: Judith 


Grace, by Marian and Cort Horr—Rare first “addi- 





Write for Dealer ACE tion”—issued July 6, 1940—Syracuse, N. Y.—734 pounds. 
a ee STAPLE a 
ee REMOVER ANDREA MARGARET CERRUTI 


sete ols C Making her advent last month, Andrea Margaret 
* EAST OF ROCKIES machine ope erator 60° Cerruti salutes the world, her parents, Mr. and Mrs. 
al Pertanare Andrew Cerruti and her six year old sister, Ann Mary. 
ACE FASTENER CORPORATION May she enjoy old earth and find the world kind 
through all her stay. Thus does “Andy” Cerruti, pub- 
j licity division, Underwood Elliott Fisher Company, 
341 9 N. Ashland Ave. Chicago young but long in service with the company add an- 
a ers 0 . . 
other treasure to his possessions. 
OT Bi Ge Pa eee eee ee ee P 
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MONROE 


There is a Monroe machine for every 





type of business figuring —adding-cal- 
culators, adding-listing, bookkeeping, 
check writing and check signing machines. 


MONROE CALCULATING MACHINE COMPANY, INC. - ORANGE, NEW JERSEY 





HE tempest in a teapot above resulted from a collision between a 

salesman with an incomplete line of engines and a mariner with 
anaemic sales resistance. Let’s be charitable and say that, also, he had 
measured his boat wrong. There’s an important moral to this story: if a 
business house, for the same reasons, should make the same mistake in 
buying figuring machines that didn’t exactly meet the needs of that busi- 
ness, it could result in a serious waste of time and money in producing 
business figures. 


IT CAN’T HAPPEN WITH MONROE 


Monroe has so many models it can fit any condition in any business. 
Take adding-calculators: Monroe has no less than 24 models! From the 
small, hand operated Model L to the great A-1, “master mind” of all 
automatic calculating machines. 

And—Monroe offers practical advice, based on thousands of case 
histories, as to exactly which machine best fits your business. 

In short, only Monroe can give you the machine plus the figuring 
service that fits like a glove. Phone the nearest Monroe branch, or write 
us for literature. 


Lowest priced keyboard add- 
ing-caleulator on the market 
Model L. Multiplies, divides, 





_ 


adds, subtracts. Spot-proof keyboard. 
“Velvet Touch.’ Light weight portability. 
Hand operated ideal for office or home. 


For easing the load of volume figures, 
Monroe Calculator A-! has no equal. 
Completely automatic, with automatic 


short-cut multiplication — a 
new and unique time saver 
in mechanical figuring. 





oo ee 
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progressive dealers through- 
out the good old U.S. A. are 
daily increasing good will with 
established customers, add- 
ing new ones, and strengthen- 
ing their competitive position 
with The Macey Line. 

They know in the long run, 
there is no substitute for 
Macey qualty, that The 
Macey Line is a dealer line 
and a valuable franchise 
which will remain their prop- 
erty in the future in good 
times and bad. 


They know the great scope of 
The Macey Line, it's national 
recognition and_ resulting 
value. These alert, up and 
coming dealers make up the 
Macey family. 

If you are a responsible office 


turniture dealer and are in 
terested—write us. 


MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 
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—=¢ “Pioneers for Fifty Years” 
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VICTOR FACTORY BRANCH OPENED IN 
NEW YORK CITY 

In order to provide a more adequate service and to 
accommodate expanding metropolitan business the 
Victor Adding Machine Company has established a 
factory branch with a new suite of offices at 386 
Fourth avenue, New York City. 

Offices were formally opened on July 1 with a sur- 
prise breakfast attended by salesmen and employes 
of the New York office and by executives from the 














L. P. NAYLOR 


Chicago headquarters office, including A. C. Buehler, 
president, and Marv. S. Bandoli, general sales manager. 

In connection with the opening of the new Victor 
factory branch for the metropolitan area, Mr. Bandoli 
announced several recent important promotions in 
the Victor organization. L. P. Naylor has been ap- 





pointed manager of the New York branch. Mr. Naylor, | 
who has made an excellent record as a Victor district | 


manager, comes to his new duties with an enviable 


record of accomplishment in several important fields. | 


He has served as general sales manager for the 
Arcturus Radio Tube Company and as divisional sales 
manager for Remington Rand, Inc. 

As a part of the general development in the New 
York area, Victor has set up a special “National Ac- 
counts Division” under A. H. Drysdale. 

Mr. Bandoli announced at the same time these other 
important personnel shifts in the Victor organization: 
J. C. Anderson, recently district manager for Victor’s 


southwestern division, succeeds Mr. Naylor as district | 


manager for the southeastern territory with head- 


quarters at Atlanta. M. L. Cowan, recently a district | 


manager with the Nash-Kelvinator Corporation, re- 
turns to Dallas, Tex., his former home, as southwestern 
district manager for Victor, following Mr. Anderson’s 
transfer to the southeast. 

J. W. Thomas, formerly connected with Victor and 
more recently with various Victor dealer organizations, 
rejoins Victor as district manager for the New York 
State area. In this capacity, Mr. Thomas succeeds 
D. W. Powers who has been promoted to the agency 


managership for the Baltimore area with headquarters | 


in that city. 
In connection with these appointments, Mr. Bandoli 

announced that vigorous plans are under way for 

country-wide introduction of further new Victor 

models during the Fall season. 

> — 2 


COLUMBIA PRODUCTS HOLDS OPEN HOUSE 








The Columbia Products Company, Inc., New Orleans, | 
recently held “open house,” celebrating their removal | 


to new and larger quarters in Suite 412 Marine Bank 
building, in the heart of the commercial district. 

Telegraphic and floral tributes evidenced the regard 
of the firm’s well-wishers, while many personally 
attended. 

“For seventeen years,” said Leo M. Ebeling, president, 
“we have exclusively handled the products of the 
Columbia Ribbon & Carbon Manufacturing Company, 
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You can smack 
it around! 





>. wouldn’t take a Canco wastebasket out on 
a golf course. Not exactly. 

But one thing is sure . . . you can smack it 
around! 

For Canco is just about the strongest, longest- 
lasting wastebasket that ever caught a scrap of 
paper. Why? Because it’s made of fortified metal. 


And for looks, a Canco wastebasket is tops. 
Canco wastebaskets come in a variety of litho- 
graphed finishes. You have a wide choice of colors, 
or natural wood-grain designs. 


So it’s no wonder that customers go for Canco 
wastebaskets. No wonder they’re a line you'll 
want to keep well stocked. 


For more details about this line of fast-selling 
wastebaskets, write us today. 


* AMERICAN ~ 
CAN COMPANY 


CITY PARK AVENUE & HAMILTON $ 
TOLEDO, OHIO i 
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Billions 
for 







ni UP GO 
Peerless 
Key 
Sales: 


and the pulse of 


ei 


Billions for tanks, planes and battleships . . . 
prosperity is quickened in every market from Portland to Port- 


land, from Kennebunkport to Key West. 


The rise of commercial activity brings a corresponding de- 


Defense 


| 
| 
| 


mand for PEERLESS RUBBER TYPEWRITER KEYS. With im- | 
portant work to be done the boss is more inclined to indulge 


his Secretary's desire for the set of rubber keys that increase | 


efficiency, reduce mistakes, lessen fatigue—keys which give 
magic eyes to the tuchtype operator's fingers. For Alert Deal- 
ers we have a sure-fire merchandising plan which has produced 
phenomenal results in many cities. You owe it to yourself to 


investigate this plan—fully! To find out about our "trial-a-day" 


plan and our special feature which interests and delights every | 


salesman. If you write today you will have complete data by 


return mail. 


Speaking of Volume Orders. . 


Recently we demonstrated to a number 
of Dealers and Specialists how to ob- 


tain volume ribbon and carbon orders 











you have entré to a large buyer we will 
be happy to show you, too, how to get 
the big desirable profits in this business. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMEKICA—Manufacturers with the dealers’ 
viewpoint 
BRANCHES 
New York City, 321 Broadway Chicago, 19 South Wells St. 
Detroit, 803 American Radiator Building Los Angeles, 827 S. Main St 


heretofore considered beyond reach. If 
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Glen Cove, N. Y. Our start was rather humble, but 
every year has brought us increased business and 
greater opportunities to serve a growing list of loyal 
customers. This is the third time that expansion has 
been necessary, which, of course, means that we have 
moved along with the steady progress of the New 
Orleans trade area. Along with other well-established 
businesses in this great old city, we look with satis- 
faction on both the past and the future.” 
eae 


DALLAS DEPARTMENT STORE WINDOW DISPLAY 
USES OFFICE TYPEWRITERS 

A recent promotion by A. Harris & Company, Dallas, 
Tex., identified as their “Career Girl” campaign, 
utilized a number of different makes of typewriters 
and standardized office equipment, such as files, 
ledgers, etc., to tie in the ready-to-wear styles for 
business women with their business surroundings. 

A series of windows—similar to the one pictured— 
were used in the promotion; each window having a 
number of typewriters, etc., centrally posed in it, with 





“CAREER GIRL” WINDOW WHICH OFFICE EQUIPMENT 
DEALERS IN DALLAS HELPED DRESS 


the models showing the various styles grouped around 
the central display. Several of the windows also con- 
veyed the “business office” atmosphere with telephones 
hanging from regulation telephone cords which were 
fastened to the ceiling of the window to allow the 
instrument to dangle down mid-way to the window 
floor. 

The unusual treatment of the windows was made 
possible by the cooperation of local distributors of 
Remington, Royal, Underwood and Woodstock type- 
writers, who loaned stock machines for the occasion. 
Other office supplies which were used in a number of 
the windows were furnished by Clarke & Courts, Dallas. 
—BART 

— >. 

DIXON PENCIL COMPANY WAR SERVICE POLICY 

The Joseph Dixon Pencil Company, Ltd., has decided 
that any members of their staff leaving for service in 
the armed forces of Canada will be cared for by the 
company from the point of view of their job, their 


| seniority and an equalizing difference between their 


regular salary and their army pay. The resolution 
passed by the parent company in the United States 


' on June 17 was as follows: 


i 


“Resolved: It is the policy of the Joseph Dixon 


Crucible Company and its subsidiaries that no em- 
ploye shall be penalized for service in the armed 
forces of the United States or Canada. This implies 
that no one now obligated to or entering the service 
shall lose his seniority. 

“Tt is also the policy of the company that when 
such employe returns from such service, he shall be 








AUGUST, 1940 


<_ 











WwW. got pretty 


enthusiastic the other day pointing out to a 
group of dealers the distinctive structural 
features of a Steel Age File. 

"Sounds all right'"—one interrupted "but 
why don't we tear one apart and see for 
ourselves." 

"Go ahead''—we countered—''try to 
tear one down." 

If you are one of those fellows who like 
to take things apart to see what makes them 
tick you would have enjoyed that session. 
They pulled—pried—and hammered. They 
tried every way to break down that sturdy 
Steel Age construction—only to agree that 
here was one file that could take it. 

But structural stamina is not the only rea- 
son why Steel Age sales are steadily climb- 
ing. If you are interested and want to know 
more—we shall be glad to supply the com- 


plete details. Wire or write. 
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&, WE SAD ..ccsase 
“GO AHEAD.....THY 
TO TEAR IT DOWN” 


The structural stamina which has won the admiration and praise of critical 
users of "A" grade filing equipment is clearly shown in this phantom view 
of our 6200 line files. No finer expression of high quality steel cabinet 
construction is available today. This line is supplied in two depths—with a 
complete selection of models and inserts—in two, three, four and five drawer 
Styles. For additional information consult your “STEEL AGE" catalog—or ask 
for your copy of our new 6200 line folder C-30. 





CORRY-JAMESTOWN MIG. CORP. 335g. CORRY, PENNA, 
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ELECTED! 


THE POPULAR LEADER 


by unanimous acclaim of 
dealers and users alike 





“MASTER GRADE” 


UNDERWOOD S 


are the odds-on favorite of all good dealers who 
know the thrill of selling quality products—who 
know the satisfaction of selling good customers 
years of dependable, trouble free typewriter per- 
formance—and who know real profit comes from 
selling the world’s finest rebuilt. Concentrate every- 
day selling the user's choice. 


THE WHOLESALE TYPEWRITER CO. 
155 SIXTH AVENUE —- NEW YORK, N. Y. 
CABLE SALETYPE 
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reinstated in his former employment or its equivalent. 

“In the case of Reserve or National Guard officers 
now in the employ of the company, the policy will 
be that they will be granted ‘leave of absence’ for any 
services rendered under competent orders, and that 
the Joseph Dixon Crucible Company, or its subsidiaries, 
will add to the pay received for such services an 
amount to equalize the salary or wages now received 
to an amount equal to the present income of such an 
officer. 

In the case of enlisted men in the National Guard 
now in service, they will be granted ‘indefinite leave 
of absence’ for such services and like equalization 
will be made. 

“In the case of men hereafter called to service, two 
weeks separation pay at present rates will be granted.” 
—WAM 
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THE HOTCHKISS “ZEPHYR” STAPLER CAN TAKE IT!—That 
much was assured recently when an unusual experiment was 
undertaken by the Hotchkiss Sales Company. Two Zephyrs, 
listed as the Model 101A were placed on the ground and an 
automobile, weighing nearly 3500 pounds was driven over 
them. In addition the front wheels of the car were kept upon 
the staplers for the purpose of taking photographs but still the 
two machines functioned perfectly after the test, according to 
William Corbett, sales manager for Hotchkiss. The pictures 
above are self explanatory. 





a te 


JAMES TO HEAD YOUNGSTOWN ROTARY 

Fred W. James, president of the James-Weaver, Inc., 
Youngstown, O., has been elected president of the local 
Rotary Club, to take office July 1. He is a native 
Youngstowner, graduating from South High school in 
1913. 

Out of high school, he went to work for William 
Tod and Company, making shells. Then he went to The 


General Fireproofing Company. When war was de- 


clared he enlisted, serving for eighteen months in the 
332nd infantry, coming out a second lieutenant to re- 
turn to General Fireproofing. 

In 1924, with Ted Bray, he organized his present 
business and in 1926 joined Rotary with Mr. Bray as 
his sponsor. He became a director in 1927, secretary a 











year later, and vice-president last year. As a delegate | 


he went to the district and national conventions. His 
other civic activities include membership on the execu- 


tive board of the Community Corporation, vice-presi- | 


dent of the Youngstown Credit Men’s Association, 
membership on the board of the South Side Merchants’ 


and Civic Association, and in Youngstown Club. One | 
of his main interests is the Rotary home for con- | 


valescent crippled children—AK 
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EXCLUSIVELY 
A RETAIL 
HEALERS 
LINE OF 
FILING 
SUPPLIES 
WITH A 
REPUTATION 
Fun 
WUALITY 


We extend a hearty invitation to 

Dealers in Office Furniture and 

Supplies to write for full informa- 
tion, Price Book and Terms 





The Wabash Cabinet Co. 


WABASH, INDIANA 
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Hance 
SNAP-A-PARTS 
Modern Multiple Copy 
Business Forms 





M Kawenstenm tc 





A HANO FIVE PART LITHOGRAPHED SNAP-A-PART 
Lithographed for beauty and designed to make 
an advertising medium of your invoices, pur- 
chase orders and all multiple copy forms, HANO 
Snap-a-parts represent today’s fastest and most 
accurate method of producing multiple copies. 
Made in either continuous or individual sets. 
Every HANO form is manufactured to fit your 
own needs, to couple performance and utility 
with beauty - - - - at no extra cost to you. 


HAane Lithegraphed 


Autographic Register Forms 
Continuous and Manifolding Forms 
Individual and Continuous Snap-a-part Sets 
Continuous Interleaved Carbon Forms 
e 


Autographic Desk and Portable Registers 


Hano Carbon Packet (Typewriter Attachment) 
Hanohandi Manifold Book 


DEALERS! Are you using our exclusive 
design and quotation service? 


TERRITORIES OPEN! 
IN SOUTHERN, SOUTH- 
WESTERN, WESTERN 
AND MIDWESTERN 
STATES 











PHILIP HANG COMPANY 


INCORPORATED 
HOLVOKE ,-MASS. 
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I. B. M., OF CANADA, HOST TO FAMILIES OF 
BRITISH COLLEAGUES 
Forty-seven British children, mothers and guardians 
arrived in Toronto, Friday, July 5, as war guests of the 
International Business Machines Corporation, Ltd., of 
Canada. Through the offer of Thomas J. Watson, 
president of the International Business Machines Cor- 


| poration of New York, a group, consisting of twenty- 


| eight children and wives of the representatives of the 


International Time Recording Company, of Great 





BRITISH CHILDREN AND GUARDIANS AS THEY ARRIVED 
IN CANADA 


Britain, a subsidiary of the American firm, have be- 
come the guests of the International Business Ma- 
chines Corporation, Ltd., of Canada, for the duration 
of the war. 

The party was met at the seaport and accompanied 
to Toronto by G. H. Shepherd, a representative of the 
company at Montreal. On their arrival at Toronto the 
children and their mothers were met and given homes 
by employes of the firm in Toronto. 

A second party of nineteen children, mothers and 
guardians was rushed from the station and housed in 
two furnished residences. Here the mothers will keep 
house for their children, and the children of the party 
whose mothers had to remain in England.—_WAM. 


=< 


GREAT LAKES TRAVELERS CLUB 


The Wis-Ill Club, composed of travelers covering 
Illinois, Wisconsin and Michigan, has dropped this 
designation and has now officially become the Great 
Lakes Travelers Club. 

This action was taken at the club’s monthly busi- 
ness meeting held in the Brevoort hotel, Chicago, on 
June 28 with an attendance of twenty-two. President 
Charles Mueller called upon Secretary Tom Géillice to 
read the result of a ballot taken among the members 
relative to the change of name. Mr. Gillice then an- 
nounced that the ballot showed eighty-three for, and 
twenty-three against the change, which was then 


passed upon a motion. 
a . . 


An unusually large attendance at the Great Lakes 
Travelers Club July 12 included several welcome vis- 


| itors. One was Herbert Walsh, last year’s president of 
| the club, then known as Wil-IIl Club, and now travel- 
ing an eastern territory for Ace Fastener Corporation. 


Another was Harold Atwood, a former member and 
now a manufacturers’ representative in New York. 
A third was Bill Durchslag of Stevens Maloney & Com- 
pany, who is back on the job after a serious accident 
in which he broke both arms. 

* + ” 

The annual picnic and outing of the club is set for 
August 25 and will be held at the Cedar Crest golf 
course, near Antioch, Il., the scene of last year’s out- 
ing. The picnic committee is composed of Hy Linden, 
Ace Fastener Corporation; Ed. Rohrs, Eaton Paper 


Corporation; Gordon Kickels, The Globe-Wernicke Co.; 
| Len Rose, National Blank Book Company; Ray Eichen- 
laub, Service Steel Products Corporation, and Tom 
Gillice, Rockwell-Barnes Company. 
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ERTAIN _prod- 
ucts have what 

it takes to catch 
the public’s eye . . . and pocketbooks. In office equip- 
ment, the A-S-E Aurora line provides the advantages 
that mark sure sales winners! 28 years experience have 
developed craftsmanship, construction features and 


selling A-S-E Aurora office equipment, the line with 
SALES MOMENTUM. Find out about these amaz- 
ing profit opportunities yourself. See the customer- 
convincing features . . . understand the improved 
construction . . . know the extra values that buyers 
quickly recognize . . . and you'll see how your profit 
curve can be pointed upward, too. Be sure to get all 





highest quality in every detail. That’s how many deal- 
ers are keeping their profit curves climbing—they’re 


A-S-E AURORA OFFICE EQUIPMENT POINTS THE WAY TO PROFITS 
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It’s easier to sell office equipment 
with 58 sales-producing features 
working for you. That’s what you 
get A-S-E Balanced Design 
Files. There are four full lines 
—each one a sales leader in its 


in 


* 


Here’s the product which dealers 
are calling their best sales oppor- 
tunity of the Practically 
every business organization in your 
locality needs D-S Files for stor- 
ing permanent and inactive records 


and safely. A-S-E 


year. 


economically 


A-S-E Storage and Wardrobe Cab- 
inets are best sellers the year 
around. With 57 models in two 
complete A-S-E lines, there is a 
size and arrangement for virtually 
every need—a price to meet every 


the facts today—there is no obligation. 


own right—each one including a 
wide range of types, sizes, arrange- 
ments and prices which enables 
you to meet the requirements of 


all your customers. 


Dead Storage Files are made in 
sizes to fit any form. They have 
an improved stacking device which 
permits stacking as high as the 
ceiling with perfect safety, thus 


eS CCT Cee Sas 
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saving valuable floor space. 


budget. You can sell the Master 
line to those who demand De Luxe 
cabinets—and the Popular line to 
the others who insist on maximum 


value at lowest possible cost. 


AURORA 4 st tt 
DESKS 
There are amazing opportunities new Diplomat line follows the 
for profits in A-S-E Aurora Desks modern design trend. The Stand- 
and Tables. There are two full ard line meets the requirements 





lines built in all popular sizes—the 


for conventional design. 


The Coupon Below Is Your First Step on These New Roads to Profits— 


Mail It Today! 


ALL-STEEL-EQUIP 


607 JOHN STREET 


COMPANY, INC. 


AURORA, ILLINOIS 


All-Steel-Equip Company, Inc. 
608 John St., Aurora, Il. 

Mail complete information about 
( ) A-S-E Aurora Files ( 

( ) DS Files ( 


) Steel Cabinet 
) Desks and Tables 


Name 
Address 
a 
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Model ‘‘ST”’ 


Tabulating Model ‘‘C”’ 
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FACTORY AND EXECUTIVE OFFICES AT SAN LEANDRO, CALIFORNIA. U.S.A 
SALES AND SERVICE FHROUGHOUT THE WORLD 
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“A COUNTRY STATIONER VISITS THE FACTORY” 
By Frank H. Binney 


One of the highlights of a cross country trip by a 
West Coast stationer is the opportunity to visit his 
sources of supply, see the plants where the goods he 
works with are produced, and meet face to face the 
people who otherwise are just signatures on routine 
correspondence. 


Such was our visit to the plant of The Shaw-Walker | 


Company in Muskegon during late June, a trip that 
involved perhaps an extra thousand miles of driving, 
but which proved to be well worth the effort and time. 

Shaw-Walker’s plant is an impressive one—manu- 
facturing many thousand office equipment items for 








ey 


“COUNTRY” STATIONER PAUSES FOR PHOTOGRAPHIC 

PROOF OF JAUNT TO SHAW-WALKER PLANT.—Frank H. 

Binney, of Stockwell & Binney, San Bernardino, Calif., pauses 

en route for the above picture. (R to L) Mr. Binney, Mrs. Binney, 
Frank, Jr., and Ted. 


distribution by a nation-wide organization—and a trip 
through it is a rich opportunity for the small town 
dealer to see files, desks, safes and other items in their 
various phases of construction. 

And what material offers itself to be incorporated in 
our sales talk when we return home! A difficult piece 
of welding, the care with which an important opera- 
tion is completed, the problem of cleansing steel before 
enamelling, the number of operations to accomplish 
cadmium plating, difficulties encountered in curing the 
insulation of fire protected products, the assembly line 
which brings desk tops and pedestals together; all of 
these can be woven into a colorful sales talk to give 
the prospect a graphic picture of the product and the 
company behind it. 

Now we can tell about how well the drawers of File 
No. 1, built some twenty-five years ago, still operate 
and exhibit some of the ball bearings used in Shaw- 
Walker’s justly famous suspension which we took 
direct from the production line as they were being 
installed. 

There’s quite a little romance to be woven into such 
a story, too. We passed the small building which 
housed the company at its inception on our way to 
the present plant and then met L. C. Walker, one of 
the founders, and still extremely active in the manage- 
ment of the company. Here’s inspiration for the small 
business in any line. 

Just as important, too, are the impressions carried 
away of the company’s executive personnel, policies, 
creative ability and attitude toward their job in the 
industry. We came away from Muskegon thoroughly 
impressed with the fact that Messrs. Walker, Mac- 
Gowan, Shields, Gillette, Arnold, Kuenzie, Garrett, 
et al., made up a fine team, doing a fine job in the in- 
dustry as well as for their own particular organization. 

Note.—“Country Stationer,” indeed. Mr. Binney is of 
Stockwell & Binney, in the flourishing commercial and 
agricultural city of San Bernardino in Southern Cali- 
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FINER, CLEANER, 


FASTER WORK 
with 
CEN-TR-KOTED 
CARBON PAPER 


ONE-HALF INCH LONGER THAN 
ORDINARY KINDS! 


Cen-Tr-Koted snaps out easier—there- 
by saving time and money! Measures 
8!/, inches wide by 13!/, inches long 

. instead of the ordinary 8!/, by 13! 


DOESN'T CURL .. . . LASTS LONGER! 


Cen-Tr-Koted is uncoated along the 
edges. This feature assures cleaner 
carbon copies free from smudgy “‘tree- 
ing’! 
MADE WITH SPECIAL-FORMULA INK! 

Cen-Tr-Koted makes permanent copies 

and more of them. Rigidly in- 
spected at factory for absolute uni- 





© 
Send for our helpful booklet “Carbon Paper Facts.” 
It will be sent to you free on request and will give 
you many informative facts on Carbon Paper. 














An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. FRANCIS O’CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 
| Los Angeles Denver 


i 
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UHL ste 


“Little Dandy” "2203." 


have built up a considerable army of 
satisfied customers in the past 29 years, 
and the list is constantly increasing. 


Conservative business men do not 
buy trashy imitations. 

Wise dealers sell the UHL Steel 
“Little Dandy” Typewriter Stands. 






Selected 


material 


Carefully 
manufac- 
tured 


Beautiful, 
durable 
finish 





ne 


Modestly 
priced. 





No. 671-LS 


Made in two sizes. 
No. 671 with 14” x 
17144” top. No. 
7800 with 17” x 
24” top. 


Without shelves 
or with left, right 
or both shelves. 
All can be supplied 
with foot-locking 
device as shown at 

Showing “Little Dandy’’ stand left 
equipped with left drop leaf, also Rais- . 
ing and Lowering Device which, by a 
half turn of a lever, transfers the 


weight from casters to solid, tipped 
feet and vice versa. 





No. 671-LSX 


Ask for Catalog 


The Toledo Metal Furniture Co. 


1700 HASTINGS STREET TOLEDO, OHIO 
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fornia. The swing North was part of the vacation trip 
of the Binney family which was fully described as a 
Guest Book item in the July issue. 





TELLING “ALL ABOUT IT!I”—This London (England) “news- 
boy” is broadcasting the fact that the Royal typewriter has for 
the fifth time won the National Typewriting Championship con- 
test sponsored by the News Chronicle in London. Fifteen thou- 
sand contestants were reduced to fifty by elimination and of 
these twenty-one used Royals, five winning places out of a 
possible seven. Of the four winners in the senior division, first, 
second and fourth place went to Royal as did first and third 
place winners in the junior division. There were eight makes 
of typewriters represented in the contest. 


——_—- o-oo 


SHIPMAN-WARD FOREIGN SALES INCREASE 

A recent statement issued by officials of the Ship- 
man-Ward Manufacturing Company, Chicago, dis- 
closes their foreign sales for the first four months of 
1940 exceed those of the entire year of 1939. An im- 
pressive achievement in view of conditions abroad. 

The export department of the company was organ- 
ized last year and Erwin Furst appointed to its man- 
agement. At the present time, the report stated, Ship- 





ERWIN FURST 

man-Ward products are being sold in Many countries 
with special emphasis laid on the firm’s lines of Super- 
fine platens and DeLuxe rebuilt typewriters. These 
sales abroad, it was said, are given added stimulus 
by the fact that with the creation of a new adding 
and calculating machine department the Shipman- 
Ward general and illustrated parts and supplies cata- 
logues now offer the foreign dealer an opportunity to 
buy the several types of office machines from one 
source. 
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-NOTES, DRAFTS, CHECKS 
ano RECEIPT 


~ (62 





THE 
“CLIPPER” 
LINE 





Va c Receivep r THE 

N Dur = {'STREAMLINE” 
A STANDARD threo ere ren ee we LINE 

BOORUM & PEASE PRODUCT | : . B 





























THE 
jt | ’ “GOLDEN GATE” 
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A YOUNG ORGANIZATION WITH 
NEARLY A CENTURY OF EXPERIENCE i 
The smart, modern design of these books of 


Standard Boorum & Pease Notes, Drafts, Checks 
and Receipts adds eye appeal to sales appeal. 
They sell on sight! Styles and types for every 
requirement of merchants, brokers, real estate 

















a nole Lo arder 


— 
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agents, etc., are included in these three lines. 


The “Clipper” line is lithographed on Safety 
Paper, bound in black leatherette. The “Stream- 
line” line is on good bond paper bound in black 
leatherette. The “Golden Gate” line is on fine 
bond paper, with black leatherette covers. All 


entries. Duplicating and trip- ‘ , 
ae Kazi 4 three lines have stiff covers and cloth backs. For 
licating forms in popular sizes. Round in heavy 








MANIFOLD 
ORDER BOOKS 


Designed for quick, accurate 





complete descriptions and prices, see pages 60, 
Manifold forms include Correspondence Note and 61 and 61-A, Standard B&P Blank Book Cat- 


Letterheads, Money Receipts, Remittance Blanks, alog No. 49. 
Bill Heads, Weighers’ Scale Books, Package Re- 


ceipts, Merchandise Order Blanks, and Uniform BOORUM & DE OGSE COMPANY 


Bill of Lading. For complete Standard B & P Man- 
ifold line, consult Catalog No. 49. 


green pressboard, with green cloth back. Other 


General Offices: 84 Hudson Ave., Brooklyn, N. Y. 





BOSTON ST. LOUIS CHICAGO 
29 Otis Street 115 S. 8th Street 538 S. Wells Street 





VISIT OUR NEW YORK DISPLAY ROOMS AT 349 BROADWAY 
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INDUSTRIAL EXPANSION... 


GET YOUR SHARE PASSWORD OF A _ “PREPAREDNESS-MINDED” NATION 


of this “Expansion Market” 
with Imperial’s 100-M Series 
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e Minimum 
Prices 


e Sturdy 
Construction 


e Moulded 
Tops 


No. 161-M Flat Top Desk 
60” x 32” x 30!/,” high 


e Rounded 


Corners 
J 


Uncle Sam is urging essential indus- 
tries to expand speedily—to produce 
And with 
this expansion will come added de- For the Imperial line offers maximum 


Imperial’'s 100-M Series will be a popular 











needed defense materials. 


series with businesses that are suddenly 


called upon to expand. It offers low-priced al : : 
mands for office equipment. Many desks values in a wide selection of styles. 


desks as soundly constructed as the finest will be needed—quickly and at a mini- Find out how Imperial values mean 
office furniture. These desks will deliver mum of expense. Imperial dealers will more profits for you! Write today for 
be the first to cash in on this demand. information on this fast-selling line. 


outstanding service in the toughest spots. 





IMPERIAL DESK CO.-¢ evansvuae wo1ana 


















Styleotype ... STENCILS . .. Red Feather 
WRITE FOR DEALER OFFER AND CATALOG NO. 41, TODAY 

Distributors of “Styleotype” and “Red The Red Feather Stencil is a commercial, 
Feather” Stencils enjoy certain very definite competitive product that is giving entirely 
advantages—in quality, in price and in pack- satisfactory service under all conditions and 
aging. Red Feather products create their own — in all climates. Its low unit cost places the 
repeat demand. dealer in a position to meet all competition, 


Styleotype brand is packed in a new type, and to bid on private or government con- 
attractive, slip-sleeve, end-opening box, par- tracts of any size. 


affin coated on inside. This preserves con- YOUR TERRITORY MAY BE OPEN— 


send for details and catalog today. 


RED FEATHER PRODUCTS MAKE A GOOD IMPRESSION 


RED FEATHER PRODUCTS LTD. 


Manufacturers and Distributors, 431 BUSH ST. 
Wholesale only. SAN FRANCISCO, CAL. 


tents indefinitely. 
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BAINES APPOINTED TO DEFENSE BOARD 


E. R. Baines, vice-president and controller of the | 


Underwood Elliott Fisher Company, New York City, has 


been appointed to the Defense Advisory Commission, | 


and has accepted the responsibility as a patriotic 
duty. His appointment was announced by Leon Hen- 
derson, member of the commission in charge of indus- 
trial price stabilization problems. 

When called upon for service, Mr. Baines will be 
asked to advise on problems related to prices as they 
are affected by taxation, cost requirements, amortiza- 


tion and depreciation policies as well as methods of | 


financing increased plant and facility purchases. 


—>e——_— 





NEW HOME OF THE S. G. ADAMS COMPANY.—This seven- 
story building will house the S. G. Adams Company. St. Louis, 
Mo., shortly after the first of next year. At present an un- 
usually large remodeling and redecorating program is being 
planned to make the structure suitable for the Adams organiza- 
tion. The building was fully described in the July issue. 


*—- 
“WE JAPANESE” 

To the graciousness of Takashi Karima & Company, 
Tokyo, we are indebted for a copy of the two hundred 
page 834 by 614 book “We Japanese,” in which is de- 
scribed and in many cases pictured many of the cus- 
toms, manners, ceremonies, festivals, arts and crafts 
of the people of Japan. The book is printed on thin 
folded sheets, silk stitched in silk, flexible covers and 
contained in stiff board cotton cloth covered case. 

Contents of the book were taken from many sources 
by H. S. K. Yamaguchi, long managing director of 
Fujiya Hotel, Ltd. and for him compiled by Frederic 
DeGaris. Many years ago Mr. Yamaguchi conceived 
the idea of printing certain facts about Japan on the 
back of the hotel menu cards for the interest of patrons 
from other countries. So favorably was the idea re- 
ceived, and so many were the requests from the in- 
creasing number of cards in the series that it became 
necessary to put the material in book form, from which 
it was developed to its present volume. 

The subjects and presentation afford a delightful 






BUSINESS DISCOVERS 
A NEW PENCIL— 








Immediately popular because it 


e Always has a sharp point 
e Writes fast — comfortably — 
neatly 


e Transparent barrel 
(blue, green, red or amber) 


e Eraser—Gold plated trim 
e 514" long—6 extra 2” “Hairline” 
leads — and a WEAREVER 
VALUE PRICE—15c. 
FOR YOURSELF 
FOR YOUR FIRM 
FOR PREMIUMS 


EXTRA-THIN LEADS 
In colorful Plastic Tubes—5Sc. 
Write a very fine, clean line. 
Made for Wearever “Hairline” 
Pencils. 





FIND OUT NOW ... 
about the complete WEAREVER 


line of fountain pens and mechan- 
ical pencils for personal, business 
or premium needs. 


10¢ to $1.50 











Use coupon below to get full details. 


Reg. U. S. Pat. On 





DAVID KAHN, Inc., North Bergen, N. J. 
Please send full information and cat- 
alog on Wearever Pens and Pencils. 


NAME TP Pr aS 
FIRM. a #b be nods’ hse Ree 
{DDRESS. vere 0 iaidcalw'e 3 o.0 aS0-bo baa ae 





OUR WHOLESALER, FS. onc cc astiviveveveteaknigunaaen 
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impression of the “land of the cherry blossom.” The 
subjects are presented under thirteen categories—Na- 


| tional—Historical and Legendary—Artistic and Poetical 


nnouncement 
is made by the 


—Characteristics and Superstitions—Customs—Fes- 
tivals—Religious—Drama, Dance and Shakespeare— 
Sports and Games—Flowers—Names of Years—Fine 
Arts, Porcelains, Products and Industries—and Sundry. 
To which is added “Here and There;” “Oddities in 
Japan” and “Japanese Proverbs.” 

Pages on “Topsy Turvy” describe the Japanese way 
of doing many things done topsy turvy by foreigners, 
instead of “in the natural way.” Pages on “Oddities in 


| Japan”—‘Believe It or Not’”—cover a wide range. Many 


Office 


Equipment 
Association 


of Philadelphia 
of its | 


BUSINESS 
SHOW 


to be held October 8-9-10-11, 1940 | 





A complete floor of the 
GIMBEL OFFICE BUILDING to be | 
devoted to an exhibit of the latest | 
office devices and methods by the 
leading manufacturers of the Office 


Appliance Industry. 


For space reservations and other information address: 


PHILADELPHIA BUSINESS SHOW 
H. Edward Stivers, Sec'y 
No. 901 Hardt Bldg., 
Philadelphia, Pa. 





Japanese proverbs are the same in essence as the 
proverbs of the West. Example: “Too many accom- 
plishments’—“Jack of all trades, master of none” and 
“Single effort—double gain”—‘“Kill two birds with one 
stone.” 

Reading the pages of “We Japanese” gives one the 
feeling of friendly acquaintance with the Japanese 
people. 


o—= ee 





TWO NEW UEF DISPLAYS FOR DEALER USE.—The Under- 

| wood Elliott Fisher Company has recently announced two 

| new window and counter displays designed to aid the dealer 

feature the Underwood portable in his store. Both displays, 

illustrated above, use an actual Underwood portable in con- 
nection with their showing. 





Oo 2 

PIONEERS OF STATIONERY FIELD IN SPOKANE 

“Pioneers among the pioneers” of the new Pacific 
Northwest, still a young and vigorous section of the 
United States, are members of the firm of Shaw & 
Borden Company, celebrating this year of 1940 their 
fiftieth anniversary in business in Spokane, Wash., the 
hub of an expanding inland empire of eastern Wash- 
ington and western Idaho. 

The half century or golden jubilee of its establish- 
ment in Spokane is being feted by the firm’s officials 
and employes as the year unfolds and business is 
pushed to the fore. Established in the year 1890 by 
John H. Shaw and Joseph A. Borden, both former 
employes of the big government printing office who 
saw in this youthful northwest field and its covered 
wagon families a sure future, the firm of Shaw & 
Borden has carved a name for itself in the stationery 
field of the sector. 

Besides a large city clientele, drop in and office 
trade, Shaw & Borden serves well into the corners of 
the Inland Empire by means of genial traveling sales- 
men representing this half-century old house. W. M. 
Burns is president of the stationery and printing com- 
pany, while W. J. Ortel is vice-president, and Ralph B. 
Ortel, treasurer. 

The first plant of the young government printing 
office employes, whose names are still borne by the 
company, was located in two modest-size rooms in the 
Heath building on Riverside. Although the firm has 
moved three times during its five decades of service, 
it has never moved from Riverside and this major 
artery of trade. 

In the year 1911 the firm purchased the property 








EERE? SM 


SRILA NS STL T 


ONES ERE 


AR ROINT 


FRE PRE Oe TT 


Fer pO NTR ene <4 oe 


ree 














To help YOU 




















“ST. DAVID'S LIGHTHOUSE, BERMUDA.”’ ONE OF A SERIES OF ISLAND PEN-AND-INK DRAWINGS CHAS. M. HIGGINS & CO., INC. 
BY WALTER B. GEOGHEGAN, EXECUTED WITH HIGGINS INK 
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d Offices of National Battery Company 
INSTALLED BY 


McClain & Hedman Company, St. Paul 





Again the choice was for 
Leopold Streamline Desks 
> Built well by Craftsmen 
' at Burlington « in lowa 










increase your sales of HIGGINS American Drawing Inks 


effective selling messages such as this advertisement appear regularly in Pencil Points, Professional 
Art Magazine, School Arts, American Artist, Industrial Arts, Scholastic and The Artist, plus 
specialized advertising in the student engineering papers of 40 leading universities from coast 


to coast. For 60 years architects, artists, engineers and draftsmen have insisted om Higgins. 


Keep up your stocks — place your order today, or write us for name of nearest distributor. 





HIGGINS — the ink that 
suits your style and technique 


Uniformity, free flow, true color, are the attributes 
an artist wants in ink. Higgins American Drawing 
Inks have these qualities to the highest degree —and 
for more than 50 years artists, architects and en- 
gineers have found them equally suitable for both 
pen and brush. For Higgins Inks adapt themselves 
to the finest line, the most delicate shading, as well 
as the bold, broad stroke. Pride of craftsmanship 
requires the best materials. 
Demand Higgins and be cone 
fident no better drawing inks 


are made. 


HIGGS ¢& 





Higgins 
271 NINTH STREET, BROOKLYN, NEW YORK 
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THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 














C L E A ~w G kk j Pp CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
Tailor’s Marking 
Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE Fisher Machines —— 
TO CURL make it the carbon paper preferred by busy Clean Pull Billing Rolls for f 
. Cetese Burroughs Posting American 
" Riectsiel aedibines sihthe deskehl : ae Reliance 
Cleangrip combines a } the desira re features of goot pe ven Register Rolls 
carbon papers plus the highly important special features Tally Rolls Ribbons for Address- 
possessed by no others. Reliance CPihctens Casdential ograph-Multigraph 
It is profitable to the dealer as it brings new business Carbons in all olls Speedaumat 
and holds it against competition. weights and | Rolls for Elliott- _ é 
DEALERS: Don’t overlook this business getter. Write Seliiiins Addressing Machines | Dupligraph, etc., ete. 
for samples and prices. Special Rolls 














H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 


561 GRAND AVE. 












presto! . 


sales, 


ords as well! 


CASH DRAWER 


boosts your sales. . 


Mail Coupon for Full Information 


Ca m= 8 Ef 


AKE any make of adding machine. Place 
it on an Indiana Cash Drawer, 
. you have a cash regis- 
ter that stands guard not only over 
money, but over confidential rec- 
Priced for volume 
the Indiana Cash Drawer 
packs a powerful appeal for retail- 
ers in every line of business. If 


and 





Check make 
of addin 
saaiiee bebdled 


! ) R. C. Allen 

[) Allen Wales 

> Barrett 

tC ie 

[} Corona 

[-) Monarch 

r) Remington Rand 
[) Sundstrand 

[_] Victor 








INDIANA CASH DRAWER COMPANY 
SHELBYVILLE, INDIANA 


Please send full information, prices, etc., 
with an adding machine. 


Name 


Address 


City 


State 


on cash drawers for use 







mm A 8 CU 


youre not capitalizing on this business- 
building item, find out NOW how you can 
sell one Indiana Cash Drawer for 
every three adding machines of 
The Indiana Cash 
Drawer-Adding Machine Combina- 
tion is instantly assembled . . 
perfect answer to a widespread 
need among YOUR customers! 














any make! 





O N 


because it answers a 


ADDING MACHINE 









NEED! 








. the 











The “Open-Close”™ 
lever instantly 
changes adding 
machine to cash 
register or vice 
versa! 
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which it now occupies at 325-27 Riverside, running 


through to 326-28 Sprague. Within the plant the floor | 


space of 54,000 square feet has been thoroughly seeded 
to a host of diversified departments. 

Among the eight divisions of Shaw & Borden as at 
present constituted are such operations and stocks as 
those pertaining to blank book manufacturing, print- 
ing, commercial stationery, steel and copper plate en- 
graving, office furniture and filing equipment, type- 
writers and business machines, photographic supplies, 


engineers’ and architects’ supplies —CML 
poeins atoms 





HIGGINS’ DISPLAY AT WORLD'S FAIR.—Charles M. Higgins 
& Company, Inc., Brooklyn, N. Y., is maintaining the above 
display of its products in the New York World's Fair Commu- 
nications building. It appears among the Displa-Mor group 
of animated displays which are constructed to move at inter- 
vals to catch attention of passersby. A major feature of the 
display, which stresses the Higgins’ drawing ink line, is a set 
of beautiful examples done with Higgins’ American drawing 


ink. 
—_———_—= > —__ 
CONTEST HELD ON WELDON ROBERTS CATALOGUE 
COVER 


For the cover design of a new stationery trade 
catalogue which they are now preparing, the Weldon 
Roberts Rubber Company, makers of Weldon Roberts 
erasers, sponsored a contest among schools and art 
students all over the country. Substantial cash awards 
were offered as first, second and third prizes and, in 
addition, honorable mention awards of $5.00 each. 

Art teachers in every high school of modest size and 
up were advised of the contest by a specially planned 
mailing piece of an inspirational nature, to be passed 
along to the students. Art and architectural schools 
were also contacted, and the company’s advertising in 
educational publications carried the contest details. 

Three outstanding authorities on art, William Whelan, 
art editor of the “Scholastic”; Kenneth Reid, editor of 
“Pencil Points,” and William Longyear, supervisor of 
department of advertising design, Pratt Institute, 
served as judges of the art specimens. Semi-final 
“eliminations” reduced the number of drawings for 
final selection to approximately 100. The winning 
designs were selected at a luncheon given by Weldon 
Roberts. The prize winners were: first prize—Ernest 
Di Bartolo, Buffalo, N. Y.; second prize—Clarence L. 
Price, Indianapolis, Ind.; third prize—John B. W. King, 
Buffalo, N. Y. 


(eile 
MURRAY VARAT COMPANY MOVES 
Because a steadily increasing business and a conse- 
quent need for a bigger stock showing necessitated 
larger quarters than the establishment at 27 South 
Market street, Chicago, the Murray Varat Company, 
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“Happens All The Time! 


One Ciopotnt Item 


Sells Another!” 


HE MEANT TO BUY 








ONE (TEM BUT AN AUTO- 

POINT DISPLAY AND A 

GOOD SUGGESTION SOLD 
Him Two! 









HOW TO ADAPT 
“RELATED-ITEM” SELLING 
TO STATIONERY BUSINESS 


Of course you’d like an idea that, 
time after time, makes a customer 
who comes in for one item buy a 
second —to give you an extra profit. 
That’s why you’ll like AUTO- 
POINT’S “related-item”’ selling 
and display plan. Autopoint offers 
you a quality line of writing and 
desk items——items which, properly 
displayed, make shoppers say: ‘‘I 
need that’’—-and buy! Adapt that 
profitable ‘“‘related-item”’ selling, 
used by the most successful mer- 
chandisers, to your business. Auto- 
point’s line and Autopoint’s related- 
item display ideas make it easy. 
Write for catalog and this “‘added- 
sales’ plan. 





Try It 
withThese 
Numbers! 
No.148-G 
Autopoint 
Pencil right) 

for Real 
Thin lead. 
Oversize deluxe, & 
choice of colors, 
beautiful gold- 
filled trim. A 
“natural” at $1. 





No. 153Calendar Memo 
Case and No. 155 Giant 
Memo Case. Combine 


neatness of writing 
pads with case of loose 
sheets. No. 153 takes 7 


3°x5” sheets; has per 

petual calendar at toy 

sells $1.50. No. 15 

takes 4°x6" sheets; sells 
$1.00. Beautiful Bake- 
lite molded. 


THE 4 BETTER PENCHi 
AUTOPOINT COMPANY, 1823 Foster Ave., Chicago 

















SUCCESSFUL DEALERS 
STOCK 


PRONTO and COLE 
PRODUCTS 


STEEL CARD CABINETS 
Olive Green Finish 
for 3 x 5 Cards 


$1 50 





COLE CASH BOXES 
No. C67 


$700 






DESK DRAWER TRAYS 
Fits Any Size Desk Drawer 


Keeps Drawers Clean 


$300 


COLE STEEL 
CARD BOXES 
No. C835 


$7 35 


STORAGE CABINETS 


Sells easily because of its 
heavy gauge steel and rugged 
construction. 


43x 20x 15 


3 Adjustable Shelves 


"$1979 





*Local list price 


PRONTO FILE CORP. 


COLE STEEL EQUIPMENT CO. 
349 BROADWAY NEW YORK,N. Y. 
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manufacturers of leather goods and equipment, last 
month moved to 114-124 South Clinton street. More 
than double the floor space previously available is 
now at the disposal of the firm. 

It is planned to include in the new home extensive 
display facilities in which to show the Varat lines of 
zipper envelopes, zipper ring binders, brief, catalogue 
and sample cases and the numerous other items for 
which the company is well-known throughout the 


country. 





DOMORE ON PARADE BEFORE MEDICS.—The DoMore Chair 
Company, Elkhart, Ind., recently made an impressive demon- 
stration of the value of posture and correct seating before a 
large group of medical men when it maintained the above 
display booth at the American Medical Association convention 
held at New York on June 10 to 15. The display, in charge of 
Dr. J. R. Garner and the staff of the DoMore New York agency, 
was dominated by a revolving platform on which was placed 
a DoMore executive chair finished in honey maple and up- 
holstered in two-tone leather. 
Se 


SUMMER ADS. STRESS LACK OF HEAT IN 
FLUORESCENT LIGHTING 


During the heat of the summer months in practically 
every section of the country is the apt time chosen by 
fluorescent lamp manufacturers and their dealers to 
emphasize the reduction of unwanted heat in office 
and home lamps using fluorescent tubes as their 
illuminating medium. 

Prospective buyers of electric lamps are being re- 
minded of claims for the fluorescent light in adver- 
tising, elaborating upon the lack of heat generated 
by the fluorescent tube. 

A capital example of this timely advertising, under 
the appropriate slogan “See Better—Keep Cooler,” 
appeared in a recent issue of “The Horder Advisor,” 
published monthly by Horder’s, Inc., Chicago, II. 


THEIM JOINS ALLIED 


John V. Theim last month joined the sales staff of 
the Allied Carbon & Ribbon Manufacturing Corpora- 
tion, 165 Duane street, New York City. He will cover 
a territory including New Jersey and Pennsylvania. 

Mr. Theim was formerly connected with the Western 
Pacific Chemical Company as eastern division manager, 
and for a short time was affiliated with Interstate 
Graphic Arts. He is a graduate of Notre Dame and is 
a member of the Fire Island Surf Casting Club and 
the Boonton Little Theater. He is a noted swimmer 
and has appeared in a number of diving exhibitions 
with the Lyons and New York Athletic Clubs. 
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A big sturdy desk in the low price range 





aN No. 1163-F 
i 60 x 34” 





A full-size, flat top in the ALMA 1100 Series, which in- 
cludes a complete range of sizes and styles. Available in 
combination walnut or mahogany or quartered oak. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 




















NON-SLIP 


SELL THE vane 


ADJUSTABLE 
GUIDE BAR 


COPYHOLDER = 


CONSTRUCTION 
BLACK 


THAT'S COMPLETE |x 


FIRM NON- 
AND in 
FINGERTIP 
LINE GUIDE 
CONTROL 


SELL IT sen soem 


OR TRIPLE 
SPACING 


is Oo @ L i & S$ IT’S THE BURNS MODEL ZA-13 $ 00 
AND RETAILS FOR ONLY 15 





OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago 








TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS ¢* CHAIR & DESK PADS 
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PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 










GET YOUR SHARE 


OF BACK-TO-SCHOOL 
PROFITS WITH 


“NATIONAL” CASES 





This month, millions of young people from coast to coast 
will be preparing for another semester of studies. That 
means selecting a handsome, sturdy brief case . . . and 
once again, National gets the call. Dealers will find special 
advantage in stocking this famous line. For NATIONAL 
features all the latest case styles in the most distinctive 
leathers . . . including popular Suntan Aniline Russet and 
new British Tan. 


Send for beautifully illustrated catalog today 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St. Chicago, Ill. 


New Address in New York 10 East 34th St 
New Address in Los Angeles 1709 W. 8th St. 














TRANSFER TIME! 


New and lasting business may be devel- 
oped through the introduction of the 
many types of Transfer Binders available 
in the Cesco Line. Modern styles, unique 
in design and construction, will meet the 
most executive requirements. Literature 
showing binders for Permanent, Semi- 
Permanent and Current usage may be had 
on request. 





SEND FOR CATALOG 


and see what a wide range of business forms 





and housing equipment is represented in the 





present Cesco line. Exclusive agencies available. 





THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 
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OFFICE EQUIPMENT EXHIBITED AT FURNITURE 
MART SHOW 

Exhibits of office furniture were much in evidence 
at the summer furniture market which made the 
American Furniture Mart in Chicago a mecca for thou- 
sands of furniture dealers, during the first two weeks 
of July. The attendance showed a substantial gain 
over the previous summer market and optimism was 
expressed on the amount of business booked. Compa- 
nies exhibiting, products shown and men in charge 
were as follows: 

Gaylo Manufacturing Company, Chicago, Ill—Dis- 


| 


played a new round folding card table with folding | 


chairs to match as well as their regular line of card 
tables and folding posture chairs. J. G. Kennedy. 

The Howell Company, St. Charles, Ill—A complete 
new line of modern smokers for the office and home 
as well as their line of chrome furniture for the home. 
William McCredie. 

Imperial Desk Company, Evansville, Ind.—Numerous 


styles of household desks and bookcases in many new | 


designs and patterns. Norman Gerth. 

Indiana Desk Company, Jasper, Ind.—An extensive 
display of dressers, bookcases and desks. M. F. Sonder- 
man. 

Interstate Metal Products Company, Chicago, Il.— 
Showed a newly designed line of storage cabinets for 


the home and office; newly designed chrome chairs for | 


the home or office and a new round folding bridge 
table with chairs. The company also exhibited house- 
hold tables and chairs, kitchen tables and equipment. 

Jasper Seating Company, Jasper, Ind.—A diversified 
showing of chairs of all types and styles to meet every 
requirement. A. F. Krieg. 

Lloyd Manufacturing Company, Menominee, Mich- 
igan.—A showing of chairs and household items. C. D. 
Dalrymple. 

Murphy Chair Company, Owensboro, Ky.—A series of 
wood and upholstered chairs for home and office use. 
R. J. O’Malley. 

Mutschler Bros. Company, Nappanee, Ind.—A dis- 
play of tables and cabinets suitable for the home. R. C. 
Chapman. 

Nagel-Chase Manufacturing Company, Chicago, Ill.— 
Displayed a complete showing of their Ash-Away line 
of smokers for office and home. 

Norcor Manufacturing Company, Green Bay, Wis- 
consin.—_Two new folding card tables, one a round 
designed table and the other a novel folding card table 
with two specially designed lamps which fit into sockets 
on opposite sides of the table. These electrical outlets 





can also be used for toasters, waffle irons as well as | 
other electrical appliances in preparing a lunch after | 
a card game. Also showed their complete line of fold- | 
ing chairs and tables in a large number of styles and | 


colors. Al Krueger. 

St. Johns Table Company, Cadillac, Michigan.— 
Dynette table and chair sets and a number of occa- 
sional pieces for home use. R. L. Petrie. 

Tell City Chair Company, Tell City, Ind—aA large 
selection of chairs. John O’Toole. 

Troy Sunshade Company, Troy, Ohio—New styles and 
designs in chairs, desks and settees. George Fraley. 

———_? = —__— 
X-CELAR MERGES WITH U.S. RIBBON 

Effective June 24, X-Celar Products, Philadelphia 
manufacturers of inked ribbons, carbon papers, type 


cleaner and ribbon winding machines completed a | 


merger with the U. S. Typewriter Ribbon Manufactur- 
ing Company, Filbert and Tenth streets, Philadelphia. 

According to officials of the latter organization, the 
same X-Celar trade names, boxes and imprint labels 
will be continued in addition to the well-known U. S. 
line. All ribbon roll users will also be able to obtain 
the new and improved roll, wound on the same pat- 
ented core, as in the past. The new combination will 
give X-Celar customers the added benefits of the long 
experiences, resources and unexcelled standards of the 
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Saves Time and 


Prevents Costly 
“Copy” Mistakes 



































__NORTH SHOP | 


Sales Managers, Engineers, 
Doctors, Credit Departments, 
Accountants, Advertising De- 
partments are using FOTO. 
COPIST for quick, accurate 
copies of records, drawings, 
book or magazine pages, 
X-Rays, invoices, leases, etc. 

This remarkable new 


Ty 


appliance combines recent 
- American scientific develop- 
ments that make it possible 
to copy anything by re- 
flected light on specially sen- 
sitized paper. . . . No dark 
room or light-proof box is 
required to finish FOTO- 
COPIST copies. Distributors 


and dealers are wanted to 





meet unusually large oppor- 
tunities. Write for complete 
information. 


This shows FOTO- 
COPIST complete. 
Folded it is no larger 
than suitcase. Easily 
carried. Plugs into 
any 110 Vol+ outlet. 





FOTOCOPIST CORPORATION OF AMERICA 
FIRST CENTRAL TOWER BLDG. 
AKRON, OHIO 
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Visit Our Display 
at N. S. A. 


You are cordially invited 
to inspect our display of 
autographic registers at 
the Fifth Five Centuries of 
Progress Exposition Sep- 
tember 23-26 at the Palmer 
House, Chicago, spon- 
sored by N.S. A. 


Our space is J-2 
We are expecting you 


The Miami Systems Corporation 


2725-2735 Colerain Avenue 
CINCINNATI, OHIO 











/ 
y FILM STENCIL 
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U. S. company and still better service through closer 
cooperation. 

Orders and correspondence may be addressed to 
either of the firms at 1001-03 Filbert street, Phila- 
delphia. 


9 


THE GLOBE-WERNICKE WINNAHS!—Above are two prize- 
winning windows chosen in a recent contest sponsored by 
The Globe-Wernicke Co., Cincinnati, Ohio. Dealers from coast 


| to coast participated, each of them featuring G-W filing sup- 
| plies and other products. When the smoke of battle cleared 
| away Ward's, Boston, (top) was declared winner of first prize 


and (lower) The Stationers Corporation, Los Angeles, tied the 
Pounsford Stationery Company, Cincinnati, for second place. 
ms pidiiiad 
“NEW FRONTIERS” FINE ADVERTISING PIECE 
FOR TRUSSELL’S PRODUCTS 
“New Frontiers” is the name of a new and original 
piece of impressive advertising literature, recently 


| prepared by the Trussell Manufacturing Company, 
| Poughkeepsie, N. Y., for use of its more than fifty 
| Wire-O-Binding licensees to promote its lines of Wire- 


O, Mult-O and Cushion-Edge. 

The format of the book, which measures 934 by 11% 
inches at the covers, is uniquely vivid. The front 
cover is of black Fabkote—a Du Pont product—with 
the name “New Frontiers” printed in silver ink. The 


| back cover, attached by Wire-O binding, is of Pajco- 


Lexide, a splendid imitation of close-grained leather. 


| All of the contents are in loose leaf form upon the 
binding. 


After an introductory page explaining the merits 
and advantages of the three products named above, 
the book contains a four-page folder describing Wire- 
O binding and the office uses to which it may be put 
in the business house. Four more pages are devoted 


| to Mult-O “the ring book of tomorrow,” followed by 


a description of Cushion-Edge, the trade name for 


| Trussell’s new covers for books and catalogues. The 


book closes with nine samples of covers in various 
colors and weights. 

Actually, “New Frontiers” is a complete kit for 
salesmen of “Wire-O” and “Cushion-Edge,” a fine 
example of “Wire-O” adaptability and strength and 
of “Cushion-Edge” effectiveness for any type of cover 


| material. 
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FOR ELECTION 
Let's Nominate INDIANA'S No. 1414 


No. 1414 Executive 


With the No. 1414 as CHIEF EXECUTIVE, supported by a cabinet of 
nine companion desks and seven sizes of office tables to match, your 
UU assurance of added volume and increased profits is definite. On this 
basis we earnestly solicit your support. Please mail us your inquiries. 






































YEAR 


OUR 
PLATFORM 


Finer Materials 
+ 

Expert Craftsmenship 
+ 

Superior Finishes 


+ 


Prompt Service 









































| INDIANA 


DESK COMPANY oe 





JASPER, 


INDIANA =“ 
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“KEILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 


All parts machined fsom: bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 














New Indiana 
Chair Co. 
No. 411 






Executive 
Posture 
Chair 





Genuine 
Walnut 


Popular among business men for its good quality, moderate 
price and the restful comfort provided. Adjustable for seat 
height, back height and back tension; upholstered in deep 
buff genuine leather or slightly higher in top grain snuff 
leather. For full details, see our new No. 5 catalog. 


New Indiana Chair Co., Jasper, Indiana 
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YOU CAN 
MAKE MONEY 
ON 





ORAGE BO* 


EVERY MONTH 
IN THE YEAR 


BECAUSE .... 


There’s a huge volume 
of continuous record 
storage.... 

New laws require more 
records to be pre- 
peeved + « s > 

You can serve your 
trade with a stock or 
made to order size 
LIBERTY Box for every 
business record . ; 





Attractive Trade Discounts, sales-making advertising 
and a nationally famous name make LIBERTY Boxes 
year-round profit makers. Write us today. 











Sell EZEON! 
The AMERICAN CLIP for greatest value! 
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When you're in the market for quality paper clips 
go to the pioneer in the business—-ACCO—the 
AMERICAN CLIP COMPANY originators and pio- 


neers in the manufacture of paper clips. 


A Cc C @ PRODUCTS, INC. 


39th Ave. & 24th St., Long Island City, N. Y. 
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>for VISIBLE Records< 


The Famous 


naf fer 


VIZ SIGNALS, 


CELLUGRAF SIGNALS, 
and NOW 


as) NU-VIZ 
SIGNALS 


For record systems using steel 
signals, check ‘“*Nu-Viz’’ first. 




















Style They’re easier to _attach, grip 
08 firmly. No projections to catch 
edges of other cards. No increase 
showing pat- in overall thickness. A new high 
— <* gree in steel signal efficiency. Four 
Nu-Viz Signal, styles, 3 widths, 12 brilliant col- 
with flat front ors. 
= —_— = Write for samples and details. 
easier applica- GEORGE B. GRAFF COMPANY 
_ 64 Washburn Ave. 
CAMBRIDGE, MASSACHUSETTS 


























RAVEN 


AND 


NATIONAL Carbon Papers 


Lines of 











Lines of TicTaATon SILk 
Typewriter AND 


Ribbons SUPREME 


Use the “Bueki”’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 
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FIRST MIMEOGRAPH SHOWN IN BANK LOBBY 


A replica of the original model of the phonograph, 
invented by Thomas A. Edison, August 12, 1877, and a 
first type of Edison Mimeograph manufactured by the 
A. B. Dick Company, of Chicago, were among articles 
assembled in an interesting display of some of the 
works of Thomas A. Edison, recently set up in the 
lobby of the First National Bank, in Oklahoma City, 
Okla. 

The display was prompted by the release in Okla- 
homa City of Metro-Goldwyn-Mayer’s historical film, 
“Edison, the Man,” and was sponsored cooperatively 
by L. L. Stone, manager of the Ediphone Company in 
Oklahoma City; House of Wren, distributor in this area 
for A. B. Dick Company; the lighting division of the 
Oklahoma Gas & Electric Company; Western Union 
Telegraph Company and Standard Theaters Corpora- 
tion. 

Flanked with two large posters—one labeled “The 
Wizard of Menlo Park,’ showing Spencer Tracy, as 
Edison, speaking into a late model Ediphone; and the 
other, labeled “Birth of Motion Pictures,’ showing a 
reproduction of crayon drawing of Edison’s “studio” 
shack, dubbed “Black Maria,” where the moving pic- 
ture camera was born in 1891—the display occupied a 
prominent spot in the center of the spacious bank 
lobby. 

An interesting contribution was furnished by Wilbur 
T. Smith, who operates Smitty’s Steak House, 231 West 
Fourth street, a hobbyist collector, whose “Very Early 
Model of Edison Phonograph,” with tube record and 
somewhat battered but highly polished brass horn 
stirred nostalgic memories of the early day parlor- 
and-stand-table-era. 

In connection with the A. B. Dick early type Edison 
Mimeograph, House of Wren’s contribution included a 
Mimeographed sheet, entitled “Tribute to Thomas A. 
Edison,” produced in Wren’s Mimeograph department 
on a modern machine. 

Among other articles on display were: Western 
Union’s contribution “Early Types of Telegraph Instru- 
ments, invented by Edison,” including a gravity battery 
cell-type made and used by Edison, Morse key, Morse 
sounder, Morse relay, call circuit register, stock ticker 
and polar relay; Oklahoma Gas & Electric Company’s 
“Evolution of Lighting,’ which included models of 
early pottery lamp, dated 100 B. C.; Betty lamp, type 
used in 1600; candle, dated 1800; 1830’s whale oil lamp; 
coal oil lamp of 1879, and Edison’s first lamp, an 
“exact replica of the original Edison electric light,” 
invented in 1879; and a number of photographs depict- 
ing scenes from Metro-Goldwyn-Mayer’s “Edison, the 
Man,” contributed by Standard Theaters Corporation. 
—EVH 
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SISTER SEEKS EDDIE ABRAMS 


An appeal to members of the office equipment 
industry to aid in an attempt to locate a missing 
brother has been received by Office Appliances from 
Mrs. Jennie Heepke, 212 Stevens avenue, Columbus, 
Ohio. 

The man being sought is Eddie Abrams who, accord- 
ing to his sister’s communication, worked for the 
Underwood Elliott Fisher Company at Kansas City 
and later for the Woodstock Typewriter Company at 
St. Joseph, Mo. 

Anyone knowing the whereabouts of Mr. Abrams is 
urged by Mrs. Heepke to communicate with her at the 
address given above. 

—- 


ROBBINS APPOINTED EASTERN SALES MANAGER 
OF EVERSHARP 

Effective July 1, Larry Robbins, one of the best 

known executives in the pen and pencil industry, 

became eastern sales manager of Eversharp, Inc. The 

announcement was made by Thomas Emerson, vice- 

president and national sales manager at the Eversharp 
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Facility ” Posture Chairs 
Are Easy To Sell 
and here’s why: 







*% They’re built of 
quality mate- 
rials 


% Have plenty of 
“Eye Appeal” 


*%* Are priced 
right. 


* All adjustments 
quickly and 
easily made 
with handwheel 
controls. 


DEALERS: Send 
for new literature 
just off the press. 
If you are not now 
selling Eff and C 
chairs, it will be 
worth your while to 
investigate our line. 


THE FRITZ-CROSS COMPAN 


304 E. 4TH ST. ST. PAUL. M 





No. 450-L 


* 
VIN 








MEMO PAL 
Steps Up Specialty Sie / 


AN ACTIVE PROFIT ITEM FOR YOU 
| 1 





t Aoplied For 


Liberal Dealer 
Discount 


50 Individually 
$ | in Carton 
% 250 Feet of standard size adding machine 
roll paper 
% Sturdy Meta! Construction 
%& Mechanically Perfect Mechanism 
%& Modern-Streamline Design 
% Crackle Finish—in black and green 
Order samples today 


PREVUE-RADSELL CO. 


440 S. Dearborn St., Chicago, Ill. 
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BLUE PRINT 
CABINETS 
offer 


* Smooth 
drawer opera- 
tion on four 
rollers. 


* Weight 
flaps and hood 
protectors in 
every drawer. 


* Nine stand- 
dard sizes. 


* Choice of 
drawer com- 
binations and 
compartments. 


¥ Special sizes 
and combina- 
tions to meet 
any require- 
ment. 


DEALERS: On your regular calls, notice the opportunities 
you have to sell Blue Print Cabinets. The BENTSON 1800 
LINE offers a size and combination of drawers for every 
one of your customers and prospects. 

Write for the BENTSON Catalog, 

Price List and Dealer Discounts. 


THE BENTSON MFG. COMPANY 


AURORA, ILLINOIS 





FOR NUMBERING 
bigger discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 


The “Big Six," a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 





Western Distributor 
LOUIS MELIND CO. 


362 W. Chicago Ave. 593 Market St. 
CHICAGO, ILL. SAN FRANCISCO 
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annual sales convention held in Chicago July 5, 6, and 7. 

From his sixteen years’ experience as sales manager 
of the New Diamond Point Pen Company, Mr. Robbins 
acquired an unusually thorough knowledge of every 
branch of the business and has made close friends 
among retailers all over America. 

Mr. Robbins is now in New York at his permanent 
headquarters, the Eversharp sales office, 570 Seventh 
avenue. 








SPEEDY DELIVERY FOR DOMORE CHAIRS IN FORT WORTH. 
—This new truck was recently placed in service by E. L. White 
& Company, Fort Worth, Tex., with a picture on the door panel 
to inform all and sundry that the firm is a representative of the 
DoMore Chair Company of Elkhart, Ind. 
2 


JORDAN-SCHEID TO REPRESENT MACEY 

The Macey Company, through their representative, 
William E. Patrick, has just completed arrangements 
with Jordan-Scheid Company, Inc., St. Louis, Mo., 
for the exclusive sale of its steel desks and steel filing 
equipment lines for St. Louis and vicinity. 

Jordan-Scheid Company, Inc., have been established 
in St. Louis for the past ten years and occupy a large 
six-floor building located at Seventh and Market streets, 





: —_ lhk soe 
rf 3 zs we 
NEW HOME OF THE JORDAN-SCHEID COMPANY, INC., AT 
ST. LOUIS, MO. 


in the heart of downtown St. Louis. W. C. Jordan is 
president of the firm and O. K. Scheid is vice-president. 

The firm has an experienced sales force of inside 
and outside salesmen in all the lines they handle. 
They are also distributors for W. & J. Sloane, makers 
of suite office furniture; Indiana Desk Company, desks, 
and Jasper Chair Company, chairs. 


i 
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NON-TARNISHING, 


STAINLESS STEEL FILE SIGNALS 
NEVER CATCH ADJOINING CARDS 





No Other 
Signal Like It! 


Note The 
Patented Points 


Side View 
These improved points clinch firmly to the surface and 
other cards can’t catch under them—instead, they ride 
smoothly over the hump! 


YN 
20 2 22 2 e4 30 


OTHER POINTS 


Will not rust or discolor 
Non-chip, non-fade enamels 
Twelve different colors 

Easily attached—won’'t “skid” 
Add practically no bulk 

High visibility in “window” types 
For all modern filing needs 











No. 2V—The New 
Low Tab Signal 


No. 2 





Salesmen’s Sample Cards on Request 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. | 
“ONE HUNDRED PERCENT DEALER PROTECTION” | 
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CEMENT! The QUALITY 
ae LINE O dababe 
4 That Is olutely 
<a Complete 
‘ Stencils, duplica- 


tor ink, slip sheet- 
ers, scope—every- 
thing your cus- 
tomer needs to get 
perfect duplicator 
results. Write for 
catalog. 




















HILCO CORPORATION 


1512 MERCHANDISE MART e CHICAGO 
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OLSEN ORIGINATES THE 
NEW Conceal-O WASTE BASKET 


ft 


- and introduces it in their 





modern CONTENDER Line. 
HERE’S THE DESK THAT |. 
WILL PUT A CUSTOMER’S ®3o>) SRR walews 


exterior and Quarter- 
sawed Oak. Typewrit- 
er desks and table to 
match. 


WISH AT YOUR COMMAND. 


Build-up your sales and profits. Satisfy your 
customers most exacting requirements by ex- 
ploiting these appealing features. 


e Sliding CONCEAL-O Waste Basket be- 
tween pedestals. 

e@ Set-in center legs with convenient height 
adjustment. 

e All exposed corners, rounded for effic- 


iency. 


Write for detailed specifications and price list. 


O. C. S. OLSEN CO. 


2527 MOFFAT ST. CHICAGO, ILL. 


SALES SENSATION 


OF THE SUMMER! 


















The seat that 
outlaws heat 


Porous latex 
over hardwood base 
ventilated thru and thru. 


KOOLCUSHION SEATING 


Provides COOL SITTING COMFORT all summer long. 
NOW is the time to demonstrate and SELL the sensational 
advantages of SIKES VENTILATED KOOLCUSHION 
SEATING! 


Available on many executive and clerical Sikes chairs. 
Built down into the chair; not a loose pad on top. Costs 
no more than the usual chair with non-ventilated seat. 


“Lets the Air Come Thru” 


Write for Illustrated Circular 





COMPANY, Inc. 


20 CHURCHILL ST BUFFALO, N.Y 











NORTHWESTERN 
pA clamps 


f FLUORESCENT Desk, Floor and Clams 


A complete ine 
. . 
Equ pment veaiers providaing 


~ of 
Otic e 


desianed for 


Lamps 
maximum salat 


ity and profit. 








No. F301 


Distinguished execu- 
tive desk lamp. Pro- 
vides maximum dis- 
tribution of light. At- 
tractive list price— 
generous dealer dis- 
count. 


Northwestern brings to Fluorescent years of su 


increasing demand tor Flu rescent ¢t 
the Northwestern line in your community. Writ 
} and dealer disco 


NORTHWESTERN ART SHADE CO. 


150 N. WACKER DRIVE, CHICAGO 


experience. En the 


unts 
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INCREASE SPEED 
Can 


Sell 
Good 
Keys 
For 





a 


x 73 DEALER 
ss TERRITORIES OPEN 


PRESTOVAC key 


breaking all sales records in many 


Because this amazing $1 is out-performing 


$3.50 and $4.00 sets it is 
cities. One dealer has reordered 14 times. 
Your city may be one of the 73 where we still want a good 


dealer. Write or wire for samples and details of Franchise. 


PRESTOVAC CORPORATION, Oak Park, Ill. 


V 








IT STANDS ON ITS OWN FEET! 





A 
SURE HIT 
TO REPLACE 
OLD 
EQUIPMENT 










THE PORTABLE 
SILVER COMET 


The BOSTON Portable Silver Comet feature gives you 
>. ¢ something distinctly different to offer your trade. Stand 

beautifully chrome plated to bear out the name “SILVER 
COMET.” Point Adjuster permits 3 types of points to be made. 
Self Feeding eliminates waste. Include this model when order- 
ing your BOSTON Pencil Sharpeners. Order BOSTON Pencil 
Sharpeners today in their brilliant new packages. 





Manufactured by 


THE C. HOWARD HUNT PEN CO., CAMDEN, N. J. 
SEND FOR OUR LATEST CATALOG 


pO EO) \! 


PENCIL SHARPENERS 





SCHWAB SECURITY 





For Valuable Correspondence 


SAFE FILE 


In many companies, the in- 
letter is a 
value 


me 








coming business 
document of great 
essential for future reference ; 


therefore it must be pre 





For such 
, correspondence the 
SCHWAB Safe File is the 
It is effective fire 


served at any cost. 


“ticket.” 
protection at a relatively low 


cost 


ame wee | 


Weighs but 1200 Ibs., re- 
quires a trifle over six feet 











of floor space and protects 
= 17,000 letters from tempera 
ture reaching 1600 degrees 


for an hour’s time 





service safe and at the 
selling other 


spec ial 


possibilities of 


Get the facts on this 
same time investigate the 


SCHWAB SAFES for all « 


THE SCHWAB SAFE COMPANY 


Indiana 


ommercial purposes 


Lafayette, 
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STEWART MIMEOGRAPH DISPLAY TELLS GROWTH 
OF DUPLICATING MACHINE 

The Stewart Office Supply Company, of Dallas, Tex., 
built an attractive window tracing the story of devel- 
opment since the invention of the duplicator machine, 
and in the doing called profitable attention to the fact 
that often such used equipment may be available at 
reduced prices and in excellent condition for continued 
use. 

Equipment thus displayed included each of the 
several machines which mark the progressive story 





STEWART'S “MIMEOGRAPH” WINDOW WHICH TELLS THE 
STORY OF THE GROWTH OF DUPLICATING 


of improvement of the Mimeograph equipment for 
which Stewart company is Dallas retail agent. 
specimen was one taken from stock by the company, 
including the original model which had been received 
by the store years since in part payment for improved 
equipment. 

The several models were arrayed across the window 
from left to right, with the first model in the extreme 
left corner. Each succeeding model was placarded, 
indicating the date of its introduction and pointing 
to the step in progress of improvement it represented. 

Background of the display consisted of the latest 
powered models of the Mimeograph, along with speci- 
mens of accessory equipment available for use with it. 

The display attracted wide attention, says W. Neill 
Stewart, head of the company, and brought in a con- 
siderable traffic of prospects interested in purchase 
of new or used machines, or accessories and supplies.— 
JDM 

ae 
ADAMS JOINS MODERN BOOKKEEPING 
COMPANY 

Jack E. Adams, formerly with the Utility Supply 
Company, Chicago, last month was appointed western 
distributor for the Modern Bookkeeping System Com- 
pany, 127 North Dearborn street, Chicago. He will 
introduce the company’s bookkeeping system, which 
is manufactured for use of the smaller businesses, to 
dealers in California, Wyoming, Arizona, New Mexico, 
Nevada, Idaho, Utah, Montana, Oregon and Washing- 
ton, and will maintain headquarters in Los Angeles, 
Calif. 
>? 

CHICAGO VENETIAN BLIND CO. SALES ON 
INCREASE 


During the first six months of 1940, according to 


C. N. Cahill, president, the Chicago Venetian Blind 
Company’s orders totaled 1,509,588 square feet of 
venetian blinds, as compared to orders for the same 
period of 1939 amounting to 688,285 square feet. 

Mr. Cahill states that while the company’s operations 
for the first six months were profitable, nevertheless 


Each | 


SYSTEMS | 
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| No. 28AC 


BRIGHT 


Executives like to make their offices distinguished 
and pleasing to the visitor—added touches that 
attract attention and make place in the memory are 
most welcome. "BRIGHT" craftsmen have the knack 
of introducing these effects. The "BRIGHT" line is 
built for long service and comfort, and priced for 
the average budget. Consider it in the light of the | 
preference of your trade. Get our catalog. 


No. 28RC 








LEATHER | 
CHAIRS | 


BRIGHT CHAIR CO. 


127-133 BLEECKER ST., 


NEW YORK 









MODERN 
ULRICH 
INSERTS 


and 
Sorting Trays 


check file 
drawer 






cross section of 
shoe and flat bar 
construction 
used in all 
ULRICH inserts 










Inserts for Check File Drawers which can be installed in present 
| equipment. Checks filed in this equipment are held vertical and 
guides are easily separated to suit space requirements. 
_ Information will be gladly furnished on Ulrich inserts for all 
filing needs in present equipment. Also Ulrich Serting Trays. 


ULRICH PLANFILING EQUIPMENT CO. 
Jamestown, N. Y. 

MAIL COUPON Ulrich Planfili Co 

TODAY nfilin Spawn " 


Jamestown, 
for full details 
on a product 





Gentiemen: 


Please send me information on the Ulrich World's Fastest 
Sorters and Inserts for all filing needs in present equipment. | 


My Name. 


Name of Company. . 


that has a field 

‘ Street Address. . . 

in every of- City. ee aks 
fice. 
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A complete line of fix- 
tures for Office, Posture 
and Typewriter Chairs. 


No. 
866 












Equipped with rubber cushions or 
steel springs. C-K Products are 
sturdily built of highest quality steel 
and are unexcelled for long service. 


COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 





























‘LABORATORY 
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grade. 
colors are not o Y 


*313- 
965-1 Red, 368-1 Blue, om TYellow, 


‘Blaisdell 


PERCTIL C8: 


PHILADELPHIA, U.S. A. 
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WITH THE NEW PATENT STRING DEVICE 














OFFICE APPLIANCES 


the increased sales have resulted in a need for addi- 
tional working capital, and the company is working on 
this problem at the present time. 


at G3 LIE 
Sx DO/MORE 2:2 
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‘RIFLE FEATURE 
DO/MORE 
Stind 





DOUBLE FEATURE FOR THE DOMORE DEALER.—The DoMore 
Chair Company, Inc., Elkhart, Ind., is offering the dealer a new 
display unit which works equally well for showing the com- 
pany'’s Air-Duct clerical chair and executive model. The dis- 
play can be used on a store floor or in a window and it is only 
necessary for the dealer to change the signs at the top of back- 
ground to correspond with the chair he wishes to show. 





> 


UEF GIANT TYPEWRITER USED FOR FAIR 
VISITORS 

Visitors to the Business Systems building at the 
New York World’s Fair are being given an opportunity 
to receive a nine-by-twelve foot letter written on the 
fourteen-ton giant Underwood Master typewriter. 

In order that everyone may have an equal chance to 
get this letter, guests were invited to register and on 
July 4 a drawing determined to whom the letter will 
be written and sent. 

Many visitors who have enjoyed watching the 
machine in operation asked if it was possible to have 
a personal letter written on the huge typewriter, so the 
offer is the result of popular demand. Considerable 
interest was shown on the first day of registration, 
and it was indicated that the Underwood Elliott Fisher 


| Company will renew this offer on a weekly basis for 


the duration of the Fair. 


—— o—- ee - 


DATE OF PACKAGING CONFERENCE ANNOUNCED 
The eleventh Packaging Exposition and Conference 
will be heid at the Stevens hotel, Chicago, April 1 to 4, 
1941, inclusive, it is announced by the American Man- 
agement Association, sponsoring organization for the 
annual event. 
A change was made from the previous tentative 
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Did you Say 
HEAVY 
DUTY? 








. then your answer 








is the stand ACME NO. | 
HEAVY DUTY HAND STAPLER... 


The ideal machine for fastening voluminous corre- 
spondence, sample swatches of paper, leather, fabric, 
etc., stapling of catalogs, programs, in fact for all 
general office and work rooms. 

Equipped with an adjustable guide for accuracy, 
this heavy duty stapler throws three different leg 
length staples—!4"-5¢”" and 34", without mechanical 
change, and can be furnished special to take up to 
16" leg lengths. 

Every office needs a machine of this type for 
heavy work. 

it will pay you to investigate the complete ACME 
Silverstreak Line of stapling equipment. Send for 
our “Silverstreak” folder. 


The ACME Silverstreak Line 
of Office Binders and Staplers 


MIDGET DESK STAPLER * ACME NO. 2 
SURE SHOT @ SIMPLEX @ SADDLE BACK 


ACME STAPLE CO. 


1649 HADDON AVE., CAMDEN, N. J. 











el 

announces =_—- 
THE 

NEW &@& 


“ALL-IN-DNE” adjustment 


Hi-Model Chair and Stool 
Seat Height Adjustment 9 inches 
(from 23'/2 to 32'/4 inches) 


Foot-Ring or Platform Adjustment 
10 inches (from 4!/2 to 14!/2 inches) 


ALL PARTS INTERCHANGEABLE 


—change chair to round stool 


—change foot-ring to platform 


ONE MODEL—ALL REQUIREMENTS 


30 other chair models 
write for Descriptive Matter 


Cramer Posture Chair Company 
1210-18 Campbell St. Kansas City, Mo. 
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New Improved AIRMAIL Model 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 lb. x Ye oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, etc. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail, 


TRINE 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 2\st St. Chicago, Ill. 

















For &€xtra ‘Profits 


Sell Fire Files 





HE increasing demand for certified fire protec- 
tion in filing cabinet form is bringing extra 
profits to exclusive Shaw-Walker dealers. 
Thirty-one Fire-File items in the enormous 
“Built Like a Skyscraper” franchise enable the 
exclusive Shaw-Walker dealer to supply rated 
Fire-File protection for records of every size. 
Fire-Files represent only a few of the 8,000 
Shaw-Walker items that are bringing extra profits 
to dealers who sell on an exclusive basis. 


“Built Like a 


 SHAW-WALKER 


Muskegon, Michigan 











Yours may beacity in which 


Shaw-Walker wants to improve 
its representation—ACT TODAY. 

















“BUY” LINE 


substitute for 
T ABLE! 
ATURES! 


is NO 
There is N 
a SAMSON 


\ These SAMSON FE 


king Construction 





SS e Painsta : 

NN tical styling ; 

SN Smart prac inishes 
~ . y of woods—fin 


e Wide variet 

f 
‘\ e Full range © 
\ Write for Catalo 


standard sizes 


g—Full Details 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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Gain Office Room! 
Use Ideal Stands 


Get more machines in the same space by using com- 
pact, strong Ideal Stands. They protect business 
machines and assure correct operation, with quick, 
safe portability. 





odel 23-A Ideal Stand 
(illustrated) fills most 
needs. Tubular _ steel 
frame, 5-ply veneer top 
and shelves, and with 
raising and lowering de- 
vice. With or without 
drop shelves. 











Every office needs Ideal 
Stands. Types available 
for every requirement. 
™ Complete catalog sent on 
request. Your dealer 
stocks Ideal Stands and 
can serve you promptly 





SHERMAN-MANSON MFG. CO. 
625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 East Third St., Los Angeles 








MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 





A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 
Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—at a speed of 75 envelopes per minute. 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Model SM at 
~~. This model is the finest machine of its kind. Seals 350 envelopes 
a minute. 


We also manufacture: 

4 Models LETTER OPENERS, 
2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 

4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various inations of st 


ALL machines shipped on approval—no obligation. 
DEALERS—Write for booklet and get dealer proposition. 
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No. 420 Chair 
Width 32 in. 
Depth 36 in. 
Height 35 in. 


Leather furniture of dis- 
tinction dependable sales 
boosters . . . styled for 
consumer acceptance, be- 
cause the selling factors 
are “Built in.” Ehrlich 
Upholstery meets every 
standard for good quality 
and value! 


Ehrlich Upholstery Works 


520-528 West 43rd Street, New York, N. Y. 


@ Write today for 
fully illustrated 
catalogue. 
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dates in order to provide exhibitors with more time for 
the installation and dismantling of their exhibits. 

Use of exhibition facilities in the Stevens hotel, it is 
pointed out by the American Management Association, 
is in line with the expanding requirements of the expo- 
sition, and reflects the preponderant opinion expressed 
at a recent meeting of the Exhibitors Advisory Com- 
mittee of the Exposition. 

The 1941 exposition will represent the fourth Pack- 
aging Exposition held in Chicago under sponsorship of 


the American Management Association, the previous | 


expositions having been held there in 1932, 1935 and 
1938. 
ici a 
C. OF C. HONORS GAMMAGE 

W. F. Gammage, manager of the export department 
of The Globe-Wernicke Co., was elected president of 
the Foreign Trade Club of the Cincinnati Chamber of 
Commerce at the annual meeting and outing held at 
Kenwood Country Club recently. 

Mr. Gammage is a widely-known export executive 
who has been associated with Globe-Wernicke for 











W. F. GAMMAGE 


many years. He has been particularly active in foreign 
trade circles in the Queen City and during the past 
year served as vice-president of the Club. 


Introducing 


Coincident with the report of Mr. Gammage’s elec- | 
tion as head of the club it was learned that he was | 


also appointed one of the trade advisors for the Na- 
tional Foreign Trade convention which was held in San 


Francisco July 29 to August 1 inclusive. 
nsiionsnenatngmel ti atindaaes 





PART OF AN ORDER FOR 50 X-RAY FILES FILLED BY THE 
AUTOMATIC FILE & INDEX COMPANY.—Twenty-four 3-drawer 
X-ray files are shown as they were about to be loaded for 


shipping at the company’s plant in Green Bay, Wis. They were | 


comrgnee to a large Midwest dealer. 
—<—_- --- - 


GINSBURG SIGNS LEASE FOR ENTIRE BUILDING 


Joseph Ginsburg, Inc., office furniture and store | 


fixture dealers of Chicago, recently announced the 


signing of a twenty-five-year lease, whereby they have | 


taken over the entire building which they have oc- 
cupied, in part, for the past ten years. 

This building is located at 39 North Halsted street, 
on the southeast corner of Halsted street and Wash- 
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PROFIT 


With These 


SCHOOL 
LEADERS 


Get set NOW to cash 
in on the big school 
demand for b cases 
and ring binders! Stock 
Doppelt’s smartly styled, fast-selling numbers! They meet the 
enthusiastic approval of students everywhere. The sturdy ring 
binder, model 613, above, has three 1” rings for standard punch- 
ing, or two 1” rings 6” center. It has two leather pockets and 
is neatly lined. There’s a brief case or ring binder for every pur- 
pose and every purse in Doppelt’s big line. Stock it now and 
get your share of the rich day-in and day-out profits. 





BRIEF CASES and RING BINDERS by DOPPELT 
oo) OPPELS EE 


Fine. LEATHER GOODS  perchengine mart 

















The “OF FIGIAL” Pocket Seal 


COMBINED WITH 


The “OFFICIAL” Pocket-Desk Base 





Any “OFFICIAL” Pocket Seal can now be converted into a sturdy 
desk-model by attaching the new “OFFICIAL” Pocket-Desk Base- 
It is now possible to have a streamlined, nickel-plated desk seal and 
still carry it in a coat pocket. 

Pocket-Desk Base sold as a separate unit. Write for prices. 


MEYER & WENTHE, Inc. 


Established 1654 





30 South Jefferson Street, Chicago, Illinois 








PROMPT and FRIENDLY SERVICE in MARKING DEVICES 
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| ington boulevard. Upon the completion of an extensive 
interior remodeling program, as set forth by Abraham 





The logic of this statement cannot be disputed for a good 
buy for the customer means quick aeeres r and increased statu 
orofits for the dealer. For more than 72 y s the St. Johns Ss S. 

Fable Co. has succeeded in keeping th e various ia ne 
tables in its line in ithe best os! as well as } the best seller 


class. The number 28 table is a typical example. Designed | 
for effic iency, constructed for durabili ty, it is made of 
specially selected Fy nm Oak and finished in an ffice 

i Golden and School Brown color. Its sister table, known 
as the St A meg num! er 29 table is of the same simple 


A rr B = S T KR U Y ” | | H. Ginsburg, president of the corporation, the present 
. display space for the large and complete stock of office 

@ A good buy for your customer is a “Best Buy” for you | furniture and equipment and store fixtures, will be 
good | increased to approximately three times its present 








de esign and excellent construction and is made of solid Ge 
Northern Michigan Maple in Wal nut or idvones 1y finish h hER AL c Ata 
Both of these tables are star sales rformers and wi 4 = LOG 









do wonders in stepping up your vol 


Write now for the new St. Johns catalog showing this and 
the many other distinctive tables in the St. Johns line. 






Description 






Both the No. 28 and No. 29 tables MES rs % 
have a plank edge top, 1 inches Carcese-ocw SUPPLY COMPARE 
thick with extra fran .° underneath Agencies inPrncpal Mtn) 






to prevent warping. Legs are 2% 
inches. 6-foot length table has 3}/, 
inch legs. Drawers are dove-tailed 
front and back with framed-in 











3-ply bottoms. 3-foot and 4-foot 
lengths have one eet COVER OF THE AMES SUPPLY COMPANY’S NEW CATA- 
SIZES | LOGUE WHICH IS DESCRIBED ELSEWHERE IN THIS ISSUE. 
24 x 3 ‘ ; ; WINDOW OF THE STEWART OFFICE SUPPLY COMPANY. 
C . inches 32 X OU inches j 
30 x 48 inches 4 x 72 inches a 











KLEIN OPENS MUNCIE STORE 
A. M. Klein, who boasts that three prior generations 


ST. JOHNS TAB LE COMPANY | of his family have been merchants in the thriving city 


CADILLAC, MICHIGAN of Muncie, Ind., has recently kept the ball rolling by 
' | opening a stationery and office supply store at 109 East 


Office Furniture Warehouse Company, 573 Broadway, N. Y. C. | Main street, where he is featuring Eaton papers and 





UAPHY CHAIR 










: Here’s a real business man’s 
chair. Built for extra com- 
fort and rugged durability. 

Seat has exclusive “Mur- 
ph-Ease” spring 
construction. 





ES 
A. M. KLEIN 






W. A. Sheaffer pen and pencil sets and fountain pens. 

Mr. Klein’s father, grandfather and great-grand- 
father were all jewelers in Muncie, the latter opening 
a store in 1838. The new store is directly across the 
street from a site once occupied by a jewelry store 
operated by Mr. Klein’s grandfather. 

Mr. Klein is seeking catalogues and price lists from | 
manufacturers of office supplies, filing devices, etc. , 


Smooth, noise- 





less, swivel action. 
Self lubricated cas- 
ters enable occu- 
pant to move chair 


with ease. 


A chair built to 


give service. Low —_—_— oe , 
in price. WELDON ROBERTS’ NEW COUNTER DISPLAY 
| The Weldon Roberts Rubber Company, Newark, N. J., . 

| has recently introduced an unusual, point-of-sale, 
No. 7287 | dispensing display of typist erasers. Seven and one- ) 


half inches in diameter and six inches high, this new 
counter dispenser contains one dozen each of six 
Weldon Roberts erasers for typists, circular erasers 
and circular whisk erasers. The erasers are arranged 
on rods on a turn table which may be revolved by a 
knob to bring the desired item opposite the opening 
in the glass cover. 


Write For New Catalog 


MURPHY CHAIR COMPANY 


) INCORPORATED 


OWENSBORO, KENTUCKY 


























Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all "the dup- 


licator in demand." 





SPEED-0-CABINET 


$ 22 0 

























ED-0-PRINT CORPORATION 
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L1sL6C TL A{~ OF 
STENCILS 
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LEGAL SPEED-O-PRINT CORP 


SIZE c CHICALO, TLL & 
$3.50 MATEINU TA . vw 
QUIRE “Yop oe” 

-¢ de 
LETTER SHARK 

SIZE 
$3.25 
QUIRE 







DUPLICATOR INK 


A carefully made, low 
price ink that produces 
sharp, uniform copies. 
Adapted for either open 
or closed duplicators. 
Free flowing and quick 
drying. Black only in 
1 pound cans. 
$1.00 Ib. 















When it is a matter of price — 
Thrift-Quality Stencils meet the 
demand...and ... produce the 
kind of results that yield repeat 
orders. Clean, clear reproduc- 
tions on both styli and type- 
writer work. Made in all sizes 
for all makes of rotary duplicat- 
ing machines. Unconditionally 


guaranteed. 


WRITE FOR SAMPLES AND 


x 


Originally exclusively of English 
manufacture, SOVEREIGN 
STENCILS are now made in the 
United States, a product of vast 
knowledge gained in thirty years 
of stencil making experience. 
These are the finest non-cellu- 
lose stencils ever offered to the 
American market. They will fully 
satisfy the most exacting re- 
quirements and we are proud 
indeed to offer them to deal- 
ers and users everywhere. 
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DEALERS DISCOUNTS 


» SOV 


SPEED 


er) 


UNIFORM - SHARP -DURABLE 


Grads A 
DUPLICATOR 


Especially prepared 


IN K 


to 


produce the maximum 
number of copies with 


one inking. Perfect wo 
ing qualities. Delicat 


rk- 
ely 


toned, grayish black. 
Pali Meleliitemarltiils mls 


square cans. 
$2.00 Ib. 


ce nn) 
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SPEED 0 PRINT| 


DUPLICATING 


UNIFORM 
FREE FLOWING 
QUICK DRYING 























COLORS 
Blue Red Orange 
Purple Brown Green 
Yellow White 
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LEGAL 
SIZE 
$2.50 
QUIRE 


LETTER 
SIZE 
$2.25 
QUIRE 
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NATIONAL LETTER WRITING WEEK 
Sponsored by the Paper Stationery & Tablet Manu- 
facturers Association, Inc., and a number of firms 
prominent in the industry, National Letter Writing 
Week will be observed from October 6 to 12 throughout 
the country. As in previous years, the event will in- 





A “WRITE MORE LETTERS” REMINDER.—This display card, 

issued by the Paper Stationery & Tablet Manufacturers Asso- 

ciation, will appear in stationery and office supply stores all 

over the country in observance of National Letter Writing 
Week, to be held October 6 to 12. 


clude the participation of dealers, all of whom will be 
eligible for a number of prizes to be awarded for the 
best-dressed store windows during the campaign. 
Among the manufacturing concerns which will make 
every effort toward helping the dealer gain by the 
event are the Eaton Paper Corporation, Pittsfield, 
Mass., and the United States Envelope Company, P. P. 
Kellogg & Company division, Springfield, Mass. 


oi 





ARTHUR L. YOUNG RETIRES 

A report that Arthur L. Young has retired from 
business because of poor health was received last 
month. His doctor ordered him to “take things easy” 
for at least a year. So on June 1 he closed out his 
Typewriter Wholesale & Export Company at 915 Mis- 
sion street, San Francisco, and has retired to an island 
in the lower San Joaquin river near Stockton, where 
he has a country home. From there he goes to the 
city when he feels so inclined to call on friends and 
look after business affairs. 


Mr. Young has been active in the retail trade of the | 
Bay area for many years. In 1919 he joined Mr. Guy | 


in Oakland, forming the firm of Guy & Young, and | 
doing business under the name of “Typewriter Guy.” | 


Later he opened the Typewriter Wholesale & Export 
Company at 915 Mission street in San Francisco, en- 
gaging in both wholesale and retail business. The 
left-over details of his business are now being looked 
after by Arthur J. Perry, operating the Perry & Guy 
typewriter business at 1184 Market street, San Fran- 
cisco. Mr. Perry is an old time friend, and states that 
his place may be considered as Mr. Young’s office —SS 
Oe 
REVALK-PERRY IN NEW QUARTERS 

The Revalk-Perry Typewriter Company, established 
many years ago in San Francisco by “Dick” Revalk, 
one of the West Coast typewriter pioneers, whose busi- 
ness at 374 Bush street was purchased about a year 
ago by Albert Perry, recently moved into new specially 
modeled quarters at 123 Montgomery street. Here Mr. 
Perry has one of the finest typewriter stores in the 
West, and the location is one of the best in the city. 
The store opening was held recently, and hosts of 


friends of Mr. Perry and his associates celebrated the | 


occasion with them. 





























FLUORESCENT is Essential 
OFFICE EQUIPMENT 





NO. 871 AT A NEW LOW PRICE 


This CLAMP-ON FLUORESCENT 
by General Lamps 
has 1000 commercial uses 


Here is a completely adjustable Fluorescent ideally 
designed for stenographers, artists and many others 
who work at a desk or bench. Clamps to desk or 
table leaving the entire top free for work. Ball and 
socket joint permits shade adjustment to any angle. 


Fluorescent is the greatest new sales and profit op- 

portunity office appliance dealers have had in many 
long years. You'd better start now and share in this new 
business. General Lamps permits you to outsell any com- 
petition—Investigate today—get the complete story on 
General Fluorescent and cash in. 











ARTILITY 


METAL OFFICE CHAIRS 
A MODEL FOR EVERY PURPOSE 





No. 491 THE "AIR-FLOAT™ 
A COMPLETE LINE—A PROFIT LINE 


SEND FOR LITERATURE 


ARTILITY METAL PRODUCTS, INC. 
821 SECOND STREET 
ELKHART, INDIANA 
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AS YOUR CUSTOMERS 
LIKE THEM 


They can't buy more for their money than ° 
they get in WARSHAW Superdex Roll Labels. 8 PASTEL 
Made of good quality stock, evenly gummed, COLORS 
perfectly perforated on full automatic ma- BUFF 
chinery they are always uniformly good. “ae 
Priced for competition they are the best SALMON 
buy for the money. GREEN 

; . . MANILLA 
Put in a stock of WARSHAW filing supplies BLUE 
now. Your customers will go for them. WHITE 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX MENDING GUMMED 
STICKONS TAPE INDEX TABS 














No. 

) 827 

| 3-Ring 

| Zipper 
Binder 


Streamline Styles 
FOR STUDENT TRADE 


Mashek Cases offer streamline styles— 
beauty—and high quality, so essential for 
school and college business. 


School opening means more sales and more 
profits with a full selection of MASHEK 
CASES to meet the growing demand of 
students, as well as business and professional 
men. 

First! See Our New Fall Line, 

the answer to popular demand. 


FRANK MIASHE)K @ co: 
CHICAGO 


NEW YORK OFFICE: Harold Atwood, 280 Broadway 


“If it’s made with leather, MASHEK makes it Better’’ 
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FIRM TO HANDLE ENTIRE GLOBE-WERNICKE LINE 
The Fort Wayne Printing Company, Fort Wayne, 
Ind., in connection with its thirty-eighth anniversary 
celebration, announced that The Globe-Wernicke Com- 
pany, Cincinnati, has made an arrangement whereby 
all its products will be handled by the Fort Wayne firm. 
The company also announced the organization of the 
Tri-State Envelope Company as a subsidiary. 

The company gave a banquet and dance at the 
Anthony hotel on July 10, at which approximately 
seventy-five leading industrialists were present. Later 
the group adjourned to the ballroom, where more than 
250 employes and their guests attended a dance. The 
social event climaxed a 30-day intensive selling cam- 
paign among the company’s salesmen and represen- 
tatives throughout the United States, and also marked 
the end of the first six months of the operation of the 
company under the management of W. Herbert Rob- 
erts, executive vice-president and general manager, 
who went to Fort Wayne from Chicago.—AK 


—S———— 


GRAHAM INSTALLS FLUORESCENT LIGHTED PEN 
DEPARTMENT 
With an invitation to the public to view its new 
fountain pen department, John W. Graham & Com- 
pany, Spokane, Wash., has recently installed a number 
of the W. A. Sheaffer Pen Company’s fluorescent day- 
light display cases, which are ultra-smart in every 
respect. The pen department of the well-known store 
won the praise of H. E. Waldron, vice-president of the 
Sheaffer company, during a recent visit to Spokane.— 
CML 
ee 
COLUMBIA RIBBON PROMOTIONS ANNOUNCED 
George W. Reed, who has been identified with the 
Pittsburgh branch of the Columbia Ribbon & Carbon 
Manufacturing Company, Inc., for the last eight and 
a half years, was recently appointed manager of the 
branch. Mr. Reed’s immediate superior, Frank A. 
Donahue, former manager, has been promoted to dis- 
trict manager with a wider field of operations. He will 
supervise the sales of a number of Columbia branch 
offices. 
TWO L. L. BROWN REPRESENTATIVES ANNOUNCED 
The L. L. Brown Paper Company, Adams, Mass., 
has announced the appointment of two new represen- 
tative companies. The Cincinnati Cordage & Paper 
Company is to be the distributor of the L. L. Brown 
Linen Ledger, Greylock Linen Ledger, Escort Ledger 
and Machine Posting and Escort Bond in Dayton, Ohio, 
and Knoxville, Tenn. The Crescent Paper Company, 
Indianapolis, will be distributor of the Brown organi- 
zation’s Escort Bond. 
—>-—— 
REGINA FIRM TO REPRESENT SMITH-CORONA 
L. C. Smith & Corona Typewriters of Canada, Ltd., 
last month appointed The Business Machines Service, 
Regina, a local representative. F. G. Smith, owner of 
the business, said the appointment gives the Canadian 
subsidiary two outlets for Saskatchewan, the other 
being at Saskatoon.—_WAM 
> — 
LAMONT COMPANY MOVES 
The Lamont Office Machines & Service Company, 
Detroit, Mich., has recently moved from 449 Fort street, 
West, to new quarters on the ground floor of the 
Capitol Theater building, 1544 Broadway. 


oi © 


“SCRIBE” AL NORDSTROM AT NEW ADDRESS 

Al Nordstrom, of the Smead Manufacturing Com- 
pany, and also conductor of a column in OFFICE AP- 
PLIANCES entitled ‘Northwest Travelers Notes,” on 
August 1 moved to 116 Pratt street, Minneapolis. He 
was previously located at 2744 Forty-second avenue, 
South, in the same city. 
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PANUUE 


Premium Ink 


FOR FINEST 
RESULTS ON ALL 
STENCIL DUPLICATING 
MACHINES!! 


This ink will help you make satisfied 
users and increase your repeat ink busi- 
ness. The Quality of PREMIUM INK is 
maintained by exhaustive laboratory tests 
of all raw materials. 


A Sample 1s Yours — 
for the asking ! 


We'll be glad to send complete 
prices and dealers discounts. 


INK SPECIALTIES CO, INC. 


525 S. LAFLIN STREET fm ©} 5 1 (07 CETO) 
FRED B. CANODE. PRES. 








STUDI-FILE 


This compact ''finger tip'' control, short 
depth file with the automatic index is 
an ideal solution to the personal papers 
problem of executives at the office, 
home or factory. Made of durable 
steel, welded. Bail suspension. Easy 
gliding drawer. In olive green grained 
walnut and grained mahogany finishes. 


PERSONAL FILE the 2: sub division auto- 


matic index and locked secret compart- 
ment in the cover make this personal 
file a very popu- 
lar item. Made 
of durable steel 
with piano 
hinged drop 
front, fully 
shielded, carry- 
ing handle and 
lock. In olive 
green grained 
walnut and 
grained mahog- 
any oven baked 
enamel finishes. 


A3Lb 


ART STEEL CO., INC. 
300 E. 145th St. 
New York, N. Y. 
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No. 109 
Tablet 
Arm Chair 


We are leaders in the manufacturing of school 
chairs. Send us your specifications and we will be 
glad to quote you promptly. Remember, nobody 
in America makes a better tablet arm chair. 


JASPER SEATING COMPANY 


JASPER, INDIANA 
REPRESENTATIVES 
CHICAGO: L. H. Farber, 529 So. Wabash Ave. Phone: Webster 3217 
NEW YORK: Office Furniture Warehouse Co., 5373 Sroadway 











AMERICAN SPEED SET 


MACHINES 


NUMBERING 


American SPEED SET Model 43, Employee's 
Record and Time Card Marking Machine for 
numbering tags, tickets, etc. 


Write for special SPEED SET 
folder describing all models. 


AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN, N.Y 
BRANCH — 105 WEST MADISON STREET, CHICAGO, ILL 




















a 
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In 1940-41 Better Wood Desks 


JACKSON 





Chippendale 3000 Grade 


Among your trade may be some who think wood office 
desks are being made according to 1920 standards of 
service. If you show them the New Jackson Chippen- 
dale, the Zephyr or the 900 Grade and demonstrate a 
few of the many improvements designed to make the 
user more comfortable, more orderly and thus more 
capable and ready, more effective and generally suc- 
cessful—you can sell them! Emphasize the fine quality 
and extra conveniences! See our catalog! 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 


95 CHAMBERS ST. e 
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Let Johnny Rebuild 
Your NOISELESS Machines 


—— THE "RITE-WAY" = 








NOISELESS writing MACHINE SERVICE CO. 


JOHN LOSER, Mgr. 











TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


a 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@eFEATHER- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Lumarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy te clean 


and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
page broadside show- 
STYLI TIPS AR ing the styli in actual 


CADMIUM-PLATED ° 


size and color. 





THE TECHNYGRAPH, TECHNY, ILL. 





















DD) givesease- 
Yam 





























Stationers! It’s your Line. Exclusively! 


‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 
Write for liberal discounts and sales help on: 

Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 


Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Currency Bags 
Draw String Bags 
Metal Clasp Bags 


Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


TRE Cl DOWNEY CO. cincinnati o 








NEW YORK, N. Y. 
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YAWMAN AND ERBE CELEBRATES 60TH 
ANNIVERSARY 


(Continued from page 23) 


manufacture involved the making of no less than six 
separate pieces of equipment or supplies. At this 
time the partners bought out the Universal card 
cabinet which was ahead of other similar articles in 
that cards could be inserted or removed without the 


need for removing the rod. This acquisition was the | 
actual beginning of the Y and E organization as it | 


exists today. 


The year 1898 saw the firm incorporated as the Yaw- 


Man and Erbe Manufacturing Company which then 
took over the entire business of the Office Specialty 


Manufacturing Company and began to conduct the | 


sale of its own products on a larger scale. At the 
turn of the century the company was firmly estab- 
lished with branches in Baltimore, Boston, Chicago, 
New York, Philadelphia and San Francisco, and by 
1905 had introduced the first movable metal indicators 
for card signaling, and the first metal roller drawer 
suspension. The latter item represented a drastic 
change and improvement because, consisting of fiber 
wheels working in metal slides, it entirely eliminated 
friction which had been inevitable with wood slides 


previously used. It was proclaimed at the time that | 


drawers “no longer slid” but “actually rolled” in and 
out of a file. 

In 1910 the Direct Name Filing System was intro- 
duced to the market and two years later Y and E 
began the manufacture of its first wood efficiency 
desks, designed to eliminate the pigeon hole system 
of filing and replace it with a systematized drawer ar- 
rangement which would provide a quick and easy 
reference to the drawer contents. In 1914 Y and E 


began the manufacture of steel filing cabinets, in- | 


cluding the Fire-Wall line which was the first insulated | 
file to appear on the market. At the same time the | 


company introduced the first filing cabinet spring 
latch which, because of the safety feature, won an 
immediate welcome in the field. 

In the years which have followed, Yawman and Erbe 
has invented, perfected and placed on the market 


| 


| 
} 


numerous filing systems and devices which have im- | 


proved filing efficiency in thousands of offices the 
world over. Included among these are the following: 


steel counter-height files, 1921; steel card record desks, | 


1924; steel efficiency desks and standing steel card 
ledger desks, 1925; steel storage cabinets, 1929; visible 


filing systems and equipment, 1931; the line of Empire | 
1933; Accesso desk trays, | 


files, 1932; record chests, 
1934; direct vision filing systems, 1936; direct vision 
sorters, 1937, and steel suspension desks, 1938. 

Accompanying the article in the Y and E Idea are 
a number of illustrations of items once made by the 
company. These include an automatic fishing reel, 
the Rapid Roller Copier and an old but ornate roll-top 
desk to which the caption refers as a “magnificent 
monstrosity with its numerous pigeon holes and use- 
less small drawers.” Another cut shows, by way of 
comparison, a modern model of the Y and E line of 
Styled Executive desks of this day and age. 


PRESTOVAC RUBBER KEYS AVAILABLE FOR 
CANADIAN MACHINES 


The Prestovac Corporation, Oak Park, Ill., has an- 
nounced that its line of Prestovac rubber keys for type- 
writers is now available for English-Canadian and 
French-Canadian keyboards. Both are combined in 
one set which also cares for the two American key- 


boards, making the Canadian set “universal” for all | 


machines. 
The Shipman-Ward Manufacturing Company, Chi- 
cago, is Canadian distributor for the Prestovac line and 


is now appointing several sub-distributorships in that | 


country. 
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ERROR-NO, TURN-A-PAGE COPYHOLDER 
AND DAWN STENOGRAPHER'S LITE. JUST THE 
BUSINESS TO GO AFTER THIS TIME OF YEAR! 





The Dawa Manulaclu UNG Co In 


HALL-WELTER CO, INC. 


12 CHAMPENEY TER. ROCHESTER, N. Y 












Your Customers 
are 


Posture-Conscious 


and here's a 
chair that 
makes PROFITABLE 


SALES 


Here’s a posture chair for most any requirement. 
It’s solidly constructed for comfort and durability. 
In addition to slat back style shown here, it is also 
available with upholstered seat and slat back, with 
saddle seat and upholstered panel back or full up- 
holstered back. Write for details and prices today! 


High Point Bending & Chair 
Company 


Siler City North Carolina 
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As 


COMPLETE 


asa 


1 SEVEN-COURSE 
rh DINNER 


That's an accurate description of the “U. S." Line! 
Inked ribbons for every type of business machine and 
carbon papers to meet every need. 

In addition, we manufacture type and platen cleaner 
(each bottle containing the patented, double-duty bristle 
and cotton applicator) and last but not least, duplicating 
inks of every description. 

All in all, the "U. S." Line is complete . .. complete as 
a seven-course dinner ...and just as satisfying! 







iS 


NS. 


Take a real progressive step by writing for free samples 
and prices today! 








2) 


U. S. Typewriter oy Ribbon Mfg. Co. 


. ; ~, ao % N ee 
Filbert at Tenth St. - a) Philadelphia, Pa. 








Combination 


STORAGE AND WARDROBE CABINETS 
that really sell! 


AB 





Feature one of 
these “Andy Units 
of Steel” and see 
how readily your 





customers will ap- 
preciate its com- 
pactness and rug- 
ged construction. 

e 
Heavy gauge steel 
construction 
throughout, with 
barrel lock and 
chrome _ handle. 
Doors are rein- 
forced steel panels. 
Baked green ena- 
mel finish. 

* 


Cabinets are avail- 











able in various 
sizes. Write for our 


literature. 1 <4 


36”"x18"x78 


ANDERSON-HICKEY COMPANY. Inc. 


GENEVA, ILLINOIS 
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HOUSE OF WREN MAKES STAFF CHANGES 


Juston Preslar, “seniority” employe with the House 
of Wren, First Street and Broadway, Oklahoma City, 
Okla., was recently advanced from stock clerk to floor 
salesman, working under Norris Neaves, store manager. 

Mr. Preslar, who started in the business three years 
ago as delivery boy for the Western Bank & Office 
Supply Company, where he later became stock man- 
ager, has been with the House of Wren for the past 
fifteen months, joining the organization shortly after 
it was established in March last year. 

The firm recently added four new salesmen, Charles 
Johnson and Thurlow McClure to city sales in the 
Mimeograph department, and Walter Rose and C. E. 
Newman to outside city sales. 

Mr. Rose, with fifteen years’ experience in the busi- 
ness, was formerly connected with Standard Office 
Supply Company, and Mr. Newman has been with 
Clarence E. Page, Inc., for the past eight years. 

Miss Adeial Bingman is the firm’s new secretary, 
succeeding Mrs. Ann Hurst, who resigned June 1 to 
join her husband, recently transferred by his company 
to Tulsa, Okla. Mrs. Hurst was with Western Bank & 
Office Supply Company for five years prior to last 
March, when she became J. L. Wren’s first employe in 
his new business venture, the founding of House of 
Wren.—EVH 

JASPER CHAIR FILLS LARGE ORDER 


The Jasper Chair Company, Jasper, Ind., last month 
filled an order comprising 687 of the highest-priced 
upholstered chairs manufactured by the company. The 
big installation went to a public building in New York 
state. 

According to Louis T. Koerner, manager of the firm, 
horsehair costing more than $1000 was used in manu- 
facturing the chairs, while 100 hides, totaling ap- 
proximately 5000 square feet of leather, were entirely 
consumed. 

——_—_—_+—> —___ 
MAVERICK-CLARKE TO HANDLE DRAWING 
SUPPLIES 


Continuing their program to make their firm one 
of the greatest of its kind in the country, Maverick- 
Clarke Litho. Company of San Antonio, Tex., have this 
month added drawing supplies to their lines of small 
goods. These include drafting instruments, triangles, 
T-squares, irregular curves, paper and similiar arti- 
cles. No special line is featured at this time, the dis- 
plays including supplies from all the principal manu- 
facturers. A modern case for the display of Sheaffer 
fountain pens has also been added.—BCR. 
.—- ¢ 


KIMBALL MERGES WITH DANCYGER 


A. Kimball Company of Canada Limited announce 
the amalgamation of their company with the Dancyger 
Tag Company Limited, effective July 2. The combined 
companies will operate under the name of A. Kimball 
Limited, at 2040 Clarke street, Montreal. The union of 
these two companies creates an organization equipped 
to offer complete service in pin tickets, tags and paper 
specialties of all kinds, together with a full line of 
price marking machinery and equipment.—WAM 

0 2 


DALLAS OFFICE SUPPLY REMODELS 


The Dallas Office Supply Company, Dallas, Tex., 
has completed a remodeling program of its store to 
include an effective method of displaying the various 
pieces of office furniture. The arrangement consists 
of a display case extending across the width of the 
balcony in which are placed chairs, typing tables 
and similar furnishings. It is brilliantly lighted by 
flood lamps placed along the upper rail of the display. 
—JDM 
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A BETTER BUY FOR YOU 
...and YOUR CUSTOMERS 





e leading ; 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 


The 
ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 








Foye ; 
for a purpose—to keep the ring al- 
gece cae cag ways right side up. No need to hunt 
ves. 17,1920 JAM. 11. 1821 > 
and fumble to find the place where 
mOV. 6.1923 . : tae : 

the ring opens, if it’s an Adams ring. | 
Eight sizes Here is the simplest, quickest-operat- | 
Inside Diameters: ing and most satisfactory ring ever | 
invented for perforated sheets or 

No. 00, % In. No. 2, 1% in. binders of all sorts. Allows binder or 


sheets to lie flat when open at any 
point. The enlarged joint, nicely 
rounded and smoothed, keeps ring 


No. 0, % in. No. 3,2 in. 
No. o 1 in. No. 4, 2% In. 


No. 1, 1% in. Ne. 6,3 In. right side up in position to be in- 
Come also boxed assorted stantly unlocked 
in seven sizes. Order through your wholesaler. We also | 


manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. 85),5° fiicase Ave 














Any of these paper mer- 66 4 
chants will give you sam- W Bes | tk “1 
ples and prices of Wiggins 1at you dont know wont hurt 
ad Guelee and you” 1S obsolete as the letter press! 
New York City ; For if you don’t know what profit 
Rictaré © Ann lies in business cards, it surely will hurt 
Chatteld & Woods Ce vou. For these can be ordered easily 
ne 0 is office supplies; and if you insist that 
Detroit your printer or engraver uses Wiggins 
Seaman-Patrick Paper C Book Form card stock, you will have a 
cup Baber Os reputation for a “better buy” than 
Houston othe rs. 
L. 8. Bosworth Co., Inc disk us for the stationer’s 
Tobey Fie Pecece, 1 Ine proposition at once. 


The JobnB. WIGGIN 


1162 Fullerton Avenue, Chicago 


Book Form Cards Compact Binders 





TRADE MARK REG US 


CELLULOID 


INDEX TABS 


t HIGHEST QUALITY 
OF MATERIALS, | 
WORKMANSHIP ‘ 
AND PACKAGING 


THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA NEW YORK 
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Sell Paar] 





Protection 


@ No Factory Competition. 

@ Inquiries Referred to Deal- 
ers. 

@ Simplified Catalog. 


There is a Meilink safe for every 
protection requirement in_ the 
home and office. 


MEILINK STEEL SAFE CO., Toledo, Ohio 














FILING 
SUPPLIES 


METHODS COMPANY 


Forest Park likinois 


FURNITURE OF DISTINCTION 


Today's trend is to business-like 
metal furniture For executive 
and secretarial offices, reception 
rooms, professional and general 
use 

Write for new 1940 catalog 


price list and Dealer Proposition 


THE TROY SUNSHADE CO 














Convertible RUBBER CUSHIONS 


@ Popular All-Season 
Chair Cushions @ One 
Piece Sponge Rub- 
ber @ One Side 


Available in a 
variety of sizes, 
styles and cov- 











erings at prices Cool Woven Fi- 
that present real yh ee 
value for the Corduroy. 


user and good 
profit for you. 
Write us for de- 
tails and prices 
of the fast-sell- 
ing “Perfect’’ 
line. 

We also distribute the Latex Dunlopillo. 


THE PERFECT RUBBER SEAT CUSHION CO. 


1412 UNITY STREET PHILADELPHIA, PA. 








ee 








Tee at rong 


EL PEL AY ae ESR TR Ee eer sirnr eer dant ene car 


mph PN ne enh ira aa. 
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Display. 
METALSTAND 
apie" Prominently—— 


There’s a reason for the ready saleability of METALSTAND - .- - durability, 
dependability and “right price” keep them moving off your sales floor. 

Offer your customers this stand and you will be sure of a satisfied repeat user. 
METALSTAND never “lets a typewriter or office machine down.” 







Investigate this stand—write for prices and dealers discounts NOW! 


METALSTAND « ° Aeon St., Philadelphia, Pa. 


[Wher oer ser ron Extra Profest il = S f KOLIGY ” 


Sell this Popular Line 
If you sold hats and on a very hot day a prospective cus- 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 

tomer entered your store and expressed a desire to purchase 
a hat, would you offer him a hat made of felt, a cap with ear 
flaps, or would you offer him a cool straw hat? 











patronage The Darnell name 
protects business prestige Write 
for special dealer proposition 


DARWELL CORP., LTD. 


LONG BEACH, CALIF You do not sell hats but you do sell seat cushions, there- 

36N CLINTON, CHICAGO fore, why not use the same “SIKOLICY” in selling cushions 

24 E. 22ND, NEW YORK as you would in selling hats? In other words, sell him a 
Respirator Ventilated Cushion. 


Your customers will appreciate your consideration of their 
comfort when you advise them about Respirator Ventilated 


Make More Money in More Ways With Savuares 


P. Ss. “SIKOLICY” may be wrong but it is not as bad as 
neglecting to use psychology in your sales work. 


PY tb ee ea ieee 6M. BICKETT COMPANY 


Respirator Cushions WATERTOWN, WISCONSIN 




















537 S. DEARBORN ST. CHICAGO, ILLINOIS 











HUPLICUPY ae 


COMPLETE DEALER'S LINE 


DUPLICATING FLUID TAGS 


LABELS Sateen STRIP LABELS a 
PINTICKETS 4 


For over a quarter of a century, 


For Use On 


ALL LIQUID DUPLICATORS 


Will Produce igh ‘opies and Lo Runs 
ee eo leading stationers have found the 


@ Guaranteed Non-Injurious to Machines MACO tag and label line helpful 
@ Will Give Results Equal or Superior to Fluids Selling for Sev- in building sales ad profits. 
eral Times the Price. 
Write for MACO Dealer's catalog . / 


* the JLMAY COMPANY 


Liquid or Gelatin Duplicator. 
TAGS, LABELS, PIN TICKETS AND DIE CUT SPECIALTIES 


109 WEST 19" ST..NEW YORK.NY. 


@ Possesses Practically No Odor 





—> Free Sampling Proposition to Dealers <— 


DUPL ICOPY COMPANY 














C. L. BARKLEY § CO. 0. A. 








FROM STANDARD PARTS 


BARKLEY & ptt 5,000 COMBINATIONS 





FOLDERS Jae 











HOLE 
IDEAL FOR... UNITS 
SCHOOL REPORTS, 
SALES CATALOGS, . 
BULLETINS, ; 
PROPOSALS, ETC. Send for [i 
Send for Sample Catal 
=;\ and Sales Information rit 
é Dept. 





ESTABLISHED 1921 


CManufacturers of Filing Supplies EFFICIENCY EQUIPMENT ¢ co. INC. 





$17 Ss. JEFFERSON STREET CHICAGO. ILL. 360 W. Superior St., Chicago, Ill 
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“SECRETARIAL TRAINING” 

A new and revised edition of “Secretarial Training” 
by Edward J. McNamara, principal, High School of 
Commerce, New York City, has recently been published 
by The Ronald Press Company, 15 East Twenty-sixth 
street, New York, N. Y., and is priced at $2.75. 

In a preface is explained the object of publishing 
the new issue in the following words: 

“This book has been rewritten after a careful study 
of the most important phases of secretarial work in 
relation to the needs and the latent abilities of stu- 
dents. Over a period of more than twelve years in 
which the book has been used in the classroom these 
principles of secretarial practice have been developed. 
The present volume, therefore, provides a complete 
teachable textbook covering all the information and 
training that a modern secretary needs.” 

Containing more than 300 pages, the book is divided 
into twenty-two chapters containing nearly seventy 
useful illustrations. Each chapter is sub-divided into 
sections dealing with essential matters germane to 
the chapter heading. As an example of this method 
is chapter 7, entitled “Office Machines and Appliances” 
which is then broken down into the following sub- 
headed sections: Machines, duplicating machines, 
Mimeograph, hectograph, Multigraph, Multigraph 
duplicator, the Multilith, automatic typewriter, ad- 
dressing machines, dictating machines—dictating unit, 
transcribing unit, shaving unit, adding and calculat- 
ing machines, listing machines, non-listing machines, 
other office machines. Each chapter ends with test 
questions, laboratory exercises and notebook sugges- 
tions. 

The book is well printed on high-grade paper and 
enclosed in a handsome and durable binding. 

——-—__o—= 0 —___- 

MATTISON MOVES OKLAHOMA CITY OFFICE 

Floyd E. Mattison, who was recently appointed repre- 
sentative for the Marchant Calculating Machine Com- 
pany, and who for a number of years has handled the 
F & E Check Protector Agency in the western part of 
the state has moved his office from 310 North Robinson 
avenue to 401 Oklahoma Savings building, at 302 
North Robinson avenue, Oklahoma City. E. W. Clede, 
who formerly represented Marchant there, has been 
transferred to Baltimore, Md.—EVH. 








[7 t2 ww Rt tkhe s 


Huntington, W. Va.—Earl H. Berry, formerly connected with the Grocers 
Wholesale Company, has purchased the Huntington Typewriter Exchange at 
535 Ninth street from John Garvin and will continue its operation. He 
plans to rename the organization in a short time. 

Oklahoma City, Okla.—The Capitol Typewriter Company, 208 Northwest 
First street, recovered several ‘“‘rental’’ typewriters in local pawnshops 





recently. Police filed charges of larceny by fraud against a man and two 
women, who, it was said, rented typewriters from the firm and then 
pawned them at city pawn shops.—EVH 

Steubenville, O0.—Forcing an entrance into the high school building at 
Amsterdam, O., village northwest of Steubenville on July 2, thieves carted 
iway twenty-eight typewriters, valued at $500 Five other Jefferson 
county high schools have been looted of equipment in recent months.—AK 
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CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 
ALLEN & COMPANY 


DEPT. wm 
11-18-15 Vandewater St., 
New York, N. Y. 
































IT “CLIX” 
ON YOUR 
PROFITS 





"C LI ” AMAZING NEW 
PAPER PUNCH 





Little Rock, Ark.—C. M. Davis, for some time connected with the local 
branch office of The National Cash Register Company, last month was 
transferred to the St. Louis (Mo.) office. Mrs. Davis and daughters plan 
to remain in Little Rock until September when they will join Mr. Davis in 
St. Louis.—ADR 

Oklahoma City, Okia.—P. E. C. Guertler, who operates the Victor Adding 
Machine Sales and Service Company and the Guertler Office Machines 
Company, recently moved his sales and services division from the Cotton 
Exchange building to 2400 Northwest Seventeenth street. However, he still 
maintains an office at 310 Cotton Exchange building.—EVH 





VITREeER MACH I NES 








Bristow, Okla.—A cash register “fixer” slicked a couple of Bristow, 
Okla., merchants out of $6 each recently The itinerant ‘‘smoothie’’ 
purported to represent a company which manufactures electric cash 
registers and said he wished to check up on the machines. After he was 
gone, each cash drawer checked up $6 short.—EVH 

Columbia, &. R.—The Monroe Calculating Machine Company branch from 
which is covered a large territory in the vicinity of this city, has moved into 


new and larger quarters on Lady street._JHR 





e THIS streamlined, modern 3-hole punch is “punch- 
ing up” profits for stationers all over the country. 
Sturdily built, handsomely designed, always accurate, 
CLIX punches all 3 holes for 3 ring binders quickly, 
positively and clean as a whistle. Every office needs 
at least one—many offices buy dozens. CLIX retails 
at $2.50. 


CLIX—Now available for Punching Seven Holes—in 
11” x 8%” Sheets at $4.00 ea. 


NEW ENGLAND PAPER PUNCH COMPANY 


95 Washington Avenue, NATICK, MASS. 
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/)\\ Loose-leaf envelopes, punched; card-cases, any 
<7, size; menu covers; factory record protectors; tag 
‘ holders; bill-fold envelopes; stamp containers, etc. 

Made of acetate (flame resistant) transparent cel- 
: lulose. We build to fit your particular need. Write 
f’ £ us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 
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MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 





NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 














SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors 
Just copy the answers 
tabulated in convenient 
form. Sold on.10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 





Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke Sustems, Inc. Chicago, Ill. 














Watch for New 
6é 39 
omfortaire 


Chair Models to be 
a announced in the 


~ September issue of 


OFFICE APPLIANCES 





SHEPHERD CHAIR COMPANY 


3100 CARROLL AVE. CHICAGO, ILL. 
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RIBBONS AND CARBONS 
San Francisco, Cal.—Richard V. Madsen, who has been for a time working 
vith the San Francisco office of Mittag & Volger, Inc., has returned to 
take charge of his Northwest territory. Clarence Larkin, who has mean- 
vhile been caring for the territory has now taken over the San Francisco 


territory SS 
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Athens, Tenn.—Ground has been broken on North Jackson street for a 
new building to house the office supply concern owned and operated by Mrs. 
M. A. Taylor. With completion of the work Mrs. Taylor said she intends to 
expand her stock to furnish Athens with a complete office supply house. 

Barticsville, Okla...Jim Swisher, head of the Bartlesville Stationery 
Company, 215 East Third street, was recently named first vice-president 
of the Bartlesville Lions Club.—EVH 

Evanston, t!.—Paul Cummins, who formerly owned the majority of stock 
ind controlling interest in the Co-Op Book & Stationery Store, Orrington 
hotel, recently disposed of his interest to a closed corporation. The store 
is to be operated and managed by Arthur L. Longtin, 

Greensboro, N. C.—-The Riser Printing Company has completed its new 
home at 212-14 Commerce place and expects to move into it shortly. The 
building is a two-story structure of white brick and includes air-conditioning 
ind fluorescent lighting among its features. The company was established 
ten years ago by Robert Riser and now boasts a complete printing plant 
and office supply and equipment departments.—JHR. 

Hughes, Ark.—Fred L. Hedges of the Hedges Printing and Stationery 
Company attended the international Rotary convention held in Havana, 
Cuba, in June. Mr. Hedges, an ardent philatelist, presented numerous of 
his stamp collector friends with souvenir blocks of the special commemo 
rative stamp issued by Cuba in honor of the Rotarians, incidentally 
franking his gift envelopes with the same stamps in such a way they 
made attractive “covers” (as stamp bugs call envelopes which have been 
postally used) which have an intrinsic as well as artistic value—ADR 

Hughes, Ark.—Fred L. Hedges, proprietor of the Hedges Printing 
& Stationery Company, has filed the necessary papers and announced his 
candidacy for a seat in the state legislature as representative from 
St. Francis county ADR 

Little Rock, Ark.—The two-story brick building occupied by the Arkansas 
Printing & Lithographing Company at 1000 Center street. was purchased 
by the newly incorporated Arkansas Printing Building Company, June 6. 
The consideration involved was $50,000. Officers of the Printing Building 
Company are the same as those of the Arkansas Printing & Lithographing 
Company: Walter C. Guy, president; T. E. Lengnick, vice-president, and 
J. (. Hanson, secretary-treasurer. Mr. Guy stated the building was bought 

issure a permanent home for the printing firm.—ADR ; 

Little Rock, Ark.—Walter D. Guy. president of the Democrat Printing 
& Lithographing Company, 1000 Center street, introduced John C. Henley, 
Ir., of Birmingham, Ala., when Mr. Henley made an address before the 
Little Rock Chamber of Commerce at the Marion hotel. June 21. Mr. 
Henley’s topic was Business Is Not Business,”’ in which he reviewed the 
progress business has made in ethics during the present generation.—ADR 

Little Rock, Ark.—Alfred H. Craig. a member of the firm of the Quapaw 
Printing Company, 215 East Third street, has organized a company which 
deals in road building contractors’ supplies, known as the Readimix 
Concrete Company, also of Little Rock ADR 

Little Rock, Ark.—George O. Wirtz, a member of the firm of Allsop 
& Chapple, 307 Main street, office supply and equipment dealers, has been 
elected president of the Little Rock Rotary Club.—ADR 

Muncie, Ind.-The Boyce Letter Shop, formerly of 126 North Union 
street, Kokomo, has recently moved here and occupies quarters at 30s 
North Main street. The new store, according to Owner George H. Boyce. 
has four times the space of the previous establishment and will give the 

mpany ample opportunity to make an effective display of its lines of 
Royal typewriters, Speed-O-Print duplicators and W. A. Sheaffer pens and 
pencils. Mr. Boyce was in business in Kokomo for eight years before moving 
© this city, and is one of the best known men in the industry in this 
section of the state 

Oklahoma City, Okla.—A check measuring two and one-fourth feet by 
four and one-half feet, printed on regular safety paper and lithographed 
like the usual check issued by a local bank, was cashed here recently 
Written by Dudley Taylor, of Trave-Taylor, lithographers, the check, said 
to be the largest (in size) cleared here in recent years, was for $25 in 
payment of a bet.—EVH 

Port Arthur, Tex.—Nielsen’s, stationery and office supply dealers of 
117 Austin avenue, has completed plans for the erection of a new building 
at 534 Fifth street. It is expected that actual construction will begin in 
1 short time ADR 

Raleigh, N. C.—A completely stocked stationery and office supply depart- 





ent is part of a new $500,000 department store recently opened here by 
the Hudson-Belk Company. The store is one of the largest in the state 
ind boasts a floor space covering several acres. CG 


San Francisco, Cal.—Floyd Oliphant has purchased the stationery store 
1612 Ocean avenue from Mrs. Laura 0. Owen.—SS 
Sunnydale, Cal.—Mr. and Mrs. Clyde Cockrell have purchased the 
Province Stationery Store of Porter Province Assisting them in its 
peration will be Mrs. Milton Wright, sister of Mrs. Cockrell.—SS 








FURNITURE 


Cleveland, 0.—The Board of Education has ordered steel lockers from E 
B. Sheppard, of Akron, on his low bid of $1,289.54 for lockers at Central 
High and $252 for lockers at Heminger school AK 

Marietta, 0.—The Marietta Chair Company, is expected to immediately 





start manufacturing a $20,980 order for chairs for the war department 
The firm has previously made a similar type of chair for the war depart- 

ent n different orders that have been received AK 

Monticello, Ind.—-Articles of incorporation have been filed in the office of 
thie inty recorder by the Maray Manufacturing Company, Inc., of Wolcott 
The ineorporators are Albert H. Gates, of Wolcott ind Bert fay and 
James B. Ray of Chicage The company will manufacture and sell chairs 
ur ther equipment for the office and home. 

Wooster, 0.—The Steel Storage File Company will move its plant here 
from Cleveland, and employ sixty men, the Board of Trade revealed on 
July 1 A factory will be built on a site provided by the board.—AK 
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A DEPENDABLE SOURCE OF SUPPLY 


BARCO 


OFFERS A 


STENCIL 


pe ‘ 
Mura -catsdh 


DRY STENCILS a 





DEPENDABLE QUALITY 


Prove to yourself—By Test—By the Opinions of 
Users—that BARCO “Dura-Coated™ Dry Stencils ar: 
as Dependable in Quality as their source of supply 
is Dependable in Service. Order a test supply 
TODAY, or Write for Samples. 


EARL M. BARKER & COMPANY 





311 LAURA STREET—JACKSONVILLE, FLORIDA 








VAN DYKE DA-TONE 
FLUORESCENT REPLACEMENT UNIT 
Easily attached like a glass globe 


> 














Supplied in all sizes for 24” and 48” tubes 
Write for Literature and Dealer Prices 


VAN DYKE INDUSTRIES 
2853 S. HALSTED ST., CHICAGO, ILL. 
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Carbon 


Ribbons Paper 


Have been earning profits 


for dealers for nearly 








forty years. 


Why not let them help you too? 


CROWN RIBBON & CARBON MFG. CO. 


782 St. Paul St. Rochester, N. Y. 





Introducing L THE UNIVERSAL 
RUBBER STAMP INK 


A sensational new discovery for marking all lithographed 
and varnished surfaces, California liquor stamps, litho- 
graphed cans, rubber, etc. 
@ Positively will never gum up @ Does not injure rubber 

on pad 
@ Waterproof 
@ Quick drying 


@ Remains moist many days 
without reinking 


@ Ideal for use in self-inkers 


Also works beautifully on most metals, all paper except 
waxed, wood, cellophane, celluloid, many plated surfaces, 
glass, plastics, leather, bakelite, blue prints, and cloth. 
Colors: Black, Purple, Blue Green, Red 
Prices and Discounts: Same as Can Marking Ink, Catalog 
Page 37. 


LOUIS MELIND CO., Chicago, New York, San Francisco 











DR. SCAT 


For the Typewriter 





Get Summer Business 
on this profitable and 
repeat National seller. 


"Every Office is a Prospect!” 














Manufactured By 


DR. SCAT CHEMICAL CO. 


178 North Franklin St., Chicago, Illinois %e9- U- 5. Pat. Off. | 











ALLEN @ WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue NEW YORK CITY 


—L.L. BROWN — 


LEDGER LINEN AND BOND 
Super Since 
Quality 1849 





L. L. BROWN PAPER COMPANY, ADAMS, MASS. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 











GET READY FOR THE FALL OPENING 


with this 


RING 
BINDER 

PORT- 

FOLIO 


Three Rings 
with Protectors. 
Genuine Taion 
7 Fastener. 
Two pock- 
ets, one length- 
wise. Extra Zip 
Pocket and Pock- 
et for identifi- 
cation Card. 
Sturdy Compo- 





Write 
for 
Catalog 


MURRAY VA RA T COMPANY 


114-124 S. CLINTON STREET CHICAGO, ILLINOIS 


SAN FRANCISCO OFFICE: 833 MARKET ST. 


Hide. For 1ix 
Bi sheets. 
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Typewriter Ribbons 
and Carbons 


The Codo business grows 
because certain ribbon 
and carbon salesmen want 
to serve business better. 
Better looking letters, 
permanent file copies 
more easily produced 
these with uniform, un- 
varying quality are the 
underscores of Codo ex- 
cellence. 


CODO MANUFACTURING CORP. 


S09 S&S. Franklin St., Chicago 270 Lafayette St., New York 
Factory: Coraopolis, Penna. 
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Make your own tests at our 
expense. Write us. 


Y 
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SALES PROVE POPULARITY O ae 


NEW 


REX-O-Graph 
SCHOOL MODEL 
Fluid Type Duplicator 


VV Yee 





Schools everywhere are we!l- 
coming this new tow cost 
REX-O-GRAPH Mode! &. it 
has all the typical REX-O- 
GRAPH advantages— SIMPLI- 
CITY, easy operation, accur- 
ate registration, wide versa- 
tility, and unusual economy. 
Mas EXCLUSIVE 100% 
Roller Moistener equipped 
with Adjustable Bronze Bear- Experienced Duplicator Men! 


ing for long life and fluid profit by this Sales Leader NOW 
economy. Prints sizes “et ~—and by the complete REX-O- Only $5900 
F 





REX-O-GRAPH 
Schoo! Mode! $ 
Hand Feed Fluid 
Type Duplicator 


postcard to 9 x 14”. GRAPH Line 
: - of Automatic and 
tractively designed, finished Hand Feed Fluid Type Duplica- 


in Deeo Sea Green. A BIG tors, Gelatin Duplicators and Sup- 
. O. B. Milwaukee 





Value in modern Copymaking plies. Write for Territories and 
details = 
REX-O-GRAPH, Inc. 
3727 N. Paimer St., Milwaukee, Wis. Cable Address: REXO, Milwaukee 








ROLLING STORE LADDERS 


For use on Filing Cab- 


oe inets and Shelving, in 
Offices, Vaults and Store- 
all | rooms. 
| 


ml LIBRARY 
a=) LADDERS 


1) Se | Equipped with rubber 
tired wheels and Auto- 
re matic Safety Brakes. Made 
: in a variety of heights 

} and forms. 
L i} DEALERS—Don't overlook 
] sales opportunities in Roll- 
| ing and Library Ladders. 
' Write for literature and 

; prices, 





Manufactured by 


1. D. COTTERMAN 


155 N. Union Ave., Chicago 

















Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very protitable 
item for stationers. 












Stanley R. Bristow 
24 Central Ave.West Orange.N.J 
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CEL-U-DEX 
ef 


PROTECTORS 


PAT. PENDING 





* TRANSPARENT * FLEXIBLE 
* REINFORCED EYELETS 


*WATER PROOF 


BROOKLYN 
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REPLACEMENT PARTS 


For Adding, Bookkeeping and Calculating 
Machines. Keytops. 
NEW CATALOGUE No. 6 with pictures of over 400 parts 





OFFICE MACHINE DEALERS 
See our exhibit at Detroit this month 
N. T. O. M. D. A. CONVENTION 
W. J. McCormack in charge 
(16 years in the Burroughs Service) 


CLOYES GEAR WORKS 


17214 Roseland Rd. Cleveland, Ohio 
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Call for more Sales Maps and 
Millions of Additional. . . 


M 0 Vy R E Mayatacks 


Manufacturers, wholesalers, 

brokers, shippers...alluse sales FREE DISPLAY 
maps...an immense market in 

+ ge syste es there’sanother, Compact, Conve- 
the vast and growing war-map ° ; a 
market. Profit from both. wient, Fine Looking 
Feature MOORE Maptacks. 
Nationally advertised. Display 
the attractive cabinet. Supplied 
FREE by your jobber with order 
for 5000 assorted MOORE 
Maptacks. Write him today. 


MOORE PUSH-PIN CO. 
113 BERKLEY STREET, PHILA., PA. 
Original Makers of PUSH-PINS, 







EXPANDING 























PUSHLESS HANGERS & MAPTACKS A 





Offer Your Customers a Better 


TABULATING 
FILE 


A COMPLETE LINE OF UNITS TO HELP 
YOU GET YOUR SHARE OF THE NEW 
BUSINESS FROM WAGE AND HOUR LEG- 
ISLATION. 

Extra strong and light lift-out trays—Tre- 
mendous capacity—Lowest cost per filing 
inch—Desk high and counter high units! 


AUTOMATIC FILE & INDEX CO. 


629 W. Wash. Bivd., Dept. A-33, Chicago, Ill. 
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TWIRLIT® 2 





offers you opportunity = 
whenever a punch 
is called for! 


A superior office tool for all £& 
punching jobs, TWIRLIT em- 4 
ploys a hollow steel drill with 
a keen cutting edge that makes 
a smooth, round hole accurate- 
ly placed in any number of 
sheets from 1 to 150. Choice 
of four hole sizes and of three 
models listing from 82.50 to 
$12.50. A demonstration sells 
it—send us your order! 


Mitchell Binder Co. fisenttsn NS 


Drills 150 sheets 
at one operation 





POSTURE CHAIRS 


4 
EASY TO DEMONSTRATE — EASY TO SELL 
Write For Particulars 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 








The Most Gracefully and Correctly 
Designed Steel Desk in America is 
the “MODERN AMERICAN” 


With Round Corner Drawer Fronts and Well 
Proportioned Pontoon Base. Write for Catalog. 








Browne-Morse Company Muskegon, Michigan 

















CDACO > 
A 


CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 

and satisfy customer demands 
A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 


prices, 
Send for samples and prices on your SPECIALS. 


Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal! Court Boston, Mass. 
ESTABLISHED 1919 


















@ That's when the Hanson Postal Scale is most appre- 
ciated—-in the closing hour rush. Here is hairline 
accuracy combined with a rugged mechanism that 
speeds mailing because it shows exact weight in- 
stantly—-no time lost jiggling weights back and forth 

and because the self computing dial indicates cor- 
rect postage without further “‘figuring.”’ 


Ask your jobber for Bulletin No. 5. 


HANSON SCALE CO. 525 N. Ada St., Chicago, Ill, = 


[ANSON SCALES 


BATHROOM e KITCHEN © NURSERY eDIET e POSTAL 








A Swell Vacation to You! 
sa. 
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SPEED PRODUCTS COMPANY 
Long Island City, New York 


J.S. MORSE offers 


OUTSTANDING VALUES IN 
SELECT ROUGHS AND 
RECONDITIONED TYPEWRITERS 


You will find the right machine at the right price in his large stock. 
SPECIAL Write for prices on rebuilt Monroe Calculators, 
Model ‘‘K’’—hand and electric. 


Send now for our latest price list. 












 Wholeale and. & 
296 BROADWAY 
NEW YORK city 


Sorring the Trade (br 25 fare! 








Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 


Speed Key Mfg. Co. *tesctyen's® 
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LYON SORTING RACK 


@ Hand Removable 
Shelves 


@ Adjustable on half 
inch centers. 


@ For sorting mail, in- 
voices, bills, etc. 


For complete informa- 


tion write 





Lyon Metal Products, Incorporated di 
2808 River St., Aurora, Illinois as 
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ONE DAY OF TURKEY 


—and six 
days of hash? 


No, Sir! 
With Allied Rib- 
bon and Carbon 
—— ‘ Sales You'll Enjoy 
' ee Kap of i “Turkey” Profits 

we ar Every Day 
Before you lose the taste write Al Fh 
Allied now for details of new “*880N E RIBBON mirc Cone 

165 DUANE ST. 


sales plan. NEW YORK, N. Y. 
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Sturdily made of gluminum; to mark in red, 

blue, green or black, complete with instant- 
drying ink and extra nib. Retails at $1.50. A 
boon to ad-men, artists and shipping depart- 
ments. WRITE for details. 


CUSHMAN G DENISON MFG. CO 
133-5-7 WEST 23rd STREET NEW YORK 








You can do a bigger, better business 
with OXFORD FILING SUPPLIES 


SALES HELPS Oxford offers a well-planned sales pro- 
motion program of circulars, package 
inserts, samples, displays, electros, and 
sales manuals. 

NO DIRECT Oxford dealers are never up against 

SELLING direct selling competition from the 
manufacturer. We sell only through 
our dealers. 

COMPLETE Oxford dealers handle a complete, 

LINE guaranteed line that sells quickly and 
easily at a profitable mark up. 


Write us OXFORD FILING SUPPLY CO. 


today for 340 Morgan Avenue, Brooklyn, N .Y. 
catalog 125 South 8th Street, St. Louis, Mo. 
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Do You Sell 
BRITISH 
GOODS ?? 





I if so— 
you will find our new 


quarterly publication the 


BRITISH STATIONERY 
EXPORTER 

of the utmost assistance and value as it con- 

tains a comprehensive display of the most at- 

tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 
free each quarter if you will complete the form 


below: 


To F. W. BRIDGES LTD., 
Proprietors THE BRITISH STATIONERY EXPORTER, 


9 Fryston Ave., 
Croydon, Surrey, ENGLAND. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 


(Please attach your business card or letter-head) 


Address 


Date 





-------= SEND US THIS COUPON --~---== 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 

Include “METHODES” in your ad- 


vertising appropriation: It pays. 
Send for free copy today. 





‘“METHODES" 
SUBSCRIPTION RATES 


To France, Colonies, Belgium and Luxem- 
Pivancdsascndebatceseedesdtcenae 50 Francs 


Countries adhering to the Stockholm Con- 
WHS 6 hi 6k chp kos Hae rks neendeuss 55 Francs 


Countries not adhering to the Stockholm 
Convention (including the U. S.)....... 60 Francs 











METHODES 


27 rue des Petites Ecuries 
Paris X° France 
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THE HOME OF 
THE FAMOUS 
YELLOW BOX LINE 





COMPANY 


Division of Scovill Manufacturing Company 
WATERBURY, CONNECTICUT 





NEW YORK CHICAGO SAN FRANCIS 
In Canada: BROWN BROS., LTD TORONTO 2 

















SPEED-MO 
SPONGE RUBBER 


STAMP PADS 


Selve the hot weather stamp 
pad problem. They do not 
sweat, or collect lint or dust. 
These exclusive sponge rub- 
ber pads come in sizes up to 
20 x 20... im models for 
every type of use. 


Write us for Dealer story. 


RIVET-O MFG. CO. 
89 Jason St., Orange, Mass. 


THEY LEAD 
or Louis Melind Co., Western Rep., 
THE WORLD 362 W. Chicago Ave., Chicago, Ill. 























Profit By Savings 
On These 


Guaranteed Rebuilts 


When budgets restrict but equipment 







must be had, rebuilts by ‘Universal’ 
are the answer. We refinish attrac- 
tively, and rebuild thoroughly, for long 
years of additional service. 





REBUILT, REFINISHED 
VISIBLE RECORD GUARANTEED 


EQUIPMENT and = 
OFFICE MACHINES ae agg = mgm 


icke and other vis- 
ible systems in cabi- 


UNIVERSAL OFFICE nets, panels and book 





lat 
EQUIPMENT CoO., INC. PR none 
“The House That Confidence Built” Addressographs 
561 Broadway New York City Multigraphs 
OE Dictating Machines 
Cable—“Uniquip”—New York Mimeographs 

















| | All large 
. ; users should 
nN : _ 2 buy in bulk 


cans, Grippit’s economy invites you 


require adhesive that never wrinkles 


to use it wherever you 
paper . . . that keeps work and workers unsoiled . . that 
holds permanently, yet can be peeled off without damage. Write 


for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetts 
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Dis IS ONE of those local advertising successes 
you've dreamed about— 

{ modest newspaper campaign that netted a Bridge- 
port dealer over $1000 in increased sales in one month 
alone! 

What's the secret formula that enabled Royal- 
dealer Wiemer to get all this extra business and plus- 
g I 


profit in such short order? ... 


Used Royal’s Advertising Service 


Mr. Wiemer did as many other Royal dealers are 
doing so successfully the country over—used Royal's 


OR HOW WIEMER’S SOLD 
25 EXTRA ROYALS IN 
ONE MONTH... 


free advertising service to eliminate art and cut 
costs ... to tie his advertising into Royal’s great 
national campaign. 

Write for Your Free Copy 
You, too, can use this free “mat” service to improve 
your Royal advertising . . . lower the cost... and 
prepare newspaper ads that really pull. 

Write Royal, 2 Park Ave., N. Y. C., for your free 
copy. It contains 49 illustrations, attractive borders, 
and tested selling messages . . . all available in mat 
form at no charge to Royal dealers. An exclusive 


Royal service. 


NEW MAG/e* MARGIN ROYAL portaBle 


*Trademark Reg. U.S. Pat. Off. 


Copyright 1940 Roya! Typewriter Company. 





Inc. 








FAMOUS FOR QUALITY 
SINCE 1903 


Thirty-seven years ago the first Heyer 
Quality Gelatin Duplicator was introduced. 
Each year since that time there has been an 
ever increasing demand for them — proof 
that consistent quality counts! 

Heyer Gelatin Duplicators are intended for 
runs of 50 to 100 copies, and for this quan- 
tity are unquestionably the cheapest of all 
duplicators to operate. All are furnished 
complete with supplies. All feature modern, 
attractive designs. 

The Heyer Quality Line of Supplies for All 
Gelatin Duplicators gives the dealer a com- 
plete source for all supplies necessary to the 
successful operation of a Heyer, Ditto, Vivid, 
Graphic or any other gelatin duplicator. The 
continuous and growing demand for these 
supplies offers a profitable addition to any 
dealer’s business. Feature the Heyer Quality 
Line — It’s Good Business! 


HEKTOGRAPH INK 
REMOVER 


This effective new hand clean- 
ser quickly banishes unsightly 
ink stains caused by Hekto- 
graph copying materials. It is 
a mixture of harmless chemi- 
cals in a thick, creamy base, 
and dissotves the ink stains, 

' leaving the skin soft and 
smooth. Supplied in 2 oz. and 
8 oz. tubes. 
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left: The new 
Ace Model 


$44.50 retail 


Below: The new 
Leader Mode! 


$39.50 retail 









7. two new Underwood Portable 


ale « > >» - ~ oar go “oive . 
eee models are the answer to “give us 


Underwood ! Portables we can sell’. You can sell these 
Made by the new Portables ... because the discounts 
Typewriter " 
rece cea are liberal... because they are backed by 


the World national advertising ... because Under- 






wood Portables embody the skill and 
experience of the makers of more than 
5 million office-size Underwood Type- 
writers ... because they are guaranteed 
by Underwood—Typewriter Leader of 


the World. 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters « Accounting Machines «* Adding Machines 
Carbon Paper, Ribbons and Other Supplies 
ONE PARK AVENUE, NEW YORK, N. Y. 


Sales and Service Everywhere 


Typing Stand Carrying Ge <a 

Case $7.50 EXTRA — 

When furnished with 
machine 


UNDERWOOD ...TYPEWRITER LEADER OF THE WORLD 











